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ETTER-BUILT, better-look- 

ing, better-baking—no won- 
der they’re better-selling. Boss, 
the pioneer oven, has been na- 
tionally-advertised for many 
years. It is nationally-known, na- 
tionally-used. If you’re handling 
ovens, why not tie up with the 
leader — give yourself the advan- 


tages that Boss offers? You'll get --e Another 
sells faster 


. , The Pan-Pull — new, exclusive Boss 
. . 
its—and you'll make a satisfied Oven feature. Pulls pans forward in 


customer with every sale. Made — reaching in—no burned 
e ° ° ands. 

in all sizes and styles. And right 

now is the time to write. 


quicker turn-over—quicker prof- 


BOSS OVENS 


THE HUENEFELD COMPANY GOOD JOBBERS EVERYWHERE 
CINCINNATI, OHIO DISTRIBUTE “BOSS” 
329 Years of Service 
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\.e SPRINKLER 





Nothing to Adjust ‘. } aS Makes a Lawn 
Simply “VP 8. a real Fairyland 
Let ’er Run ' <: Beautiful—Attractive 


‘ 








Superior Features of the “Whirling Fairy” 
1. Sprinkles up to 50 ft. With 40 3. No Leaks.— The bearing is self- 
pounds pressure, the “Whirling closing against leakage. 
Fairy” will evenly cover an area 
50 feet in diameter, 2000 sq. ft. ; 
4. Sturdy Construction. — 14-inch 
. Long Life. —Smooth-running, long non-breakable brass sprink- 
double bearing insures a long ling arm. 8-inch square malleable 
period of usefulness. base will never break. 


5. Easy to Sell.—Retails, $1.75. Good 
profits to dealers. Everyone wants 
a “Whirling Fairy” after seeing it 
in use. 








L. R. NELSON MEG. CO., Inc. 


Peoria, Illinois 


Catalog and Electros on Request 
SOLD THROUGH JOBBERS ONLY 


NDERGROUND 
vPRINKLER HEADS 





ORIGINAL 
CLINCHER MENDER 


“CROWN” 
SPRINKLER 


> 


“CRESCENT™ 
FOUNTAIN SPRINKLER 





, Jnited Business Publishers, Inc., 239 West 39th Street, New 
ce. Bee, = ie Post Office at New York, under the Act of March 3, 1879. 
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Single copies 25c each. Vol. 125, No. 1 
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Your Windows are Valuable Now is the7ime to 
Snstall a Day & Mght Window Display 


7 Dearl ScreenWire Cloth 


SCREEN NOM GENUINE 


PEARL WIRE CLOTH 
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Make YOURS the PEARL Store! 


TART NOW! Add to your profits! Be prepared with a fully equipped stock of 
| PEARL Wire Cloth—the biggest value to your trade, for it is the most 
| ECONOMICAL Wire Cloth and sold on the basis of guaranteed satisfaction. 








OUR FREE SALES HELPS 
ARE PROVEN SALES BUILDERS 


Our unusually attractive window display, litho- 
graphed in seven colors, permits of illumination at 
night. Five attractive flies, highly colored, with a 
roll of PEARL, add to the forcefulness of the dis- 
play identifying your store as carrying nationally 
advertised PEARL. 


PEARL QUALITY—STANDARD 


FOR OVER THIRTY YEARS 


The increasing demand for PEARL is due chiefly to 
its metallic coating, a special process exclusive with 
G & B, PEARL, permanently identified by 2 Copper 
Wires in the selvage and our round red tag on 
every roll, is not sold thru Chain Stores or Mail 
Order Houses. 


A Counter Card and Sample Distributor in Full Color—also free, 
Newspaper Electros and Colored Movie Slides With Your Name Thereon 
Order Now! Hitch Your Store to Our 1930 Campaign in the National Magazines 


The Gilbert & Bennett Mfg. Company 


New York Georgetown, Conn. 


Chicago Kansas City 


PEARL is made in Regular Grade (12 2 13 Mesh) and 14, 16, 18, 20, 24 and 30 Mesh; also Extra Heavy Grade (14 Mesk only) 
“Outwears Galvanized Cloth Several Times” 
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The New No. 36-83 Washer, shown here, is a handsome addition 
to the Horton Perfect 36 line. Among its features are a tub of 
sleeming porcelain on Armco, and an improved pressure cleanser 
with balloon rollers. Its surprisingly moderate price marks the 
36-83 for instant popularity. Retail price, Electric, $125.00. 





bi 
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Pioneered These 


PROFIT-BUILDING 


Features 


IRST TO PRESENT the sealed, silent mechanism — first to 
Freee the all-porcelain tub—first to sponsor the pressure 

cleanser — Horton has pioneered in outstanding improve- 
ments in washing machine manufacture which mean greater 
profits to dealers. 

The new Horton line for 1930 —the line of leadership — 
embodies these and many other sales-compelling features. The 
enthusiastic reception of this new line, evidenced by the volume 
of orders now pouring in, proves that Horton has again scored 
in a striking way, through the alertness in manufacturing and 
merchandising which has always marked Horton policy. 

Five new models of ironers, popularly priced, open a new 
avenue of profit. These, with the new Horton washers, including 
the Horton-built Emerald, give the dealer the most complete 
line of home laundry equipment ever available in the industry. 

Horton built America’s first washer 59 years ago. Horton is 
still first with a line which represents the most outstanding 
business-building opportunity for the dealers. 

You should know about this genuine profit opportunity. 
Write us, or ask your jobber. 


HORTON MANUFACTURING CO., Fort Wayne, Indiana. 
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The Do-All Laundry Model Ironer 
is conveniently mounted on a 
sturdy table at the correct height 
for convenient use. Electrically 
driven and electrically heated, the 
Do-All has standard 26 inch roll 
with full open end. Retail price, 
$80.00." 


This is the Do-All Table Model. 
The porcelain topped cabinet pro- 
vides convenient Fangs space in 
kitchen or laundry, and is easily 
and quickly removable, making 
the ironer itself ready for instant 
use. Electrically heated and driven; 
26 inch roll with full open end. 
Retail price, $95.00.* 


The Do-All Console Model shown 
here, with its handsome cabinet 
n walnut finish, is a fine piece of 
furniture for any room in the home. 
Used as a table its appearance 
lends distinction. The cabinet top 
is easil removed and the ironer 
ready for instant service. Retail 
price, $99.00." 





HORTO 


A GOOD 


NAME 


ro 


i 


This is the handy Do-All Portable 
Model, with the 26 inch open end roll, 
electrically heated and electrically 
driven, mounted on a base which is 
readily carried for use where conveni- 
ence dictates. Retail price, $75.00.* 


« Prices slightly higher in extreme east 
and west. 


Washers 


lroners 
Y@QaARS 
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Bob Bosley says: 
“Ve i 











USE THIS SALES 


TIP ON YOUR 
PAINT CUSTOMERS. vip “ ih ti Sie 
IT WORKS! Your Jobber. 


SpA, ae Oo 4t 
"Ee ECS | Sonegow 
£O pr 


THE D. W. BOSLEY CO., CHICAGO, ILL. 


ROSLEY’ 


Weather Strip 


TRADE MARK REGISTERED 
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NEW AND 


No 9 Disston Compass Saw—An_ im- 

* “ — proved model of a standard num- 
ber which for years has been a favorite with 
carpenters and other mechanics who prefer a 
thin blade. Has hardened and tempered, 
taper-ground, stiff, polished blade of Disston 
Steei, secured to apple »wood handle with brass 
screw and medallion. Handle, with large grip 
and rounded edges, has the new Disston 
weatherproofed finish. Takes 10”, 12”, 14”, 
16” or 18” blades, all with 8-pt. teeth. 





N 4 Disston Compass Saw — A favor- 

0. ite compass saw. Blade securely 
fastened with wing-nut-and-bolt adjustment. 
Beechwood handle has large, comfortable 
grip, with rounded, varnished edges, and with 
square top, permitting close cutting with blade 
in either regular or reverse position. Blade of 
Disston Steel, taper ground, hardened and 
tempered, toothed 8 points to inch. Lengths 
of blades, 10”, 12”, 14” and 16”, interchange- 
able. 





N 7 Disston Nest of Saws—Three 
0. Disston Steel taper ground, hard- 
ened and tempered blades with one handle: a 

14-inch 8-point compass blade, a 10-inch 

10-point keyhole blade, and a 14-inch 12-point 

blade tempered to cut nails, lead pipe, and 

light metals. Beechwood handle has square 

top, rounded varnished edges, large, comfort- 

able grip, and wing-nut-and-bolt locking 


nest of saws ever made. 


DISSTON 


A COMPLETE 


IMPROVED 





ETTER blades! Finer handles! Firmer 
fasteners! The only complete line of 
compass saws and nest saws with blades 

that are TAPER GROUND .. hardened and 
tempered . . made with new precision to serve 


the user better! 


With such noteworthy improvements, Disston 
widens its leadership in this important line of 
saws ...and increases your sales opportunities. 


For now all Disston blades, for compass saws 
and nests of saws, are taper ground, and thinner 
on the backs. This special grinding produces a 
blade that always runs freely and easily, without 
binding in the kerf, a feature so necessary in 
all cutting, particularly when not following a 
straight line. 


All blades are made of Disston Steel, world- 
famous for its edge-holding qualities. And 


D 





device. Blades may be used in either regular oe 
or reverse position. This is the most popular “— “a Extra Disston Blades 
Belong in Every Stock 


No. aes Nest of Saws—The same 


No. 7 Nest of Saws, except 
it has a 16-inch 8-point pruning blade instead er 


of a 14-inch blade for cutting nails. 


Disston Compass Saw 
WERE. IU ey tenia gio us aie Blades fit all regular com- 


ass and nest saw handles. 
or replacement needs, 


focerrerecever numbers: 
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ANNOUNCES 
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IN EVERY FEAT Mee 


every one is hardened and tempered to a 
degree that insures a stiff blade that will hold 
its shape, set, and cutting edge. 


Handles are stronger, improved in shape, in fin- 
ish. They have larger, more comfortable grips, 
with rounded edges. Square tops do not 
interfere with work when blade is reversed for 


undercutting. 


And better fastening devices hold the blades 
more firmly in the handles, absolutely prevent- 
ing them from working loose in service. 


Leading jobbers now have complete stocks of 
these new and better Disston Compass and 
Nest Saws. Order your requirements promptly. 


HENRY DISSTON & SONS, Inc. 
Philadelphia, U.S.A. 
Canadian Factory: Toronto 
THE WORLD'S FOREMOST SAW MAKERS 





mpass Saw Blades— Taper ground, hardened and tempered, pol- 

ished. 10”, 12”, 14” and 16”, 

Disston No. 7 Nail Cutting Blades—Specially hardened and tempered to cut wood 
in which nails are cm Be my lead pipe, light metals, etc. 12-points. Taper 
ground, polished. Slotted to fit all standard handles. Length 14”, 

Disston Nest Keyhole Blades—Taper ground, hardened and tempered, polished, 
Fits all regular compass and nest saw handles. Length, 10”. 


Disston No. 4 Co 





i 
* 
Fs 
| 
: 
i 
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No 
99 


KEYHOLE 


Y 


Users want Disston 
blades for replace- 
ment as well as with 
compass and nest 
saw handles 


N Disston Compass Saw with 
& 5 Patent Plunger Lock—The 
finest compass saw made. Patented plunger 
adjustment enables user to remove or replace 
blade quickly. Pressure on plunger releases 
blade, which is locked automatically when 
blade is inserted. Handle of applewood 
(115-A) or rosewood (115-R) has square top, 
enabling user to do close cutting of molding, 
flooring, etc., with blade in either regular or 
reverse position. Handle, correctly hung, has 
large, comfortable grip, with rounded edges, 
and with the new Disston weatherproofed 
finish. Polished blades of Disston Steel, taper 
ground, hardened and tempered, 8-pt., 12” 
or 14” long. Disston’s No. 1150 Compass Saw 
Blade, 14”, 12-pt., tempered to cut nails, is 
slotted to fit this handle. 


N Disston Plumbers’ Compass Saw— 
Oo. 8 The strongest, toughest compass 
saw made, designed, hardened, and tempered 
especially for plumbers, electricians, furnace 
men and other mechanics whose work requires 
a saw of unusual strength. Disston Steel blade 
is extra heavy—16 gauge on cutting edge, 
taper ground—and is fastened with wing nut 
and bolt, the bolt extending through a hole in 
the blade, which prevents working loose under 
any condition. Large grip, with comfortable 
rounded edges, and square top for close cut- 
ting with blade in either regular or reverse 
position; Disston weatherproofed finish beech- 
woodhandle. Blades 12”, 14” and 16”, inter- 
changeable. All blades with 9 cross-cut points. 


N 95 Disston Keyhole Saw — 
Oo. > Disston Steel taper ground 
blade, hardened and tempered, 10 inches long, 
10-point, is inserted in slot through 7-inch 

lished hardwood handle and held at any 
ength desired with steel thumb screw, which 
engages steel grip inside ferrule. This adjust- 
ment makes this saw particularly useful in 
keyhole cutting, fret work, and small work in 
close quarters. 
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PENNSYLVANIA- built 


The easiest, safest short-cut 


WIRE US IF THERE’S ANY 
““HITCH” IN DELIVERY! 
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MOS 


to greater mower sales! 








There’s time enough yet to join 
the crowd and get your share of 
this safer profit from low-priced 
mowers. Yes, sir, these easy-sell- 


ing PRIMOS Mowers ate all 
PENNSYLVANIA-built. Teil 


your jobber you want action! 


PENNSYLVANIA LAWN MOWER WORKS 
1645-65 North 23rd Street Philadelphia, Pa. 


Distributed exclusively by 
HARDWARE Stores and Seedsmen 
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You challenged the 
hammer industry in 


March Hardware Retailer 


when you said . . . 


€tEveryone engaged in the hardware industry who 


manufactures, wholesales or retails vanadium ham- 
mers should read the advertisement of Sears Roebuck 
and Company which appeared in the February 8th 
issue of The Saturday Evening Post.?? 

After reviewing this situation and stating that per- 
haps in thousands of hardware stores vanadium ham- 
mers are being offered for $1.80 by hardware retailers 
who are ignorant of the fact that a vanadium hammer 
can be secured from Sears Roebuck for $1.25*, you 
made this statement: 

“Meantime, the situation offers a challenge to the 
other manufacturers of vanadium hammers. Can they 
equal the quality, the toughness of the ‘Craftsman’? 
Can they produce such a hammer and allow the hard- 
ware retailer to sell it at $1.25? And if they can’t what 
is wrong? Is it their manufacturing methods or the 
prevailing system of distribution?” 


The Evansville Vanadium Hammer to retail at $1.35 
and give the dealer his customary discount is our an- 
swer, Mr. Peterson. It is a hammer any dealer will be 
proud to sell. 


*This Mail Order Hammer was featured at $1.25 as a Feb- 
ruary Flyer. The price now is $1.35 ($1.40 in the west). 


C)ur ANSWER >» 













Quoting from the Sears’ 
Saturday Evening Post 
Advertisement » » » 


“He visited 20 American Tool 
Makers to give you a harder, 
tougher hammer at a lower 
price. 

“For weeks he travelled 
from one tool manufacturer to 
another, looking for one who 
could forge a tougher, harder 
hammer head than had ever 
yet been made. After 20 calls 
the right man was found. Sears 
Roebuck immediately ar- 
ranged to buy this better ham- 
mer in tremendous quan- 
tities.” 

Evansville Tool Works was not in- 
cluded among those factories visited 





EVANSVILLE TOOL ~ 


FOR HALF A CENTURY MAKERS 
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RIVERS PETERSON 








tHe EVANSVILLE 
VANADIUM HAMMER 





USE THE COUPON 
» MEET THE PRICE 


WORKS nc 


QUALITY HAMMERS 





to retail at 





$1.40 DENVER AND WEST 


The Evansville Vanadium Hammer is perfectly 
balanced, made of tough, fine grained vanadium 
alloy steel. Each head is individually tempered 
and tested. Is size 114, 16 ounce. The head is 
firmly held with our patented S wedge. The 
handle is highest grade white hickory, shaped 
for comfort and firm grip. 

The Evansville Vanadium Hammer is packed 
six to the box. Each box makes an attractive coun- 
ter or table display, being furnished with an at- 
tention-getting price card. 

Note—The wholesale distributors of Evansville Products 


are accepting somewhat less than their usual margin to 
help you meet this competition. 








EVANSVILLE TOOL WORKS, Inc. 


Evansville, Indiana 


Please furnish through jobber designated below, 
evinces dozen Evansville Vanadium Hammers 


@ $10.80 per dozen (east of Denver) 

@ $11.20 per dozen (Denver and west) 
PEE CRIOE OP OER o o.s'6 3 ics calcd coseaeecsencsectees 
oN IMDUEY Ss « c.0.arcis. 0586 6 0disic dee cnsdsisesenns 
MINIM cars oe ck o1c oS ei cislccévcadecedensiesdae 
PENN iigisisic 504s selec res vce oecWcecsibandewauasenas 


COCO eee RHEE HEHEHE EEE EEE EEE HEHEHE EHH HEHEHE EEE 
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Controlled Stock the Answer to Problems of Many 


Hidden Losses ~ 


Practice of Buying Here, There and Everywhere 
Results in Mixed Stocks and Cluttered Tables and Shelves 


HAT is the impression on the | 


customer's mind after visiting 
an ‘odd lot” store? He sees win- 
dows, walls, and tables crowded 
with a variety of many brands and 
prices—counters and shelves littered 








6. It eliminates self-competition. 


7. It cuts down office detail by reducing 
the number of your merchandise 
accounts. 


8. It builds reputation for your store. 




















| Company has steadfastly maintained 


a reputation for high quality mer- 
chandise. Only the finest bristles 
selected by Wooster bristle buyers 
from the cream of the world’s mar- 
kets, are used in Wooster Brushes. 
Yet Wooster Brushes cost no more 























with broken F ee 
stocks, and “odd . \ \ | / / / / ; y aa ed than inferior, unknown brands. 
lot” merchan- wT ea Pe Only Wooster Brushes offer Foss- 
Gee. venir eae Sabina Set, the remarkable process that 
averywieret holds bristles in a Wooster Brush— 
through f 
Now take a look your job- pin eggs 
at the up-to- casi ber, you With the help of Wooster jobber 
date store that -~—] — will get salesmen, you can carefully select a 
practices careful a +——" 411 these | Stock of Wooster Brushes according 
stock control. ea , benefits in | to the needs of your trade, and by 
_—— 4 . > & ] addition to | simplified stock control, you can keep 
Order, efficiency, in wu ¥44 a T~— better! your stock in line with the demands 
progressiveness If Pa BS - — credit con- of your trade. 
—that's the im- ALS y" sideration | Wooster Brushes are widely famed 
pression the cus- ) te as the professional 
tomer gets. The = 7] MERCHANTS . ODD LOT painter’s favorite tool. 
window shows é + ‘ < 
it, the inside i. ‘4 r | \ \ Wooster Brushes are 
store display ! : nationally known to 
shows it too! Instead of “odd and fuller co- the readers of the Sat- 
lots,” off-quality, marked-down spe- | operation urday Evening Post, 
cials that confuse buying judgment, | through ad- Collier’s, Popular 
the customer sees a carefully selected vertising and 7 Science, and all the 
conene Mes epincor A ng bells merchandis- leading painters’ jour- 
pression is quality at a sensible price. | | the ki ¥ 4 ii Al nals 
ing—the kin a ro, . 

Today, careful stock control and f hel ae 

: . . that 
concentrated buying are the starting s on P , ing ern get 
points for profitable retail merchan- | ©M@0!€S you ; € most elfective mer- 
dining to sell more “STORE chandising aids and 

j oni store advertising. This 
Stock control through concentration | 5 . enables them to reap 


on the one best line solves the prob- 
lems of hidden losses in many ways: 

1. It reduces the danger of overbuying 
through duplication. 

2. It increases turnover on capital in- 
vestment. 

3. It saves valuable display space so 
that other profitable lines can be 
stocked and given more prominence. 

4. It reduces the cost of advertising. 

5. It minimizes the problem of “odd 
lot” merchandise and broken stock. 




















eieienibeniamediimamemene 











A Paint Brush Line That Offers 
Every Advantage 

When you practice concentrated 
stock control on brushes, you cannot 
overlook the advantages offered by 
the Wooster Brush line. 

Wooster Brushes are made in all 
kinds, sizes, and shapes, so that the 
retailer can meet competition in every 
price class. 

For 79 years, The Wooster Brush 











the full benefits from the powerful 
Wooster national advertising that 
has been carried on for many years. 


For best results from concentrated 
stock control in the brush field, 
choose the Wooster line and stick to 
it. You will find that paint brushes 
soon become a really important and 
profitable part of your business. The 
Wooster Brush Company, Wooster, 
Ohio. 











WHEN YOU CONCENTRATE — CHOOSE 


OOSTER BRUSHES 


FOR PROFIT, TURNOVER, AND PRESTICE 


aS 
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Patterns and sizes 


Good Tools for every need 
at Oy a : RH : 

Reasonable 

Prices | No. 2140 


For 10 inch Blades 


























“ ieesae, They Build 
Genie me Good Will 


™ i YA and 
amtitten, © [Help Sell 
Other Tools 


When you sell a man a Hack Saw Frame look beyond 
that single sale and the profit you make. What about 
blades? What about other tools when the customer 
needs them? 






“W'S NNO: NOLONIB OL 





We don’t make Hack Saw Blades, but we do make 
other tools—Chisels, Screw Drivers, Screw Driver 
Bits, Mitre Boxes, Nail Pullers, etc. 





And we strive to make each UNION Hardware Tool 
so good, so entirely satisfactory that the customer 
‘will remember your STORE, the TOOL and the 
REASONABLE PRICE and continue to trade with 
you as long as you sell tools that build GOOD WILL. a 
Think it over. 4 
Your Jobber will supply you. If not, write to us and 
we will refer you to the nearest Jobber who will. 


Send for Catalog No. 9. 


HARDWARE COMPANY 


Reg. U. S. Pat. Off. 





LNAWLSNPaV 
JIGNWH MAYOS 






Torrington, Conn., U. S. A. No. 2150 | 
Th 
New York Office: 151 Chambers St. Pugaine 
Leader 


Established 1854 Incorporated 1864 


MAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAA 
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| t pays to be safe, 


THE instinct to guard against future dis- 
asters by investing a relatively small 
amount for protection is the fundamen- 
tal basis and principle of insurance. 

4 Home canners who spend millions of 
dollars each year in preserving the 
products of the orchard and garden 
have learned that it pays to invest an 
extra penny or two per dozen of jar 


rubbers by insisting on Good Luck, the 





ring they know and can trust. This is 
their insurance policy. This widespread 
preference makes up the consumer de- 
mand which has established the Good 
Luck rubber as the largest selling brand 
on the market and the most profitable 
ring any jobber and dealer can handle. 
{The great army of home canners pre- 


fers to be safe because a large number 


of them have been sorry too often. 











q pry Ta THE BOSTON WOVEN HOSE AND RUBBER on 


CAMBRIDGE, MASSACHUSETTS U.S.A. 

















i 


h 
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————— YEAR after year, CrakerjaC Saf- 

ae ety Step Ladder Stools, have main- 
“ail tained their commanding posi- 
eA tion. Volume sales and profits are 
\ brought to dealers by this great line of 
“| merchandise. 

A partial list of nationally-known 
retailers, who regularly handle the 
CrakerjaC Line of Ladder Stools is 
given below. Such proof is your great- 

est assurance that the CrakerjaC Line 
\ | offers you leadership in Step Ladder 














y exclusive construction 
os, highest quality mate- 
and workmanship, choice 
olors, make the Craker- 
the popular choice of 
hen today. 





; CRAKERJAC 


Stool sales. 


Barker Brothers, 
Los Angeles, Calif. 


John E. Bassett & Co., 
New Haven, Conn. 


John J. Blied & Sons, 
Madison, Wis. 


Boston Store, Chicago, IIl. 


August Carlson & Sons, 
Rhinelander, Wis. 


H. F. Dismer, 
Washington, D. C. 


The Fair, Chicago, Il 


Famous-Barr Co., 
St. Louis, Mo. 


L. Gould & Co., Chicago, Il. 


Hall Brothers, 
Jacksonville, Il. 

F. W. Hoffman & Co., 
Philadelphia, Pa. 

J. L. Hudson Co., 
Detroit, Mich. 

Huey & Philp Hdwe. Co., 
Dallas, Texas. 

E. E. Johnson Hdwe. Co., 
Peoria, III. 

Wm. Krueger Co., 
Neenah, Wis. 


Lewis & Conger, 
New York, N. Y. 


James C. Lindsay Hdwe. Co., 
Pittsburgh, Pa. 
C. H. Little & Co., 
Freeport, III. 
Loring-Lane Co., 
New York, N. Y. 
J. M. Lucy & Sons, 
Missoula, Montana. 
Peerless Furn. Co., 
Colorado Springs, Colo. 
H. & S. Pogue Co., 
Cincinnati, Ohio. 
J. W. Robinson Co., 
Los Angeles, Calif. 
Fred. Ruhling Hdwe., 
Chicago, III. 
W. H. Rutter & Sons Furn. Co., 
Topeka, Kansas. 
Scruggs-Vandervoort-Barney 
Co.,—St. Louis, Mo. 


Sterling Furn, Co., 
San Francisco, Calif. 


» Wm. Taylor Son & Co., 


Cleveland, Ohio. 


Wells & Copithorne Co., 
Lake Forest, III. 

Wolff, Kubly & Hirsig Co., 
Madison, Wisc. 


Wright & Co., Miami, Fla. 





ease ek 


AnRRRRKEE) | 


pine 





Unmatehed Quality. . 


The CrakerjaC Line is known and accepted as the finest 
it is possible to produce. Years of service and satisfac- 
tion is built into the CrakerjaC. Your customers will 
be quick to realize their extra value. 


Complete information and prices on 
the CrakerjaC Line will be gladly 
sent on request. Send for it today. 


Sterling WoodenWare Co. 
Sterling, Illinois 
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STEADY AS A GYRO-COMPASS 


Your Business Paper 


Marks a True Course 


N 


+ 


Hicx up in the wheelhouse of a ship 
there spins a gyroscopic compass, pointing 
ever at True North. With automatic preci- 
sion it warns the navigator of the slightest 
deviation from his course. By its aid he 
steers his ship unerringly across the waste 
of waters to its destined port. 

Just so the printing press, revolving 
steadily in its great frame, is symbolic of the 
guiding function of the business paper in 
keeping business headed straight. Is industry 
threatened by stormy times? The business 
paper points the way across an area of un- 
certainty to the smooth waters of stability. 
Does an industry veer from its course to 
follow misleading lights? The 
business press sounds a warn- 
ing. Is the ship of business 
blown off its track by a sud- 
den shift in public demand, 
or swerved aside by an unex- 
pected change in production or 
sales technique? The business 
press points out the course to 
safety and prosperity. 

It is this function of the 
industrial and merchandising 
press, no less than its service 


Aly 4°- 


THis SYMBOL identifies an 
stands for 
honest, known, paid circulation; 
straightforward business methods 
and editorial standards that in- 
sure reader interest . . . These 
are the factors that make a 
valuable advertising medium. 


A BP paper . 





as a source of news and data, which makes it a 
power to be reckoned with in business affairs. 
For the modern business paper is an essential 
factor in every progressive industry. By its 
competence in the gathering and presentation 
of information, it has made itself indispensa- 
ble. For its independence in the editorial inter- 
pretation of that information 
it has become respected. It is 
a strong organization, efh- 
ciently staffed and capably 
administered. It commands a 
sound, paid, audited circula- 
tion. Its news and editorial 
pages are unbiased and un- 
buyable. 

And for these reasons its 
advertising pages are bought 
by businesses with a story 
to tell to its readers. 


Tue ASSOCIATED BUSINESS PAPERS, Inc. 


FIFTY-TWO VANDERBILT AVENUE : 


+ + 


NEW YORK CITY 


+ + 


This publication is a member of the Associated Business Papers, Inc. . . . a cooperative, 
non-profit organization of leading publications in the industrial, professional and merchandising fields, 
mutually pledged to uphold the highest editorial, journalistic and advertising standards. 





Gas 
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‘Tae GEAR TOP. SR... CAPPER 
Is Making a Big Hit Everywhere 

































It’s the New Leader of the Leading Line 
of Home Bottling Accessories 


HE first arbor-press type capper ever made with 

a spring handle lift—that’s the new Gear Top, Sr. 
A special curved flange from base to top makes the 
post pressure proof. It has a non-skid pad on the base. 
And its double-seal capping throat—patented by 
Everedy—signals the user through its “feel” that each 
bottle is crowned perfectly. 

Gear Top, Sr., heads the improved Everedy line for 
1930—the line that hardware dealers everywhere have 
found gives them the most in sales and profits as well 
as in customer satisfaction. Included in the line you 
will find cappers to meet every demand, at prices to 
suit every pocketbook. 

Another profit-making specialty that you don’t 
want to overlook is the wonderful Everedy Syphon 
Filter. It sells on sight to every home bottler who 
wants clear, sparkling beverages. And it builds repeat 
business on filter discs just as safety razors build busi- 
ness on blades. 

The big home-bottling season is just 
around the corner. Order Everedy Home- 
Bottling Accessories from your jobber 
today. Or let us send you full information 
about the profit possibilities of the Everedy 
line, and about our new 1930 Window and 
Counter Display Cards and other free 
dealer helps. Write now! 





RED FLASH, SR., Capper, No. 101S (right) —Crowns between 
cushions of rubber. Beautifully finished in red lacquer and nickel. 
Seals perfectly any size bottle up to full quart. Has big, never- 
cramp handle with double spring lift. New crown retaining clip 
holds crown in place for capping. Flanged steel capping throat 
has rubber insert which releases bottle instantly when capping 
operation is completed. 













GEAR TOP, SR., Capes, No. 210(above)— 
Has automatic spring lift handle with com- 
fortable wood grip. Instantly adjustable. Pat- 
ented Everedy “‘double-seal” capping throat. 
GEAR TOP, JR., Capper, No. 205—Similar 
to No. 210 but with plain steel handle without 
spring lift. A wonderful value. 













EVEREDY STRAINER 
SET, No. 300 (below)— 
Wonderful for straining-or 
filtering Beverages, Jellies, 
Catsups, etc. Set consists 
of heavily nickeled stand, 
strainer bag and filter bag. 
Stand quickly adjustable to 
fit any size kettle or crock. 







RED FLASH, JR. 
ee, No. 100S 
—Similar to No. 
101S (above) with 
plain nickel base 
and without crown 
retaining clip. 


CLIMAX CAP- 
PER, No. 250 
(right)—The big- 
= value in the 
ow priced capper 
EVEREDY SYPHON FIL- field. Has improved 
TER, No. 400 (above)—Floats spring lift handle 
on the surface of liquid and and flanged steel 
syphons and filters in one quick throat with rubber 
easy operation. Consists o insert for releasing 
metallic float, filter cloth disc, bottles. Double 
stretcher ring and hose guide. steel post will not 
Sells itself wherever displayed. bend or stretch. 


EVEREDY PRODUCTS ARE SOLD BY LEADING JOBBERS EVERYWHERE 






















DOUBLE DUTY Capper, 
No. 222 (above)—Made for 
. - the heaviest kind of work. 
eer Double posts. Double spring 
handle lift. Powerful leverage. 









THE EVEREDY COMPANY wityiax 


Also manufacturers of Everedy SILENT Door Closers and Everedy Screen Door Grilles. Write for Catalog9D 
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pringtime ts 


For the Home 















































FOR BASEMENT WINDO\ S Py FOR\WINDOW SCREENS 





f 
S 


SCREEN 
HANGERS 
No. 1704 








teas mag eee 


FRICTION WINDOW a? te: 
SET No. 1769 er 
Holds the window operat 


SCREEN HANGERS 
No. 1724 





any angle without props. 


FOR  @ DOORS 
a | 





SCREEN CORNER BRACES 
No 29 








FOR PORCH SCREENS 


A= 


SCREEN COUPLINGS 
No. 15% No. 16% 


wm: — 





SCREEN DOOR HEAVY SPRING 
SET No. 1758 HINGES No. 154 








SCREEN DOOR GUARDS No. 1737 


STANLEY 


: Made of 
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_ Repair — time 


For the Cottage 













































FOR SCREEN DGORS FOR PORCH SCREENS FOR WINDOW SCREENS 


Ba) & 


SNAPPY CATCH ’ » | No. 15% 


SCREEN 
COUPLINGS 








SCREEN CORNER 
BRACES No. 29 


SCREEN DOOR 
SET No. 1750 WINDOW SPRING 


SCREEN COUPLINGS BOLT No. 1697 


—_ panacea RT No. 16% 
SCREEN DOOR GUARDS No. 1737 


(brass) No. 210 


















Stanley Hardware for Spring Repairs and Replacements 


Copy of Catalog No. 41d sent upon request 
THE STANLEY WORKS 


New Britain, Conn. 


HARDWARE 


{STANLEY J Tear out this advertisement. 
4 ta nN l eC S te | STANLEY Paste it on your window as a 
SW reminder to your customers. 
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Now YOU settle the 
WET and DRY QUESTION 


Cash in on a question that’s alive in thousands of homes every day: “Who’s 
going to dry the dishes?” Your merchandising sense will suggest many ways to 
help equip homes for “drain drying.” Union Dish Drainers, in a full range of 
prices and types are made of heavy steel wire electrically welded with bright re- 
tinned finish. Write for latest prices. 


Union Steel Products Co., Albion, Michigan 












| eee 
mms ff wenn {ee 
——— 












\/ =| ae, ed - No. WS75A Union Dish 
‘ Drainer is a popular sel- 

\ , ler with convenient sil- 
verware basket, plate 

racks, and cup holders. 


Send a sample order. 


UNION DISH DRAINERS 


Moore Push-Pins 


Glass Heads—Steel Points, 2 Sizes 


Moore Push-less Hangers 


“The Hanger with the Twist.” 4 Sizes 















Prurn 











YOU 


CAN SELL THIS 


The Tudor Mailtainer 






has met with instant ap- 
proval wherever shown. It 
will outsell any mail box in 
your store if properly dis- 
played. Comes finished in 
four different colors—deep 
brown and sea green crackle, 
wrought iron black, and an- 
tique brass. Equipped with 
The TUDOR dualock. Each packed in sub- 


seeding in gRE PUSH-PINS 7 
Novel Beg 4 
Window Peon 





Mailtainer stantial carton. Has an ap- 
pearance of value far above Front 
the price. 


Colored 
Packets 


which show their contents at a glance 
Our new metal Style ““L” Cabinet contains 150 


10c. Packets. Order one from your Jobber 
today. 


MOORE PUSH-PIN COMPANY 
Wayne Junction PHILADELPHIA 


In addition to the Mailtainer group we also man- 
ufacture a full line of low price mail boxes to 
meet the competitive market. A wide range of 
designs and finishes enables our dealers to select 
just the right sellers for their trade. Write for 
complete catalog of useful household articles. 


FULTON LIN E 









vw 
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PATENT NOVELTY COMPANY 


FULTON ILLINOIS ~ ne 








poner 
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Them Roll : 


2 HOW the customer an “Acme” Caster. Show how 

= this caster rolls along easily, smoothly—without 
friction, effort, or injury to floor surface or covering. 
That is all you have to do to sell these casters. They 
long ago displaced the old-fashioned caster. Progressive 
dealers everywhere sell “Acmes” for quick sales, rapid 
turnover and greater profits. 


Ve shall be pleased to forward samples, quotations 
and complete information to those interested. 
The ScHAatz MANUFACTURING COMPANY 
Poughkeepsie, N. Y. 


AGENTS: J. C. McCarty & Co., 258 Broadway, 
New York City. 





BALL BEARING 


Casters 
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Lnvestment 
iM 
Satisfaction 


Customers who are satisfied 
with your merchandise are your 
greatest business asset. It’s up 
to you to keep those customers 
by offering them only such 
wares as will bring lasting satis- 
faction. 


Cutlery and tools that bear the 
“Dasco” name are made to give 
your customers the utmost in 
value and service. They’re built 


vase ee DODO aeMoneesaeneanesaaseaauaanann, 
SLT MSSM SO ROR SR SIS MERE ROR SSSESSTSSHSSSSEEscesencnaccas® 


; to satisfy! As the line is en- 
; larged, in order to render a 
+... More complete service to you, +s, 
4 there is never a compromise i 4 


e 
8 


with quality. An investment in 
“Dasco” is always an invest- 
ment in satisfaction—and a 
profitable one at that! 


Remember the name—‘‘Dasco”’. 
You'll find it stamped on all 
products of this company. 


ASC 


Tools & Cutlery 


When a “Dasco” salesman calls, it will be 
worth your while to inspect the line he’s 
showing. Meanwhile, write for our latest 
catalog. 


Damascus STEEL Propucts Corp. 
Makers of High Grade Tools and Cutlery 


ROCKFORD, ILLINOIS 


Branch Offices and Warehouses 


94 S. Broadway, Denver, Colo. 
328 Holladay Ave., Portland, Ore. 


GO POSS OD OS SC SS BOSS SSSSSSEKESSSHASSHSSSSSSCSBSSSHHVASBA LAB BEZO UY 
Fase OTS TSS SSCS S SSB FBS wVZ OSes ea Sees Onn tanaanewwa 


ee 478 Tremont St., Boston, Mass. -*, 
lta 149 Church St., New York City Sf aen 
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No. 6 Colonial 
Ensemble 


Extra quality throughout. 
Heavy charcoal tinplate 
baked Japanned finish. 
Choice of ivory, blue, or 
green colors. Packed one 
set in case. 


1—No. 61 Bread Box. 


1—No. 645 4 piece 
Pannister Set. 


2—No. 50 Toast Covers. 


1—No. 150 Cake Cover 
and Board Set. 














A NEW DEPARTURE! 


— with a Big Selling Opportunity 


ESCO announces the new, beautiful Colonial Ensemble— 

comprised of articles of necessity in every kitchen. The 
Ensemble, startling in beauty and sales appeal, is built of a qual- 
ity which has identified Nesco products as leaders. 


The rich artistic colors in the decorations harmonize with the 
blending hues of each article — resulting in an ensemble of 
beauty. Its newness and individuality have immediately identi- 
fied it as an outstanding producer of sales. 


As feature window or individual table display merchandise, the 
Colonial Ensemble has no equal. It sells itself and pays for its 
space many times over. 


Literature in full colors. Ask your jobber salesman for the details and prices. 


NATIONAL ENAMELING & STAMPING CO., INC. 
Executive Offices: 13 Twelfth Street Milwaukee, Wis. 


Factories and Branches: Milwaukee, New York, Baltimore, Granite City, I1l., Chicago, 
New Orleans, Laurel Hill, L. I., Philadelphia. 


COLONIAL ENSEMBLE 








Be?" 
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Announcing 


new 
water 





PERFECTION-MADE 
with 





























Again Perfection offers some- 
thing new—Four new Water 
Heaters, designed to use the 
newly. developed Giant Puritan 
Burner-—theshort-drum burner 
with five big advantages: 


1. MORE POWER...“55% more heat” 

2. LESS CARE... Little attention required 

3. HIGH EFFICIENCY... Fast, clean, economical 
4. SAFETY... Cannot overheat 

5. DEPENDABILITY... Guaranteed by Perfection 


All four Heaters are of sturdy, pressed- 
steel construction. Two are light enough 
to hang on the pipes. Two larger ones 
are built with rigid base, deeng tae and 
vitreous-enameled drip pan. 


Special designing completely prevents 

any condensation moisture from getting No. 407 PURITAN 
into burners. Inner combustion tubes Hl , Water Heater. Two 
are guaranteed for the life of the Heater. = GiantPuritan nin 
Ask our salesman for additional infor- eee co 
mation or write for free booklet. 


PERFECTION STOVE COMPANY 
7590-A Platt Avenue + Cleveland, Ohio 


Sal 
# 
Ee J 





No. 408 PURITAN 
Water Heater. Two 
(@irilemtiaintetsitianad, 
Copper water coil 









ERFECTION and Puritan 
stoves, heaters and water 
heaters are sold only through 
retail dealers—not through 
No. 405 PURITAN mail order houses. 


Water Heater. One 
(elrtetasetisietemsittantad 
Cast iron water coil 


RI TAN®*“ieaters 







No. 406 PURITAN 
Water Heater. One 
Giant Puritan Burner 


Copper water coil 


S F © ¥ ss toe tr AN Y 
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4 EDLUND 
£ EGG BEATER & 


Made by the Manufacturers of 
EDLUND CAN OPENERS 


Easy to operate— 
smooth running—beats 
freely. Unusually 
strong—precision 
made —a_ guaranteed 
product. A quality item 
at a popular price. At- 
tractively made and 
packed for quick re- 
sale. 
Write for 
prices and samples 





Other lines include the famous 


EDLUND ‘a8 CAN OPENERS 
EDLUND JUNIOR “oussweve 


EDLUND COMPANY 


L BURLINGTON, VERMONT 


HERE’S THE SEASON’S 
GREAT PROFIT MAKER 


™ Vollrath 
Vitalizer 


for mechanical refrigerators 


Retails at $185, $260, $275, $320 (Slightly bie 


an some states 





Write for complete information 


THE VOLLRATH CO. (Est. 1874) SHEBOYGAN, WIS. 














PELOUZE 
New Household Scale 
DE LUXE 


Capacity 24 pounds by 
ounces. Artistically de- 
signed. Sturdy, compact 
construction. Beautifully 
enameled in the choice of 
several colors. Double up- 
right supports. Invalu- 
able to every household. 
Order early through your 
jobber. 


PELOUZE MANUFACTURING CO. “*s'00 cin Sccop 


282 East Ohio Street, Chicage Ne. C80—Class Dial 
Menufacturers of reliable scales fer 
many purposes. Send for catalogues. 


Specify “PELOUZE” in ordering of your jobber 





Bottle Capping Is What A 
Bottle Capper Makes It 


“REX” Little Giant and “REX” 
Junior Bottle Cappers make such 
easy work of capping bottles that 
sales are easily made. 


“REX” Bottle Cappers 


have no screws or springs to cause 





“REX” v : f 
Little Giant trouble. No adjustments required. Built 


to last. Priced low to sell quickly. 
Send for Prices. 


The Rexhouse Mfg. Co., Inc. 
105 Cottage St., Poughkeepsie, N. Y. 











Hardware and Housefurnishing 


Specialties 
Ironing Tables Mop Sticks 
Step Stools Tub Benches 


A complete line of the above items at prices 
that will merit your consideration. 


‘ 


Please write for our catalog. 


The Monarch Mfg. Co. 
Tiffin, Ohio 
























Klos Klips 
solve the clothes- 
line problem. House- 
wives are.on the lookout 
for them, because they are 
effective where others fail. Order 
them from our agents or write di- 
rect to us. 


National Spring Clip Co. “yatauit” 











House NUMBERS 


your customers will 
like -~~ and buy! 


De Lure 
Satin 
Silver 

Finished 

Aluminum 

House numbers are a profitable staple 
—if they’re the right house num- 
bers. PREMAX Numbers are being 
chosen, for their fine appearance, for 
the numbering of entire cities; and 
this same beauty, plus the attractive 
PREMAX counter-display box ac- 
counts for their regular and profitable 
turnover in stores. You can make 
money on PREMAX Numbers. Many 
styles—including the famous De Lure. 
Write for samples and prices. 


PREMAX PRODUCTS, INC. 


or assort- 240 10th St., Niagara Falls, N. Y. 


ments of 50. ‘ 
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This Handy 
DEMONSTRATOR 
—a silent, positive sales-winner for 
your counter... SE with 
order for 12 checks. (11 cartoned 
—1 mounted.) 









“77” Sells for $1.00 


And here is a small, efficient 
ROSE soreen door check for 
only $1.00. A fast selling 
item that met with instant 
favor because of its smooth 
silent action, and extremely 
low price. 











ROS 








Springtime— 
summertime—fly 
time . . . that’s the 
time to display R-O-S-E Screen 
Door Checks! 


Every hardware dealer should 
suggest these screen door checks 
to spring and summer customers. 
Home owners will want them by 
the thousands this year. And you'll 
find that the ROSE will be the big 
seller! It closes all light doors 
quickly, silently. Stops slams, 
bangs, cracks! 


Ask Your Jobber Salesman 


. . . or write to us for details, prices, 
discounts. We'll be glad to tell you 
about the new selling plan that doubled 
dealers’ business last year. 


FRANK ROSE MFG. CO. 
Hastings, Nebr. 
SCREEN DOOR 
CHECKS 








NEW... 
and Better 


Smoother, whiter, 
harder. Superior quali- 
ty, yet costs no more. 
Packages of 212, 5, 8, 
and 15 Ibs. Send for 
sample and prices. 
Pecora Paint Co., 4th 
Street and Glenwood 
Ave., Philadelphia. 

















ANETTE 


TRADB MARK REG. U. S. PAT. OFF. 


A Long- profit Specialty 
. . . . and the Biggest 
Season 1s 
Just Ahead 


The Sanette tops all 
kitchen garbage receivers 
in volume of sales. It is 
easiest to sell... . at 
the full price .... be- 
cause of these features: 


1. Patented, easy-acting 
foot mechanism which as- 
sures perfect operation of 
cover and automatic quiet 
closing. Odorless and 
fly-proof. 





2. Choice of six beautiful, 
modern finishes... . . 
white, green, ivory, blue, 
red or yellow enamel, 
baked on. The finest, 
most durable finishes 
made! 


3. Acomplete line—2 gal., 
retail price, $1.50; 3 gal., 
$3.00 and 5 gal., $5.00 
($1.75, $3.25 and $5.50 
respectively in South and 


West.) 





Preferred by house- 
wives everywhere due to 
steady national advertis- 
ing and because 


Approved by Good 
Housekeeping Institute 


NOT SOLD TO CHAIN 
DOLLAR STORES OR 
MAIL ORDER HOUSES 


Sanette sales policy protects the , , EO arte 
independent hardware dealer. As- — en 
sures your getting a fair price and — 
full markup. That is why the 
Sanette is stocked by leading job- 
bers everywhere. 





FREE ADVERTISING 
COOPERATION 


Your initial order, placed with 
your jobber, entitles you to a beau- 
tiful, 7 color, 5 piece oil paint 
cutout display (value $5.00). Sent 
FREE on request—vwrite us direct. 











The Big Sanette Season 
Is Here 





Master Metal Products, Inc. SANETTE 
3 Si 
309 Chicago St., Buffalo, N. Y. eink ak 
Bridgeburg, Ont., Canada 5 gal. 
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AMERICAN 


e-® Appliances Go 

Complete Gas Qooking. 

Heating Lightuung Service 
for every Homé 








Every Motor Camper Will Want It— 


The New Instant Lighting Kampkook 


Turn on the gas, light the burners, and cook. 
That’s all there is to it. Forget about priming or 
generating. The new American Kampkook 
lights instantly, with a roaring blue fire, as hot 
and clean as natural gas. 

That is the good news we’re going to tell the 
millions of people who love the great outdoors 
—the forests, hills and streams. We'll say it 
with National Advertising—a big, dominant 
campaign in the most popular general magazines 
as well as in the outdoor life publications. 

The new Instant Lighting Kampkooks have 
all the well known features which have made 


Kampkook the outstanding favorite through- 
out the world: windproof, non-clog burners; 
open grate, insuring perfect combustion; adjust- 
able attached windshield; folding legs which 
lock inside the case; and two-quart fuel tank 
with built-in pump. 

Tourists, sportsmen, vacationists, picnickers, 
everywhere—all will want the new Instant 
Lighting Kampkooks when they read about 
them in magazines like the Saturday Evening 
Post, Field and Stream, etc. Prepare now for a 
real volume of business on American Kamp- 
kooks. Write for full information and name of 
your nearest distributor. 


American Gas Machine Company, Inc. 


ALBERT LEA, MINNESOTA 


78 READE STREET, NEW YorK, N. Y. 


4242 HOLLIS STREET, OAKLAND, CAL. 


Canadian Distributors: GENERAL STEEL WARES, LTD.—25 Branches Across Canada 


AMERICAN 








manne nena 












AMPKOO ee 


AMERICAS FAVORITE CAMP STOVE 
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For Kitchen 
and Closet 
Shelving. 
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—it pays to feature these colorful fabrics with 
the new and improved, easy-to-clean surface 








Bureau 
Scarfs, 


j 
- 





i x 
For Table- 
cloths and 


h Bridge Tablef . 


re ca re Covers. 





For Kitchen, Bathroom, 
and Sun Porch Drapes 
and Valances. 


J 
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Pont Fabrikoid Fabrics are finding their way into more 
and more places in the home all the time. 

Available in roll goods or finished articles packaged in at- 
tractive boxes and du Pont Cellophane, these colorful fabrics 
are a profitable, easily handled, fast-moving item for house 
furnishings and fabric departments. 

Fabrikoid Fabrics come in a wide range of popular and 
lovely pastel shades. There are as many attractive designs— 
impressed right in the fabric with a new and improved finish 
that is easy to clean, beautiful, soft and lustrous as linen, 
washable and durable. 

Representatives of our manufacturing distributors will call 
and show youthe line of Fabrikoid Fabrics. Look for the du Pont 
oval on the ends of the roll goods and on the packaged items. 
It is your assurance of quality merchandise of genuine du Pont 
Fabrikoid. Write to us for samples and further information. 

E. I. du Pont de Nemours & Co., Inc., 100 Du Pont Avenue, 
Newburgh, N. Y. Canadian subscribers address: Canadian 
Industries Limited, Fabrikoid Division, New Toronto, Ontario. 


Canada. 


REG. U.S. PAT. OFF. 


ai 2 Fabrikoid Fabrics 
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(Patents Applied For) 


oe 
AN OPEN APPEAL 


GLOW- MAID 





» » In Your Behalf, As Well As Ours 


» » A Few 
GLOW-MAID 
Features 
MODERN STYLE 
HOT-SPOT TOP 
DIRECT FEED 

FUEL-DOOR 
SCIENTIFICALLY 
REINFORCED 
COOKING TOP 
BUFFET SHELF 
BUILT-IN WARMING 
COMPARTMENT 


ORDERS for the new Globe Glow-Maid, as a result of our first 
announcement, have far exceeded our hopes. Production schedules 
have been revised upward—and orders are still pouring in. 

If you are one of the many merchants who realize the profit pos- 
sibilities of this modern range—and are planning to sell it, but have 
not yet placed their orders—we sincerely urge that you place 
your order at an early date. 

We ask this cooperation for your protection as well as ours, in 
order that you may be assured of having the Glow-Maid on your 
floor when you want it there. 

The Glow-Maid bids fair to put coal or wood range sales on a 
more profitable basis than ever before. We believe that it deserves 
the reception it has met—and that you will want to share in the 
profits it will make. 


GLOBE AMERICAN CORPORATION, KOKOMO, IND. 


Formerly Globe Stove and Range Co 


Makers of Glow-Boy. and Ray-Boy Parlor Furnaces 
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MYERS 
POWER 
PUMPS 

















































She LineWith 
ew More Sales 


# Opportunities fr 2 


Selling pumps and water systems is no 
longer a “hit or miss” job. Prospective 
purchasers now have definite ideas as to 
their water requirements. Many of them are 

well informed as to volume, suction, dis- 
charge, motive power and other details in- 
volved in the installation and operation of 

equipment to supply running water for 
suburban or rural homes, farms or country 
estates, while those who are interested in 
running water for mills, mines, factories 

and similar activities are more critical than 
ever before. 








POWER HEAD 
PATENTED 

































When you sell Myers Self-Oiling Power 
Pumps and Water Systems you have Myers 
proven advantages at your command. Posi- 
tive self-lubrication scientifically applied, 

housed but easily accessible gears and 
working parts, larger valves, increased vol- 
ume, higher speed with perfect safety, uni- 

formity of service with minimum of care 
and attention—all features that fit in nicely 
with present day standards and open up 

new opportunities for progressive dealers 
to increase their power pump business. 


And besides, every demand your trade 
could possibly make within a volume range 
of from 200 to 10,000 gallons of water per 
hour is answered with the Myers Line. 
Styles and sizes for shallow or deep wells, 
for open or pressure tank service, for ele- 
vating or pumping water a distance, for 

direct discharge at the pump itself—motor 
or engine power, belt or silent chain 


drive—are included in this remarkable , 
line of power pumps and water systems A 
that has been originated, developed and q 
manufactured by MYERS pump engi- ; 
neers under Myers Patents. 
Write or wire for catalog and complete , ; 
information. : 
THE F.E. MYERS & EB BRO.co. co. 
LAND, OH , 
ASHLAND si AND HAY TOs. WORKS 
———>>—=~_ 
Gate Geeeaiae c 
PUMPS-WATER SYSTEMS - YERS.... 


PUMPS FOR EVERY PURPOSE -WATER SYSTEMS-HAY TOOLS-DOOR HANGERS 
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LEAD 


more than ever, home- 


owners are LEAD- 


PAINT CONSCIOUS 
s 


you can satisfy them 
most easily, and build 
your OWN business 
most soundly, by 
recommending PURE 
LEAD PAINT 


EAGLE Pure 


WHITE LEAD (old dutch 
process), to be exact 
— mixed by the 
painter to fit the 
needs of each job 


Eagle Soft Paste saves painting time , Sy? Nes 
e It comes already broken up to shop-lead consistency ... gr 

thereby saving painting time. Most painters have changed over to gis / 

Eagle Soft Paste . . . though some still use the Heavy Paste for flat bf 


glossless finishes. Eagle comes both ways. 





The Eagle-Picher Lead Company 
134 North La Salle Street, Chicago 
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= THE ONLY WAY TO GET ALL REMINGTON FEATURES IS TO BUY A REMINGTON 


< wi Wig 


edie d. bh 


Remington 
Cash Register 
Mode! 436 


NEW AND EXCLUSIVE FEATURES ON 
THE IMPROVED MODEL A REMINGTON 
CASH REGISTER 


Protected Total: The first of its kind on this type of ma- 
chine. For the first time, the most important item of the day’s 
business is fully protected against errors in copying figures, 
or manipulation. Only Remington Has It. 


Compulsory Total Print: For the first time in cash reg- 
ister history here is a device on this type of machine that forces 
the operator to record the total before resetting to zero. You 
can’t forget. Only Remington Has It. 


Automatic Reset Device: The first automatic reset de- 
vice ever produced on this type of register—no special lock 
to unlock; no wrench to insert and turn; no plunger to push. 


Only Remington Has It. 


Positive Reset to Zero: Fool proof counter reset —ma- 
chine won’t work until reset is made. No chance to go wrong 
by accident or on purpose, another exclusive feature on this 
type of register. Only Remington Has It. 

Fully Protected Keyboard: This is the first time a cash - 


register of this type has been made that compels a complete 
registration of the kind you want: Only Remington Has It. 





In the past eight years Remington has devel- 
oped and produced more new cask register 
features than all other companies combined. 


REMINGTON CASH REGISTER COMPANY, Inc. 


Factory and General Sales Office, Nion, N. Y. 





Subsidi ‘dos han ing Arms Co., Inc. 


s of R Firearms, Ammunition and Cutlery 


emington, 
Cash Registers 








© 1930 R. C. R. Co. 
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“Hardware Age Catalog is a valuable book which 
we use constantly. Our buyers make reference to 


it several times every day. We appreciate it 
highly.” 


THE SMITH BROS. HARDWARE CO., WHOLESALERS, COLUMBUS, OHIO 























fy 


y 
4 Jf THE NEW 1929-1930 ANNUAL EDITION OF 


Hardware Age Catalog 


lists more than 15,000 manufacturers of hardware and allied 
products under their product headings, alphabetically arranged. 
e More than 6000 additions and corrections give this indispens- 
able help to hardware buyers, greater value to jobbers and re- 
tailers than ever before. @ Also, nearly 300 leading American 
manufacturers have placed illustrated buying information near 
their product listings for the greater helpfulness of these hard- 
ware buyers.@ It gives us much pleasure to announce the recent 
publication of this specialized hardware buyers guide, de- 
veloped solely to fit the needs of the hardware trade. 


AHARDWARE AGE CATALOG «© 239 W. 39th St.. New York City 
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Apr. 13th to 19th 


Winchester national advertis- 
ing on .z2 Caliber Rifles and 
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» WINCHESTER REPEATING ARMS CO 


New Haven, Conn., U. S. A. 


New York Office and Showroom 
312 Broadway 


; Kopperklad Rim Fire Cartrid- 
H _ ges will continue during the 
4 i summer months. Sell a Win- . 
chester to every vacationist. os 
| (t will bring him added sport ane 
: wherever he goes. = ye 
| : : phe “po of 
! ho = 
. yo" q every - ea “0” 
: ‘as >» © 
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H iP or es yu) ¢ : The model 57 is a cork- 
7, a vw ing good rifle. Its a 
1 | eve beautifully proportioned 
: oS five pound edition of the 
f | we celebrated model 52— 
1 if that King of Small Bore 
: Match Rifles—and shoot! 
: There’s just one answer. } 
: Sell it and see. . 
H : 
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SILVER STEEL 
HACK SAW BLADES 
AND FRAMES 


Expert users of Hack Saw Blades ~ 
and Frames prefer the new SILVER Wa 
STEEL Blade with the Blue End, 
and also the Easy Grip Hack Saw 
Frame made by Atkins. 






A GOOD SOURCE OF PROFIT 






Progress with the times by placing 
your next order for these famous 
blades and frames. 










Ask for our free Hack Saw Blade and 
Frame display material when you place 
your next order 






E.C. ATKINS & CO. 


Home Office and factory: Indianapolis, Ind. 
Canadian Factory: Hamilton, Ontario 
Branches carrying complete stocks 


Atlanta Memphis New Orleans Vancouver, B. C. San Francisco 
Chicago Paris, France New York Portland Seattle 
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Trade Winds, by Llew S. Soule 


Bringing a Century Old Hardware Store Up-to-Date 


Modernizing a Fifteen by Eighty Foot Hardware Store 


How to Move Bathroom Fixtures 
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P.ofi: Hint 


FY ONE of your customers has 
numerous uses for Osborn Wire 
Scratch Brushes. Display them on 
your counter where your customers 
can see them. They sell themselves. 


The complete line of Osborn Brushes 
gives you numberless opportunities 
for profit. And it’s a steady business 
because every Osborn Brush is 
built to hold customer satisfaction. 


HE DSBORN MANUFALTURING LOMPANY 


5401 HAMILTON AVENUE + CLEVELAND, OHIO 
SALES BRANCHES: 


New York - Detroit - Chicago - San Francisco + Los Angeles 
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using enough sales effort on items which run 

into money and pay good profits. Also he is 
short of perseverance when dealing with prospective 
customers who do not buy at the conclusion of the 
first sales attempt. 

It is estimated that less than half of the men be- 
hind retail counters—and that includes the merchants 
as well as the employees—attempt to sell a customer 
on a high priced article more than once. About 25 
per cent of them make a second attempt—usually 
in a half-hearted way—and then quit. Less than 
10 per cent make the third attempt and only about 
5 per cent try the fourth time. 

Meanwhile statistics show that approximately 60 
per cent of such articles are sold after the customer 
has been approached at least five times. In other 
words, 95 per cent of the retail merchants put them- 
selves out of the running on 60 per cent of the high 
profit sales because they lack perseverance. 

Naturally the merchant and his salesmen dislike 
to bore their customers. However, it is seldom, 
indeed, that a customer resents a tactful suggestion 
to purchase something that will add to his or her 
comfort or convenience. Where the element of 
pride enters into the transaction, the possibility of 
the customer being bored or offended is even less 
remote. 

The average human being feels complimented at 
being asked to buy an article in the high priced 
class. Such an invitation is an appeal to both pride 
and vanity—two powerful incentives to consumer 
buying. But—the average consumer does not decide 
quickly on items which require the expenditure of 
fairly large sums of money. He likes to think it 
over ; to find excuses for not spending that amount 
of money. At the same time each consecutive sales 
talk overcomes some objections ; side-tracks some ex- 
cuses and tends to create desire. Often the final at- 
tempt closes a sale with comparative ease. 

Only recently we heard a merchant and a good 
farmer customer talking about a range which the 
farmer had purchased from a canvasser. “You 
know you interested us in a new range,” the farmer 
said. “We had just about made up our minds to 


r | SHE average retail hardware merchant is not 


Perseverance and Sales 





WINDS 


By LLEW S. SOULE 





buy it from you when that fellow came along. Yes,” 
he added, ‘‘we’d have bought it from you last Satur- 
day, if you had said anything about it.” 

All over this country retail hardware merchants 
and their employees are sowing “sales seeds” and 
allowing others to reap the actual sales. Whenever 
you have a real prospect for a worth while article, 
don’t be a quitter. Give that prospect frequent op- 
portunities to buy. Use a thorough and practical 
follow-up system and stay on the job until that pros- 
pect either buys the article, or moves out of the 
country. 

And while we are on the subject of selling, you 
may be interested in the following facts: Fifty per 
cent of the salesmen behind retail counters still greet 
prospective customers with the query “Something 
for you?” Seventy per cent, when they have com- 
pleted the sale of an article ask: “‘Will that be all?” 
instead of suggesting another article. Eighty-five 
per cent fail to get into the prospect’s hands the 
article they wish to sell. They lose that great sales 
stimulator—a sense of possession. 

Of those who suggest the purchase of an ad- 
ditional article, 95 per cent do not make the sugges- 
tion until the first sale is completed and the cus- 
tomer is ready to leave. They do not realize that 
when a sale is completed, the customer balks at go- 
ing through the whole procedure again. The time 
to suggest a second sale is before the first article 
has been wrapped, and the money sent in. 

Over 60 per cent make unauthorized guarantees. 
Less than 25 per cent are familiar with the selling 
points, uses and operation of one-half the items or 
lines they are supposed to sell. 

Who is to blame? Not the salesman. He either 
does as he has been trained to do, or fails because of 
lack of training. The merchant is responsible for 
those whom he hires to represent him. 

An authority on retail merchandising says that 
85 per cent of the customers brought into retail 
stores are turned away by poor salesmanship. That 
85 per cent includes chain, as well as independent 
stores. Meanwhile profits lie in sales, and in most 
cases the bigger the sale the greater the profit. Think 
it over. 











Bringing a 
CENTURY 


OLD 


HARDWARE 
STORE 
UP-TO-DATE 


N 1816, more than one hundred 

years ago, Nathan Corwin’s Son 

founded a general store in the 

trading port of Riverhead, L. I., 

N. Y. Many of the early set- 

tlers in the locality were seafar- 
ing men, who sailed sloops from the 
Peconic Bay port to Cuba, to re- 
turn with molasses and other prin- 
cipal commodities of that period. 
Other pioneers were woodsmen, 
when the several tribes of indians 
who then roamed the island, would 
permit them to pursue their labors. 
Fortunately, geme of the first 
ledgers used by the store, were pre- 
served and handed down to M. N. 
Ammann, the successor to the busi- 
ness, and its present proprietor. Al- 
though, yellow with age, the pages 
inscribed with a quill pen, in ink 
which is now but faintly legible, still 
reveal much to intrigue the interest ; 
especially when the reader learns 
that the records are those of a hard- 
ware store in the making. 











The ledgers show that the En- 
glish monetary system prevailed, 
for keeping accounts, at least, when 
the firm was established, as all en- 
tries are in pounds, shillings and 
pence. Most of the customers of 
the store appear to have taken ad- 
vantage of the convenience of a 
charge account. The debtors to the 
firm bore anglo-saxon names, such 
as Nathaniel Wells, George Paishall 
and Jeremiah Young. Astounding 
as it may seem, rum and gin are the 
entries appearing more frequently 
throughout the ledgers than any 
other two commodities appearing in 
the accounts. Powder, shot, tobacco, 
calico, rice, salt, molasses, indigo, 
scythes, wash bowls, hammers, axes 
and nails are well represented in 
the purchases of patrons. Six pound 
axes indicate that the early woods- 


38 


When this store at Riverhead, L. I., 
New York, began in 1816, much of the 
business was transacted with seafaring 
men who sailed between Peconic Bay 
and Cuba. It is a modern store today. 


men preferred an axe nearly twice 
as heavy as the most popular weight 
sold at present. Or perhaps trees 
were larger in those days and the 
men were stronger. One entry 
shows a credit on account to Daniel 
Wells: “By making nails” and an- 
other “To Credit By making one 
cradle.” That the founder of the 
business realized the advisability of 
having facts at his finger tips 
through an accurate record, is in- 
dicated by the first entry on each 
page recording the day’s transac- 
tions. This- entry was relative to 
the prevailing weather. Thus, a 
fair, sunshiny day, was described 
as “Pleasant.” Other days were 
designated as “Clear” or “N.W. 
Wind & Rain,” etc. This provided 
a fairly accurate gage as to the ef- 
fects of the weather on business. 

As the years went by and the 
stock of the store became more di- 
versified and extensive, different de- 
partments for each of the major 
lines was the natural result. Later, 
the trend of business influenced the 
segregation of the various depart- 
ments into separate establishments, 
such as dry goods, drugs and 
grocery stores. When this evolu- 
tion was completed, the original 
store became a hardware establish- 
ment, and has so remained ever 
since. Until quite recently the store 
occupied its original quarters, which 
had been but slightly changed in the 
interim. Having established the 
historical background of the firm, 
let us now consider its relation to 
the present. 

There’s no denying that “gray 
hairs” encourage deference and re- 
spect. Everyone realizes that a 
store which has served the same 
community continuously for more 
than a century radiates dignity and 
soundness. But the point is—Why 
should such a store flout its de- 
crepitude brazenly with old-fash- 
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ioned quarters and obsolete equip- 
ment? In modern quarters, equipped 
with up-to-date fixtures, the store 
can continue to advertise ‘“Estab- 
lished in 1816” and the long service 
record is enhanced. It becomes an 
asSet, loudly bespeaking to all that 
the store is a hundred years young. 
There’s a big difference between 
being a hundred years old and be- 
ing a hundred years young. Mer- 
chants who are unduly sentimental 
about such matters, erroneously 
thinking that an old-fashioned store 
denotes stability and possesses many 
other assets, are making a big mis- 
take. Pride is justifiable in a long 







record of service, but is misplaced 
in obsolete store facilities—for it’s 
never too late to rejuvenate. 

At least Mr. Ammann drew the 
foregoing conclusion, much to his 
later gratification. On the same site 
formerly occupied by the century- 
old building, he has erected a mod- 
ern three story building, completely 
equipped with open display fixtures 
of the latest type. Double decked 
display windows are a feature of 
the new front. The second floor 
display windows are long enough to 
permit several good sized outboard 
motor boats, which are a very profit- 
able line for the store. Mr. Am- 
mann is a boating enthusiast and his 
interest in the sport serves him in 
good stead in merchandising the 
line. During the recent Motor Boat 
Show in New York, Mr. Ammann 
purchased seven boats of varying 
types to have on display prior to 
the opening of the boating season. 
The background for the second 
floor windows was painted especial- 
ly for the purpose and depicts in 
natural colors, two outboard boats 
skimming through the surf. From 
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The above photograph illustrates how Ammann modernized the store 

exterior of an establishment more than one hundred years young. Con- 

trast its appearance with the photograph of the former exterior appear- 
ing on the opposite page. 





An interior view of the rejuvenated store is shown above, while 

at the left, above, a section of the gift and chinaware department is 

depicted. A portion of the circular stairway, referred to in the accom- 
panying article can be seen at the extreme left. 


twenty to twenty-five boats are sold 
by the firm during each boating 
season. The same lovers of water 
sports are good customers for fish- 
ing tackle and marine hardware, 
rope and other similar supplies. 
Last summer, on one occasion, a 
lady boat customer residing in a 
summer cottage near Orient Point, 
about twenty-five miles down the 


shore, requested immediate delivery. 
The boat was loaded into a truck, 
taken to the water’s edge, lowered 
into the bay, and forty-five min- 
utes later, Mr. Ammann skimmed 
up to the lady’s dock, completing 
delivery. 

Cultivating feminine patronage 
has become second nature in the 

(Continued on page 80) 








m= MODERNIZINGEEE 


A Fifteen by Eighty Foot 


N modern display equipment lies 
the first major requisite to 
maximum efficiency in the pro- 
gressive hardware store of the 
present era. This is particu- 
larly true of stores occupying 

buildings of the average size or 
smaller, as adequate display space 
is always at a premium. Larger 
stores unhampered to some extent 
by unlimited display space may be 
able to do passably well with less 
modern equipment, but the small 
store must show its merchandise in 
the most efficient manner possible. 
Thousands of articles comprising 
the stock in such stores must be 
temptingly and effectively shown if 
results are to be as satisfactory and 
remunerative as they should be. It 
is necessary that every inch of the 
display space available be utilized to 
the best possible advantage. 

This has been accomplished with 
telling effect in the store of Edward 
Schneider, 286 Front Street, Hemp- 
Stead a a WN: YY... 
which is shown in the 
accompanying illustra- 
tion. The store, which 
is but 15% ft. wide 
and 80 ft. long, dis- 
plays an average sized 
stock in a particular- 
ly inviting and effi- 
cient manner. Al- 
though Mr. Schneider 
was inexperienced as 
a hardware merchant 
when he established 
his store about a year 
ago, he was never- 
theless quick to ap- 
preciate the advan- 
tages of having the 
most modern type of 
fixtures _ procurable. 


This is the 
Schneider Store 
in Hempstead 


Hardware Store 


He was confident that it was prac- 
tically indispensable in order to dis- 
play his stock effectively and ap- 
pealingly. Mr. Schneider explained 
his views in this regard in the fol- 
lowing words: “My idea is that the 
hardware store of today must be 
just as attractive as the next fel- 
low’s, if you intend to be a genuine 
success as a real merchant. Another 
factor that I took into consideration 
is the fact that the hardware busi- 
ness is not a ‘fly-by-night’ business. 
Hardware establishments have an 
unusual degree of permanence as 
compared to some other classes of 
retail stores. For that reason alone, 
the best and most up-to-date fixtures 
that are available are none too good. 
Then you must keep in mind that 
if some carpenter had constructed 
makeshift fixtures for us, it would 
require almost twice as much space 


and would not be one-half as effec- 
tive. More help would also be re- 
quired to handle the same amount 
of business and to keep the stock in 
the same good condition.” 

Fixtures in the Schneider store 
were designed, constructed and in- 
stalled by W. C. Heller & Co., 
Montpelier, Ohio. The wall fix- 
tures combine sampled panel doors 
on both base and upper sections, as 
well as ledge display. Special racks 
are also provided for some particu- 
lar lines of bulky proportions. Un- 
sightly reserve stocks, for the most 
part are concealed from view. Every 
item is readily accessible and each 
is shown to the best possible advan- 
tage. The appearance of the whole 
is one of orderly neatness which 
favorably impresses every visitor. 
This feature is also con- 
ducive to increased cus- 
tomer circulation, as the 
displays seem to beckon 

(Continued on page 72) 
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HOW TO MOVE 
BATHROOM 
FIXTURES 


Wolff-Griffis Hardware, Inc., Wil- 

mette, Ill, Took Them Out of 

Drawers and Mounted Them in a 

Glassless Wall-case Against a Back- 

ground of Green, Thus Achieving 
a Six-Time Turnover 


used to keep its whole stock of bathroom fixtures 

in drawers. Little or no attempt was made at 
display. True to the rule, there was an overpowering 
tendency for the merchandise to remain in those drawers. 
The non-clairvoyant customers hardly knew the firm 
carried bathroom fixtures. 

All that is changed now—changed from sluggishness 
to a six-time turnover. Today in the Wolff-Griffis store 
such fixtures have the full benefit of “high visibility,” 
as the aviators say. This is obtained by showing them 
off against a bathroom-like background of green. 

At the very front of the store, where every just- 
going-out customer can scarcely fail to see it, back of the 
big middle show window, a glassless wall-case has been 
installed. 

This case is 8 ft. wide and 5 ft. high. Fairly wide 
boards around all four sides give it the appearance of 
being recessed. Tile-effect wallboard, enameled green, 
forms the background. In the middle of the case two 
medicine cabinets, each faced with a glittering mirror, 
are shown as they would look in a real bathroom. 


WE tatin es ts Hardware, Inc., Wilmette, IIl., 


Act either side in their various hues, are mounted the 
miscellaneous fixture items, such as towel rods, tumbler 
holders, toothbrush holders, soap dishes, toilet-paper 
racks, opal-glass shelves, brackets and hooks. 

Before this effective display the departing housewife 
who has been hardware-shopping in the Wolff-Griffis 
store often comes to a full stop. Or it may be her hus- 
band. She and he are stopped by the strong sugges- 
tions of color, neatness and sanitation thrown out by 
the bathroom fixtures mounted in that wall-case. 

Under such influence, of course, the customer often 








~ 


This is the Wolff-Griffis showing of bathroom 
accessories that brings many a just-going-out cus- 
tomer to a full stop 


buys some needed item or selection of items. “Tumblers 
are shown at the base of the case. The store stocks as 
much as two gross of tumblers at a time. Thus dis- 
played they move rapidly. 

A. C. Wolff and E. E. Griffis are the partners in the 
business. Once they bought a good-sized order of yel- 
low tumblers and showed them in contrast with coal- 
black towel rods. For a while both the rods and the 
tumblers moved like the proverbial hot-cakes. 

“These fixtures,” says Mr. Griffis, “sell almost every 
day in the year. There is no such thing as a bathroom 
season. We have to buy something in this line each 
week. For the sake of buying safety, we are running 
a simple system of stock control in this profitable little 
department which takes up such limited space. 

“The salesman who calls on us checks against our 
system every time he comes. So far as we are con- 
cerned, that makes it almost self-operating. The system 
is merely a chart showing the minimum number of each 
item to be carried in stock. For instance, we always try 
to have on hand three black towel rods in two sizes each. 
The salesman knows that and checks accordingly all 
through the line. 

“Color plays an important role in the display and 
sale of bathroom fixtures. Very largely, in fact, color 
sells them. But it has to be the right color. Black, 
rose, blue, green and white are the colors we stock. 
They make a fine show in the wall-case and appeal most 
effectively to Wilmette people.” 


ee 





In Brunswick, Ga., R. A. Gould 
makes a special bid for a large 
share of business in the line of 


IOUSEFURNISHINGS 
ASHORE ann AFLOAT 


Little ideas that contribute largely to 
the success of a department that has 
grown from unpretentious beginnings 


WO hours elapsed since the 

I colored errand boy of the 
Brunswick Hardware Co. had 

left the store to deliver a five-dollar 
order of cooking utensils to one of 
the many boats anchored in the 
Brunswick, Ga., harbor. He returned 
just as we entered. He sure looked 


radiantly happy and somewhat 
pleased with himself. Before Sec- 
retary-treasurer R. A. Gould could 
admonish him for being both lazy 
and slow, the boy calmly mentioned 
that he’d have to “go right back to 
that there boat.” “Go back? I 
thought you had shipped aboard as 
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One of the booth-like arrange- 
ments of the Brunswick Hard- 
ware Co., Brunswick, Ga., which 
helped increase the sale of 
housefurnishings 


a sailor,” said Mr. Gould. “No, 
suh,” says the boy, “I just naturally 
has to go back. That boat’s got a 
colored cook what needs lots of 
cooking stuff, and I done sold him 
fifty-five dollars’ worth. Here de 
money—all he had. I’se gonna pick 
out what he ought have and get it 
right back to him. That boat’s 
gonna sail pretty soon.” 

After talking with Mr. Gould and 
his associates, it was easy to under- 
stand where and how that boy had 
absorbed some merchandising ideas. 
Mr. Gould personally solicits the 
galley equipment business of all the 
boats that make Brunswick regu- 
larly. He has become acquainted 
with all the skippers, cooks, and 
ship’s owners. He has some defi- 
nite ideas on the cooking utensils 
needed. When he visits a boat he 
goes there with some samples and 
shows the interested parties just 
what he can offer to fit their needs. 

The bulk of the firm’s house- 
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furnishings sales come from the 
housewives of the city, but the ship 
business is worth while and pays a 
real profit. 


Lixz most house furnishings de- 
partments, this one started with 
cooking utensils and a few incidental 
pieces of tinware. Iron, aluminum, 
and enameled ware dominated the 
stock. But as Mr. Gould studied 
the field he saw the possibilities of 
adding electrical cooking appliances, 
thermos bottles, bright wire goods, 
heaters, oil heaters, woodenware, 
brooms, carpet sweepers, and the 
countless other items which make up 
the complete housewares service. 
The problem, then, was a matter 
of space. 

The entire right-hand side of the 
store was devoted to these lines, and 
yet that wasn’t enough. After much 
discussion with President R. Y. 
Smith and Vice-president G. H 
Walker, it was decided to create a 
couple of booth-like displays as are 
clearly shown in the photographs. 
There seemed to be some drawbacks 


to this arrangement, as it was feared 
that the booths would discourage 
women from looking at the entire 
display. 

The actual direct result was most 
pleasing, as the new booth arrange- 
ment helped increase sales the very 
first year. People wanting specific 
items and in a hurry saved consid- 
erable time. They were able to con- 
centrate on the group of goods 
which brought them in. There was 
a bit of privacy to the booth which 
encouraged the women customers to 
browse about, and second sales took 
a very definite increase in number. 
The store now has four such booths, 
and the owners are satisfied that the 
layout is a good one. 


For several years this firm has 
welcomed every newcomer to town, 
first with a phone call or letter and 
then with a personal visit to the 
home. In all of these approaches 
Mr. Gould or one of his associates 
boosts the town as a place to live, 
offers any help which the newcomer 
may need, and invites a visit to the 





3runswick Hardware Co. store for 
any equipment needed. 


a . 
Every newly married couple 
receives similar treatment. They are 
wished every possible happiness and 
success, and are also invited to 
visit the store. 

As Mr. Gould observes, the new- 
comer and the newly married couple 
offer the best prospects for develop- 
ing real business in the housefur- 
nishings department. The former 
needs replenishment and additional 
equipment, and the bride is making 
a start and needs about everything 
a complete home requires. Often 
the initial order from either of these 
sources is somewhat small, but we 
find a little cultivation will bring 
steady trade, which, in the aggre- 
gate, makes the extra effort very 
much worth while. 


This photo shows the right-hand side of the Bruns- 
wick Hardware Co., Brunswick, Ga., entirely devoted 


to housefurnishing lines 
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This corner of the 
Palace Hardware 
Store, Erie, Pa., 
given over to the 
display and selling 
of china and glass- 
ware dominates the 
basement _house- 
furnishings depart- 
ment of the store 


OPEN STOCK PATTERNS 


for Success in the China Department 


EATURING open = stock 
patterns is a prime essen- 
tial of a successful china de- 
partment. Many hardware 
men with successful selling 
records tell us that such pat- 
terns available in 26, 50 and 100 
piece sets provide an opportunity to 
cater to a fairly wide range of 
pocketbooks and tastes and encour- 
age repeat sales for the many extra 
pieces not included in the sets. 
Placing the different size sets in one 





or two popular patterns on an open 
table is the best way, particularly 
with easily read cards suggesting 
value, style and assortment. The 
card should indicate number of 
pieces, price for the set and the 


Open display proves most 
satisfactory with China 
Stock of this hardware store. 


name of the pattern. The informa- 
tion “open stock” is also necessary. 
Palace Hardware Store, Erie, Pa., 
has this efficient china and glassware 
department dominating the base- 
ment housefurnishings department. 
Well painted white tables display 
the china sets but the glassware in 
sets and pieces is shown on glass 
shelves before a mirror background. 
Exceptionally fine lighting makes 
the displays of these two lines very 
attractive. 
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| HREE interesting views 


of the remodeled store 
of Keep, MacPherson, 
Ltd., 252 George St., Syd- 
ney, Australia, are shown on 
this page. Edward F. Keep, 
Managing Director of this 
firm, recently completed 
the modernization of this 
establishment. As guides he 
used a collection of photo- 
graphs which had appeared 
in HARDWARE AGE. In 
the floor covering depart- 
ment the raised platform 
suggests a splendid way to 
feature a popular pattern, 
and provides the best pos- 
sible way to demonstrate 
the colors of any pattern 
which interests a prospect. 
Spread out on such a plat- 
form the consumer gets a 
very definite idea of a rug’s 
color scheme as it will ap- 
pear in the home. In the 
bathroom fixtures depart- 
ment one or two of the 
building pillars are utilized 
for displaying incidental 
bathroom accessories. Along 
the rear wall the main dis- 
play of accessories is shown 
with a good contrasting 
dark background. Both of 
these departments are on 
the main floor. The kitchen 
utensils are part of the base- 
ment housefurnishings sec- 
tion. 
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“= IN the WEEK’S MAIL = 


Let’s Be Merchants, Not 
Imitators 


CLOVERDALE, IND.—While my ac- 
tion may appear somewhat tardy, 
yet I wish to compliment you on 
your article, “Too Much Competing 
—Not Enough Merchandising,” ap- 
pearing in the Jan. 9 issue of Harp- 
warE AcE. This is a very forceful 
presentation of cold facts having to 
do with the hardware industry of 
today. Indeed, many other selling 
organizations are suffering from 
these same maladies. 

Personally, I have been unable to 
understand why so many hardware 
merchants who, as a class of busi- 
ness men, are as shrewd as others, 
will spend so much time meeting 
competition, when they should be 
setting a pace which would be hard 
for a lot of their competition to keep 
—setting a pace by carrying, show- 
ing, featuring, believing in, under- 
standing and recommending sypch 
merchandise as their better judg- 
ment, developed through specializa- 
tion in selling a particular class. of 
goods, tells them in no uncertain 
terms will best fill and fit their cus- 
tomers’ needs. When folks buy 
something, they buy it for the pur- 
pose of obtaining a definite service. 
It has been known for ages that, as 
a rule, we get about what we pay 
for. Some fellow was wiser, per- 
haps than he realized, when he said: 
“Quality is remembered long after 
price is forgotten.” How can any 
reasonable individual fail to realize 
that, after all, the merchant who 
carries merchandise that he knows is 
reputable, that he will stand behind 
and render reasonable and consci- 
entious service on, is building upon 
a foundation that will withstand all 
assaults of chain store competition ? 
An article seen in some of those 
stores today perhaps will never be 
seen there again, the quality is un- 
certain, no service is offered on it, 
no worthwhile information on it is 
available there, and the fact is 
PRICE is the only appeal. On the 
other hand, the independent mer- 
chant who lives in the community 


and it interested in its welfare, who 
makes it a point to know as many 
of the people as possible and deter- 
mine their requirements in a manner 
conducive to their welfare, never 
betrays a confidence, strives earnest- 
ly to be an authority on the goods 
he sells, especially the newest things, 
pushes vigorously the items of 
profit, buys wisely, prices reasona- 
bly, gets the money for what he 
sells, shows the goods most prom- 
inently in season (and as early as 
the other fellow, or a bit earlier), 
keeps a clean stock, and STAYS 
ON THE JOB AND WORKS— 
he will succeed. Let’s be MER- 
CHANTS, not IMITATORS or 
PRICE CUTTERS. 
EstiLt MEEK. 





A Hardware Man’s Ad 


CHARLESTON, Mo.—Some time 
ago we began a series of ads in our 
local county paper; we called this 
“Hot Off the Nail Keg.” 

We got our idea from HARDWARE 
AcE, and gave you due credit in 
each issue, as per inclosed copy. 

We have tried to discontinue this 
at different times, but our trade 
will not let us do so. If we miss 
an issue customers from all over 
the county will call and ask what is 


Hot off the Nail Keg 


(Wise and otherwise with apologies to 
HARDWARE AGE) 








Listen boys, we can fish the rest of this month. If 
you haven't the fever, you will have when you see 


our new tackle. Come in and look em over. 


First Spinster: “Which would you pre- 
fer in your husband, wealth, ability or 
appearance?” 

Second Ditto: “Appearance, and the 
sooner the better.” 


If you are doing any building or repairing this 
spring, we both lose money if you do not buy your 
nails, hinges and hardware from us. 

“Don't you always pity a girl who is 


frightened in the dark?” 
“Yes, 1 can’t help feeling for her!” 


SMITH-AULT HARDWARE COMPANY 


The Only Exclusive Hardware Store in town 
' TELEPHONE 575. 











the matter with the “Nail Keg” this 
week. 
We will try to continue this as 
a regular. item in the paper. 
(Signed) I. N. Smith, 
Smith-Ault Hdw. Co. 





Advocates Dealer Service 


Jersey City, N. J—When I have 
a nickel and you have a nickel and 
we swap nickels, neither you nor I 
have gained anything. But when I 
have an idea and you have an idea, 
and we swap ideas, you have two 
ideas and I have two ideas, and we 
are both the gainers. You have been 
swapping ideas with me for a few 
years through HarpwareE AGE and 
I want to thank you for many that 
I have gleaned from its pages, es- 
pecially your feature, Trade Winds. 
I haven’t many ideas to swap with 
you, so I guess it’s an unfair swap. 
However, I give you herewith a few 
thoughts that have been inspired 
from time to time by your many ar- 
ticles. 

It seems the consumer has a pe- 
culiar psychological feeling with re- 
gards to the independent dealer and 
the chain and mail order stores. 
They think they are able to buy 
everything at the syndicates at very 
low prices and that the independent 
is a robber, whereas, the fact is that 
on many articles the chains are even 
or higher than the independents, 
BUT, they are better merchandisers 
than the independents and it appears 
to the casual observer that they are 
cheaper on everything. 

I would like to know when a man- 
ufacturer decides to add a new prod- 
uct to his line, who is going to help 
him get distribution and supply the 
consumer with the product to back 
up his expenditure for advertising. 
The chain store or the independent ? 
Still, the same manufacturer will 
sell the chain store his leading items 
at a lower price than he sells his reg- 
ular jobbers and permits them to cut 
the price to the detriment of his in- 
dependent dealers who are his 
friends in need and who help him, 
with his stickers, his slow movers 
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and the rest of his complete line. 

In my opinion, the time has come 
for the independent dealer to know 
who his friends are and who will 
work with him for the good and 
welfare of both the manufacturer, 
the jobber and the dealer. And it 
is my thought that an expression of 
opinion of policy from the manufac- 
turers is in order. The manufac- 
turers cannot continue to carry wa- 
ter on both shoulders, and still pro- 
fess a love for the independent 
dealer. 

A man like Mr. Plumb deserves 
credit, when he comes out openly 
and states his position with regard 
to his company’s sales policy. If 
there were more manufacturers with 
backbone who would come out in 
the open we retailers and jobbers 
would know who our friends are. 

The cost of extensive advertising, 
including the preparation of copy, 
cuts, art work, etc., are usually high 
for the average hardware dealer to 


absorb individually. And, further, 
many are not in a position to pro- 
duce good advertising through lack 
of time to devote to this necessary 
phase of modern retailing, and also 
through lack of knowledge of the 
technique of the advertising field 
When this advertising cost is ab- 
sorbed or divided among many deal- 
ers, the cost per dealer is usually 
much less, and enables the dealer to 
use a greater quantity of advertis- 
ing to the mutual benefit of all con- 
cerned. 

Why could not the various hard- 
ware associations, the retailers, job- 
bers and manufacturers inaugurate 
a department of dealer service that 
could put out complete service, let- 
ters, illustrated letters, store maga- 
zines, mats, etc., at a more reason- 
able cost and give dealers better ad- 
vertising at less cost? 

I am well aware of the fact that 
many manufacturers supply dealers 
with cuts, copy electros of complete 


ads, but much of this is Ivory soap 
for the manufacturer and the bal- 
ance for the retailer. My idea is 
that many of these cuts should be 
on the style and size used in mail 
order catalogs. They use small- 
sized cuts, and that is the type of 
cut we should have. 

If the independent dealer is to 
cope with the competition of the 
mail order houses and their branch 
stores, department stores, 5-and-10- 
cent stores, chains, etc., he will have 
to be a better advertiser and a bet- 
ter merchandiser than he now is. 
And after he has improved the phys- 
ical appearance of his store by the 
addition of new display fixtures he 
will need the necessary publicity to 
acquaint his customers and the peo- 
ple living in his trade territory with 
the fact that he is there and wants 
their business. Good advertising 
will help him to maintain his posi- 
tion in the merchandising field. 

M. B. PERLMAN. 





Retail Credit Survey to Appear 
in Three Separate Sections 


The national survey of credit condi- 
tions throughout the United States, which 
the Domestic Commerce Division has been 
conducting at the request of the National 
Retail Credit Association has been com- 
pleted and will be issued as soon as pos- 
sible in three sections, each covering a 
group of retail establishments that are 
somewhat related in credit conditions. 

The first group-to be reported upon 
will comprise department stores and 
stores specializing in women’s, children’s 
and infants’ apparel, men’s and boys’ 
clothing, fur goods, boots and shoes, gen- 
eral clothing, furniture and dry goods. 

A few weeks later will be issued a 
complete report on credit conditions in 
retail stores handling automobiles, auto- 
mobile accessories, groceries, bakery 
products, radio sets and supplies, electri- 
cal appliances, jewelry and optical goods. 

The third section, which it is hoped to 
bring out within a few months, will re- 
port credit conditions in retail establish- 
ments distributing hardware, coal and 
wood, lumber and building material, paint, 
oil and varnish, plumbing and heating fix- 
tures, stoves and ranges, and house fur- 
nishings, etc. 

More than 200,000 questionnaires were 
submitted to retailers in the various lines 
in connection with this credit study, the 
aim being to secure information from as 
‘many representative retail outlets as pos- 
sible in communities of over 10,000 popu- 
lation throughout the country. More than 
1000 local credit bureaus and 300 cham- 
bers of commerce cooperated with the De- 
partment in suggesting recipients of the 
questionnaire. 


Among the numerous points covered in 
the report will be collection percentages, 
ratios of credit to total sales among stores 
in different lines, and between stores of 


different sizes, and the proportion of re- 
turns in sales on the open and install- 
ment credit plans, as compared with 
strictly cash sales. 



































absolutely welcome to it, 





The Complete Borrower—Of course, old chap, you must quite 
understand that if at any time you want to borrow my trowel you're 


London Humorist 
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How Neyhart’s Diagnosis of a Day’s Business is 


SMOOTHING the WAY 
to INCREASED PROFITS 


By J. M. WITTEN 


ROGRESSIVE merchants 

in this modern era have 

been forcibly impressed 

with the fact that it is diffi- 

cult to acquire too much 

authentic information re- 
garding their particular store and 
business. Probably the best single 
medium for providing accurate in- 
formation is through reliable figures 
covering every phase in question. 
N. P. Brown, Merchandise Manager 
for the Neyhart Hardware Co., 
Williamsport, Pa., recently delved 
rather deeply into analyzing a single 
day’s business of the firm. Some of 
the resulting deductions of this diag- 
nosis proved highly enlightening and 
furnished the basis for a program 
designed to materially increase sales. 
Girl checkers were assigned to the 
task of securing the data desired and 
the information obtained has already 
compensated the firm for their ef- 
forts in this direction. 

Perhaps the one most startling 
fact brought to light was the discov- 
ery that nearly one-half of the total 
number of store visitors failed to 
make a purchase. Table No. 1 shows 
that 994 visitors entered the store 
from 7:30 a.m. to 9 p.m. on Satur- 
day, May 5, 1928. Of this number, 
only 503 made a purchase. As indi- 
cated graphically by Chart A, 50.61 
per cent made a purchase, while 49.39 
per cent failed to buy. However, be- 
fore the merchant reading this con- 
demns Neyhart salesmen as ineffi- 
cient, he should be positive of his 
record in his own store. In most in- 
stances the percentage of store visi- 
tors who do not make a purchase will 
aggregate a far larger portion than 
is generally estimated, when accurate 
figures are unavailable. While it is 
impossible to tell exactly why 49 out 


of every hundred visitors did not 
make a purchase, it is known that this 
can be attributed to one of several 
definite reasons. A recent survey em- 
bracing 35 retail stores discloses that 
the following table of percentages is 
applicable in answer to why custom- 
ers do not make a purchase: 


Indifference of salespeople. .. .47% 
Attempt to substitute.........23% 
Re a toxspaetosadiaccesd 20% 
Ignorance of salespeople. ..... 5% 
Poor quality of goods........ 5% 


You will note from the above 
table that prices or location were 
not considered, as it is understood 
that in retailing the type of store 
regulates the quality and prices of 
the goods they sell. 

In reality, the salespeople are the 
only persons who can explain why 
the visitors were not sold. They, and 





TABLE No. 1 
Number of Store Visitors During 
Specified Hourly Intervals 

7:30 to 8:30 A.M... 41 
8:30 to 9:30 A.M. 93 
9:30 to 10:30 A.M. 106 
10:30 to 11:30 A.M... ; 57 
11:30 to 12:30 P.M... me |) 
12:30 to 1:30 P.M... ee 
1:30 to 2:30 P.M... , 44 
2:30 to 3:30 P.M.... . 66 
3:30 to 4:30 P.M...... 85 
4:30'to 3:30 PBL......... F3 
5:30 to 6:30 P.M... ; 43 
6:30 to 7:30 P.M. 31 
7:30 to 8:30 P.M..... . 90 
8:30 to 9:00 P.M. (*4Hr.) 31 

Total... .994 














TABLE No. 2 


Total Number of Both Cash and 
Charge Sales Consummated in All 


Departments. 
Cash .. EAL ae ee 376 
RISER tien RP thes AS Rak 115 
SRM Gk waren koe ee 11 
| ee een ener 1 
Total... .503 











they alone, have the knowledge, 
which differs with each individual 
prospect. 

The preceding phase of the diag- 
nosis indicates that the store is not 
receiving the proportion of sales to 
the number of visitors as is usually 
expected. The firm believes that this 
situation can be partly rectified by 
paying increased attention to the 
factors involved, which are outlined. 

The next_factors to be given con- 
sideration were the amount involved 
in the average sale, and ascertaining 
the proportion of cash sales to credit 
sales. Chart B shows that of the 
503 customers on that particular day, 
74 per cent paid cash, while 26 per 
cent were charged. The grand sales 
total for the day was $2,412.58, and 
as customers numbered 503, the aver- 
age amount spent by each patron was 
$4.82. The firm believes that the 
amount of the average sale is un- 
reasonably low considering the large 
number of articles carried and the 
relatively high range represented by 
the unit selling price of the items 
stocked. It should be understood that 
the stock of Neyhart’s embraces 
practically all of the customary hard- 
ware and allied lines in addition to a 
complete furniture department. The 
annual volume of the store last year 
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Retailing Expert Stresses Need 
for Sales Ratio Data 


R. PAUL H. NYSTROM, Professor 

of Marketing at Columbia Univer- 
sity, and noted authority on retailing, 
recently emphasized the need of definite- 
ly measuring “pulling power” and cus- 
tomer response. Relative to this, Dr. 
Nystrom said: “An effective gage of 
the reaction of the potential customer to 
a store can be obtained from the regular, 
periodical use of two ratios: first, the 
ratio of the number of people who enter 
the store to the number of people who 
pass by, and second, the ratio of the 
number of transactions to the number 
of people who enter the store within that 
period. 

“The value of such measures, lies in 
their effectiveness in showing up clearly 
just how a store stands in its community 
or shopping area, how customers regard 
its merchandise offerings, and the weak- 
ness or strength of its promotional 
methods.” 

The method used by the Neyhart 
Hardware Co., Williamsport, Pa., to ob- 
tain this and other pertinent and valuable 
information is explained and described 
in the accompanying article. Every 
hardware merchant should read the ar- 
ticle to acquaint himself with this basic 
and fundamental step in scientific re- 
tailing. 


was $514,000. As a result of the find- 
ings mentioned in this paragraph, 
plans are being followed at present 
to endeavor to increase the amount 
of the average sale. To this end, it is 
now the policy for salespeople to 
suggest and sell additional items. In 
most instances the additional article 
suggested is a kindred or related 
item. If the customer purchases a 
hand saw, an effort is made to sell a 
saw set or saw file at the same time. 
If a customer buys a knife, a knife 
sharpener is suggested in an attempt 
to create a companion sale. The only 
two methods of increasing the aver- 
age sale are by either selling the cus- 
tomer a higher priced article or a 
larger quantity than he intended to 
buy or to sell additional articles. 
By referring to Table No. 1, it is 
apparent that the hour of greatest 
activity was between 11 :30 a.m. and 
12:30 p.m. It is interesting to com- 
pare this table with Table No. 3, 
which shows that more visitors 
descended to the housefurnishings 
basement from 9:30 to 10:30 a.m. 





CHART A CHART B 


than. at any other hour of the day. 
An account of the percentage of the 
people using the street who came into 
the store is shown by Chart C. A 
compilation of the actual count 
shows that 41% per cent of the traf- 
fic on Third Street came into the 
store. The firm considers this a very 
high percentage and seems to prove 
that the outward appearance of the 
store, the firm’s reliability and the 
methods employed to create desire on 
the part of the passerby is on a par 
or above that of other local retail 
establishments. This is said to be a 
higher percentage of incoming store 
traffic than is experienced in the chain 
stores. In this connection, Mr. 
Brown pointed out, it should be re- 





TABLE No. 3 


Number of Store Visitors Who 
Visited Basement in Morning 


Hours Only. 


7:30 to 8:30 A.M. None 
8:30 to 9:30 A.M. . 16 
9:30 to 10:30 A.M. : 21 
10:30 A.M. to 11:30 A.M.....19 
11:30 A.M. to 12:30 P.M... 9 

Total 65 











membered that the customer count is 
larger in the chain stores due to their 
selective location. This factor is be- 
lieved to give the Williamsport chain 
stores about 80 per cent more traffic 
than is experienced on the street 
where Neyhart’s is situated. 

In Table No. 4, the count reveals 
that notwithstanding that more east- 
bound people passed the store than 
westbound, that more westbound 
people entered the store. Chart D 
shows that 61 per cent of the custom- 
ers came from the west, while 49 per 
cent came from east. In analyzing 
this chart the firm assumed that it 
has received 51 per cent of the busi- 





CHART C CHART D 


ness, while other merchants selling 
the same lines, who are located east 
of the store, were jointly receiving 
49 per cent. In an attempt to offset 
this tendency Neyhart’s are of the 
opinion that the facts show a defi- 
nite need of cultivating patronage in 
the section of the city located east 
of the store. As one means to the 
desired end, the firm has lately taken 
steps to acquaint more people in the 
eastern section of the city with the 
firm’s facilities and policies. 

The conclusions drawn from the 
information provided by the plan 
were considered invaluable to the 
firm and the figures and percentages 
were accurately obtained with less 
effort than it might appear to the 
reader. After all, the methods simply 
involved actual count and complete 
records. In combination with an ag- 
gressive program of modern mer- 
chandising and advertising the data 
obtained has enabled the store to 
show a consistent and substantial 
gain in business during the past year. 
Similar accurate information con- 
cerning the same factors of a usual 


day’s business, should likewise prove 


helpful to other merchants. 





TABLE No. 4 


Number of Passersby Coming 
From Opposite Directions at Half 
Hour Intervals in P.M. 


1:15 to 1:45 P.M. Eastbound 139 
1:45 to 2:15 P.M. Westbound 74 
2:15 to 2:45 P.M. Eastbound 121 
2:45 to 3:15 P.M. Westbound 113 
3:15 to 3:45 P.M. Eastbound 139 
3:45 to 4:15 P.M. Westbound 106 
4:15 to 4:45 P.M. Eastbound 112 
4:45 to 5:15 P.M. Westbound 127 
5:15 to 5:45 P.M. Eastbound 130 


Total 1061 
Total Divided As Follows: 


Eastbound 641 
Westbound 420 
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The cards shown here 
gave a very attractive 
effect. The dark portion is 
a maroon colored card on 
which is painted an outer 
border in black and an 
inner white line. On this 
is mounted a buff card 
carrying a figured back- 
ground. On this is let- 
tered the sales message 


for everyman 
in every trade— 
more than 30 ~ 
different styles 
in awide ra nge 
of weights. 





THREE CHAPTERS ON 


A MODERN POSTER 


ALPHABET 


By JOSEPH BERTRAM JOWITT 


HIS is the first of a series of 
three articles on the modern 
poster alphabet the most popu- 
lar alphabet today for window and 
interior show cards of descriptive 
nature. The one illustrated here- 
with was executed with the round 
writing or engrossing pen. The 


For the Engrossing Pen, 
Speed Pen and Sable Brush 


cover the three lettering tools men- 
tioned. 

There are many things in life 
that one may derive a great deal of 
pleasure and profit from with very 
little effort, if we will only at- 
tempt them. It is not absolutely 
necessary that we become expert in 








ABCDEFGHIJKL 


MNOPQRSTUVWXY 


Ni BODE GHJKLMNOPQ 
RSTUVWXY ZZ 


abcd efghijklmnopqr 
Stuvwxy3 acegkgmo 








second chapter will illustrate the 
same alphabet done with the speed 
lettering pen. The third chapter 
will show and thoroughly explain 
what may be accomplished with the 
red sable brush. 

Some show card writers prefer 
to write their show cards almost ex- 
clusively with the little engrossing 
pen, while others find the speed pen 
the quickest and easiest of all other 
lettering tools. Still on the other 
hand there are a large class who pre- 
fer the red sable brush. In order 
to satisfy all our readers the writer 
has planned these series to fully 


doing them. In many instances all 
we lack is sufficient courage to make 
the first attempt. It is also a mis- 
taken idea that opportunity knocks 
but once at our door. Here is a real 
opportunity just around the corner 
for the ambitious clerk. All it re- 
quires is a small investment for the 
proper tools and show card sup- 
plies, a little concentration and con- 
scientious application and a substan- 
tial reward is sure to follow. 
Here are ten questions and an- 
swers on pen lettering: 
©. What is the Soennecken pen 
(Continued on page 72) 
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RECENT BLAZE DAMAGES 
MASBACK WAREHOUSE 


A fire which was confined 
to the warehouse utilized by the 
Masback Hardware Co., hard- 
ware jobbers, 82 Warren St., 
New York, slightly damaged a 
portion of the warehouse and 
stock on Thursday morning, 
April 10. 

The warehouse of the firm is 
located in adjoining buildings at 
76 and 78 Warren St. The 
blaze was first noticed at 7 a.m., 
and apparently originated in a 
section of the building used for 
storing bamboo rakes. The fire 
was under control before it had 
gained any appreciable headway, 
and the damage was compara- 
tively slight. 

The merchandise damaged by 
the fire has been replaced by 
telegraphed orders and by the 
firm’s trucks which were dis- 
patched to nearby sources of 
supply. Repairs are under way, 
and in the interim members of 
the firm state that business will 
in no wise be impaired. 

Newspaper reports which 
were published concerning the 
fire had a tendency to make it 
appear more serious than it ac- 
tually was. Employees in the 
office of the firm remained at 
their desks, transacting their 
customary duties and orders 
were being filled as usual while 
the blaze was being extin- 
guished. 


SAVAGE ARMS TEAM 
BASKETBALL CHAMPIONS 


Savage Arms Corp., Utica, 
N. Y., has a basketball team 
which won the 1929-30 cham- 
pionship of the city’s industrial 
league for the fourth consecu- 
tive year, giving permanent pos- 
session of the silver champion- 
ship trophy. 

For three years the company’s 
bowling team has held the 
championship against all com- 
ers. Recently the Savage Trap 
& Skeet Club was formed, and 
it is now making a fine show- 
ing in the weekly shoots it en- 
gages in. In line with this ex- 
tensive employee athletic inter- 
est, inter-company competitive 
sports are being sponsored, 
thereby developing the same 
loyalty among the younger em- 














ployees as there is among the 
many employees connected with 
the company for more than 25 
years. 


BAINBRIDGE BUNTING 
SERIOUSLY INJURED 


Bainbridge Bunting, 16, eldest 
son of the late William Bunt- 
ing, former vice-president, 
Bunting Hardware Co., Kansas 
City, Mo., was seriously injured 
recently, when he was knocked 
from the running board of a 
roadster in which he and a num- 
ber of friends were going to a 
party at the home of Dr. John 
G. Hayden. 

Bainbridge, who is a_ high 
school student, was thrown 
against the palings of an iron 
gate at the entrance to the Hay- 
den driveway. He was taken 
to the home of Dr. Hayden as 
his condition was too serious to 
enable moving him. It is not 
known whether his recovery is 
possible. 





PURCHASING AGENTS TO 
CONVENE IN CHICAGO 


The fifteenth annual inter- 
national convention of the Na- 
tional Association of Purchas- 
ing Agents, Inc., 11 Park Place, 
New York City, will be held 
June 16-19, inclusive, at the 
Stevens Hotel, Chicago, Ill. In 
conjunction with the convention 
the 1930 Inform-a-Show is be- 
ing held. 

The show is conducted to give 
manufacturers an opportunity to 
show and tell purchasing agents 
about the products they offer. 
Many manufacturers have taken 
booths, and more than 70 per 
cent of the space has been re- 
served. 


ECONOMY PLUMBER CO. 
N. Y. REPRESENTATIVES 


The Economy Plumber Co., 
manufacturing chemists, 39 Lis- 
penard St., New York City, an- 
nounces the appointment of Mrs. 
William Munch and Ralph 
Blauman as representatives in 
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Galveston Delegates Approve Pending Legislation 





the metropolitan district and 
surrounding territory. 


Indorsement of the Capper- 
Kelly bill, which would au- 
thorize producers of merchan- 
dise to enter into enforceable 
contracts for the protection of 
resale prices on such merchan- 
dise, was voted on April 10 by 





HARRY A. BLACK 


the American Hardware Manu- 
facturers Association in reso- 
lutions adopted at the closing 
session of the semi-annual con- 
vention. This bill, which has 
been favorably reported to the 
House, was vigorously opposed 
by department and chain store 
interests, J. E. Stone, president 
of the hardware manufacturers, 
declared. 

The association also indorsed 
the Crampton uniform contract 
bill to amend regulations gov- 
erning purchases by the sev- 
eral departments of the govern- 
ment, and another which ap- 
pealed to the President of the 


| 


| United States and Congress for 
legislation which will invest rea- 
sonable discretion in the pur- 
chasing officers of the several 
departments to the end_ that 
American products for govern- 
| ment use may at all times be 








J. E. STONE 


on a fairly competitive basis 
with the products of foreign 
countries. 

The annual convention of the 
hardware manufacturers will be 
held at Atlantic City in October. 

Harry A. Black of Galveston 
was reelected president of the 
Southern Hardware  Jobbers 
Association. 

The complete report of the 
joint convention of the Amer- 
ican Hardware Manufacturers 
Association and the Southern 
Jobbers Association will appear 
in a forthcoming issue of Harp- 
| WARE AGE. 





BRANCEL TO REPRESENT U. S. STAMPING CO. 


The appointment of C. F. 
Brancel, as sales representative 
of the United States Stamping 
Co., Moundsville, W. Va., has 
been announced. He will have 
the territory including North 
Dakota, South Dakota and Min- 
nesota, with the exception of the 
Twin Cities and Duluth. 

Charles E. Fowler, Olean, 


51 


NS Ne: 
representative of the company 
York and 
northwestern Pennsylvania. He 
was formerly with the Supplee- 
Biddle Hardware Co., Philadel- 
phia, Pa., and has had twelve 
years of road experience in the 
| hardware business. 


has been appointed as 


in western New 


lam 2 «4 
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CROSMAN ARMS SPONSORS | 
AIR RIFLE CONTEST 


\n unusual contest is being | 
sponsored by Crosman Arms 
Co., Inc., Rochester, N. Y., 


which is to end on New Year's 
Eve, Dec. 31, 1930. The pur- 
pose is to combine “good sport 
with good riddance” as a part 
of the nationwide movement to 
exterminate predatory animals, 
rodents, injurious birds and 
harmful reptiles which prey 
upon domestic stock, wild game, 
consume crops and_ foodstuffs 
and spread disease. 

\nyone living in the United 
States may enter the contest at 
any time, and the shooting must 
be done with a rifle powered by 
air, regardless of the make. 
Participants must turn in a 
monthly report on one of the 
official report sheets furnished 
by the sponsoring company or 
by one of its dealers, and it 
must be certified as correct by | 
two people living in the same 
town or city. These sheets must 
be mailed on or before the 10th 
of the following month to the 
sponsoring organization. As a 
matter of record the contestant | 
shall state the make of the rifle 
and its number on each report 
sheet submitted. The _ pests 
killed must not be turned over 
to dealers or sent to the Cros- 
man Arms Co., Inc. 

Prizes totaling $500 are of- 
fered, which will be divided into 
grand awards totaling $320 and 
monthly prizes aggregating $180 
in the full course of the contest. | 
The first prize for the highest | 
score at the end of the contest 
is $100, and the balance of the 
awards will be given to the 27 
persons making the next high- 
est scores. Each month the par- 
ticipant having the highest num- 
ber of points will receive a 
prize of $10, and the second 
highest will receive $5. The 





| and species are enumerated on 


| been manager of the Boston of- 





five contestants having the 3rd 
to the 7th highest score will 
receive $1 each. Duplicate 
awards are offered in the event 
of a tie. 

Contestants entering the con- 
test must find for themselves 
whether all the pests enumerated 
in the circular, showing the 
rules, may legally be killed in 
their locality. This precaution 
necessary some of the 
birds, reptiles, etc., listed are 
protected by Federal, State and 
local laws at different times of | 
the year because of their ef- | 
fect in counteracting some pest 
which more harmful or in- 
jurious. 


1S as 





is 


A circular describing the con- 
test and the awards is available 
by writing the sponsoring com- 
pany. The points of credit al- 


lowed for the different types 


the same circular. 


MAY COLOR EXHIBITION 
IN WASHINGTON, D. C. 


In connection with the United 
States Pharmacopeeial Conven- 


| tion, in Washington, D. C., a 


HERRICK, BOSTON MGR.,| 
COLUMBIAN ROPE CO. 


Alfred C. Clarke, who has 
fice of the Columbian Rope Co. 
since 1910, relinquished active 
control of the Boston office on 
April 1. In his place Frank C. 
Herrick has been appointed as 
manager for New England. | 








FRANK C. HERRICK 








Mr. Clarke’s friends in New 
England will be pleased to know 
he will continue to be associ- | 
ated with the Columbian Rope | 
Co. and is to be active in the | 
New England territory, hut will | 
not be burdened with the re- 
sponsibilities of detail manage- | 
ment. 


ALFRED C. CLARKE 
| 
| 
| 


Mr. Herrick was formerly of 
the main sales office at Auburn, 
N. Y. With several years’ ex- 


| perience in the sale of Colum- | 


bian products and a close con- 
tact with the manufacturing, he 
is well equipped to render in- 
telligent service to the New En- 
gland customers on their rope 


| and twine problems. 


| merce. 


color exhibit will be presented 
on May 13 and 14. At the con- 
vention a report covering eight 
years of investigation will be 
submitted, concerning the use of 
color names, authorized in 
the last convention. In the last 
revision of the U. S. Pharmaco- 


as 


peia which is a legal stand- 
ard for drugs and medicines, 


and is revised at the beginning 
of each decennium by a com- 
mittee of physicians and phar- 
macists, it was noted that color 
names were used in a haphazard 
way. 

The report based upon 
eight vears of investigation and 
will include a history of work 
accomplished, together with cer- 
tain recommendations and a list 


is 


of 291 different color names 
used in the tenth revision. 
There will also be a listing 


and discussion of color names 
applied to 56 different gums and 
resins, revealing the frequent 
errors in the naming of the same 
colors by highly educated people 
including teachers and artists. 
In addition there will be a his- 
tory of color charts and systems 
and reference to the use of color 
names in science, art and com- 
A description will be 
included, giving information 
about optical and spectrophoto- 
metric apparatus used in ana- 


| lyzing colors. 


30th the exhibit and the re- 
port should be of interest and 
value to persons really inter- 
ested in the naming of colors. 


W. A, REID DIES AT 73 | 


HARDWARE MAN 40 YEARS 


William A. Reid, 73, founder 


and active head of the house of | 
| Reid 


& Co., N. 
hardware merchants, died on 
April 1 after an illness of two 
weeks- He is survived by his 
widow and son, Charles A. Reid, 
his partner, who will continue 
the business. 

Mr. Reid was one of the best 
known and_ highly 
hardware merchants in northern 
and central New York. He was 
one of the charter members of 
the New York State 
Hardware _ Association. 
close application to his business, 
which he founded more than 


Oswego, 


forty years ago, he built it into | 


a 
prise. 


large and successful enter- 
In addition to his busi- 
ness activities he took active 
part in public movements for 
the betterment of the commu- 
nity. 


4 


esteemed | 


Retail | 
3y | 


|L. W. DIAMOND RETURNS 
FROM WEST INDIES TRIP 


Leon W. Diamond, president, 
The Sheffield Bronze Powder & 
Stencil Co., Cleveland, Ohio, has 
just returned from a trip 
through the West Indies. While 
in that section, he carried on 
negotiations for the appoint- 
ment of agencies for Sheffield 
products in Haiti, Jamaica, Pan- 
ama, Cuba and Nassau. 

Announcement of foreign rep- 
resentatives for the organization 
were made recently. K. Archi- 
bald, 66 Manners St., Welling- 
ton, New Zealand, and A. Hen- 
ley Co., 205 Merchant St., Hon- 
olulu, were made representa- 
tives for Australia and New 
Zealand and for Hawaiian Is- 
lands, respectively. 

Bert Hart has been appointed 
as district manager of the or- 
ganization. 


MANSFIELD LOCK WASHER 
PLANT NOW IN DETROIT 


The Mansfield Lock Washer 
Co., Mansfield, Ohio, a division 
of The Reliance Mfg. Co., Mas- 
_sillon, Ohio, is now moving its 
entire mechanical production to 
Detroit from its plants in Mans- 
field, Ohio. A modern plant has 
been obtained at French Road 
and Grinnell Ave., Detroit, 
Mich., directly opposite the mu- 
nicipal airport. It is also in 
direct proximity to the large 
automobile manufacturing plants. 

Moving will be completed 
within thirty days and will give 
users of the products of the 
| company, who are largely auto- 
| motive products manufacturers, 
a plant near enough to insure 
quick deliveries. 





HOLLADAY NOW WITH 
BURGESS BATTERY CO. 


The Burgess Battery Co., 
Chicago, Ill., has appointed H. 
E. Holladay district supervisor 
of the eastern territory cover- 
ing New England, eastern New 
| York, eastern Pennsylvania, 
| southern West Virginia and 
| North Carolina. Mr. Holladay 
| joins the Burgess organization 
| with a wide circle of friends in 





| the trade, gained through many 
years of selling experience. 
Most recently he was with the 
| Rola Co., Oakland, Cal., manu- 
facturers of radio loud speak- 


|ers, and the MacBeth-Evans 
| Glass Co. Mr. Holladay’s 
| headquarters will be at 295 


Madison Ave., New York City. 
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W. P. OBERLIN REJOINS 
THE GENDRON WHEEL CO. 


W. Paul Oberlin, after a brief 
absence, has returned to The 
Gendron Wheel Co., Toledo, 
Ohio. He has been with the 
Gendron organization for many 
years and represented it in the 
Chicago territory for the last 
fifteen years. 

Mr. Oberlin’s headquarters 
are in space 939, American Fur- 
niture Mart, Chicago, Ill. He 
will be in charge of the Gen- 
dron display at The Palmer 
House during the Chicago Toy 
Fair, beginning April 28. 


BROOKLYN ASSOCIATION 
PLANS MAY MEETING 


The Brooklyn Hardware As- 
sociation held its regular month- 
ly meeting in the Johnston 
Building, 10 Nevins St., Brook- 
lyn, on Thursday, April 10. 
The meeting was exceptionally 
well attended and an enjoyable 
and profitable evening was spent 
by those present. 

Robert L. Hammond, who 
was recently elected president, 
presided for the first session of 
his term, and after the usual 
routine of business, the “Ques- 
tion Box” feature was con- 
ducted by H. A. Cornell. 

The association accepted the 
proposal of Secretary John B. 
Foley of the New York asso- 
ciation that the program for the 
May meeting of the Brooklyn 
association shall be planned and 
devoted to speakers provided by 
the State secretary’s office. Mr. 
Foley, Mr. Hoy and possibly 


one other speaker from the 
State or National Association 
expect to attend, and a very 


beneficial session is anticipated. 
Arrangements are being made 
for a larger meeting room for 
the May meeting, and a light 
lunch following the business 
session is being planned. 

H. A. Cornell reported on 
the tentative plans for the an- 
nual outing, which will probably 
occur the latter part of June, 
Wednesday the 18th or 25th, are 
the dates which were suggested. 
The proposed outing will include 
a trip on one of the Day Line 
steamers, up Long Island Sound, 
then back to Playland at Rye 


Beach, where dinner will be 
served, and the steamer will re- 
turn to New York at nine 
o'clock. 


BANGSITE IS APPROVED 
BY STATE FIRE MARSHAL 


The Conestoga Corp., Beth- 
lehem, Pa., has received from 
John W. Reth, State Fire Ma~- 
shal for Massachusetts, a very 








HIGH ATTENDANCE AVERAGE MAINTAINED BY OHIO HARDWARE GROUP 


The Mahoning Valley Hardware Group photographed at their monthly banquet held April 3. 


This group 


includes Youngstown, Ohio, and neighboring towns and boasts an average attendance at meetings since 
organization of 98 per cent. This meeting was addressed by Frank Stockdale, the chair being taken by 
Samuel Gardiner, in the absence of President Gluck, now visiting California 








satisfactory report on tests | FRANK S. 


made with its noise-making 
product, Bangsite, as used with 
its several noise-making toys. 
Exhaustive tests under the su- 
pervision of Mr. Reth were con- 
ducted to determine the safety 
element in the operation of the 
Conestoga products. Through- 
out these tests highly inflam- 
mable materials were placed 
close to the muzzles of the toys 
being tried and in no instance 
was there any sign of flame or 
even singeing. In concluding 
the favorable report Mr. Reth 
is quoted as follows: “I find 
upon investigation, supplement- 
ed by the tests herein described, 
that calcium carbide and acety- 
lene gas, which produces the 
explosion by means of the de- 
vices subjected to the tests, 
cannot be classed as fireworks; 
that the articles are a safe and 
sane method of producing noise 
for celebration purposes; and 
that no regulation regarding 
their sale or use in this Com- 
monwealth (Massachusetts ) 
required.” 

A full copy of State Fire 
Marshal Reth’s report may be 
obtained upon request from 
J. H. Wily, president of the 
Conestoga Corp., Bethlehem, 
ra; 


is 


NORTH JERSEY ASSN. 
MEETS IN HOBOKEN 


The regular monthly meeting 
of the North Jersey Hardware 
& Supply Association was held 
on the evening of April 2 at 
Meyer’s Hotel, Hoboken, N. J. 
President H. H. Ludwig, Ridge- 
field, N. J., presided over the 
meeting, which was attended by 
22 members. The question box 
feature of the meeting brought 
forth interesting opinions. 

Charles Crabb, Master Lock 


| Co., entertained the association 


for the better part of an hour. 





CARLTON DIES 
—CALUMET MERCHANT 
Frank S. Carlton, well-known 

hardware merchant, died at his 

home in Calumet, Mich., re- 
cently after an illness of sev- 
eral months. He was the 





FRANK S. CARLTON 


Hard- 


he 


founder of the Carlton 
ware Co., Calumet, which 
organized in 1892 as a retail and 
and wholesale distributing hard- 
ware house, and had a part in 
the founding of the Portage 
Lake Hardware Co. 

Mr. Carlton was active in the 
life of the community and was 
one of the organizers of the 
Calumet Chamber of Com- 
merce, a director in the State 
Savings Bank and treasurer of 
the Calumet Mutual Fire Insur- 
ance Co. He was born in Cree- 
more, Ont., in 1863 and went 
to Sault Ste. Marie in 1884, 
where he organized a hardware 
company. In 1892 he moved to 
Calumet and entered the hard- 
ware field with Frank Brock- 
ett. This partnership was later 
dissolved, and Mr. Carlton con- 


| affairs of the Michigan Retail 


Hardware Association and was 
its first president, when it was 
formed in 1895 in Detroit, with 
a membership of 20 dealers. 
His widow, four sons, four 


| daughters and a brother survive 
| him. 


FINN MERCHANTS VISIT 
U. S. MARKET CENTERS 

Dr. 
eral manager of the Association 
of Finnish Wholesalers and sec- 


Paavo Korpisaari, gen- 


| retary of the Finnish Hardware 


| are 


Dealers, Helsinki, Suomi, in 
company with Vilho  Karja- 
lainen, Johtaja, Viipuri, and W. 
J. Hiltunen, Helsinki, Suomi, 
now visiting the United 
States for the purpose of study- 
ing trade conditions. 

During their visit they intend 
to call upon prominent men in 


| the hardware industry for busi- 


| INGERSOLL 


ness and merchandising infor- 
mation which they are seeking. 
At the suggestion of the Fin- 
nish hardware firm of Osa- 
keyhtio Starckjohann & Co., 
Aktiebolag, Wiborg, Finland, 
who are subscribers to Harp- 
WARE AGE, its office was among 
the farst visited. 

STEEL CO. 
SUCCEEDS INDIANA MILL 


A recent announcement was 
made that the Ingersoll Steel & 
Disc Co., a division of Borg- 
Warner Corp., has succeeded 
the Galesburg Coulter-Dise Co., 


Galesburg, Ill., The Indiana 
| Rolling Mill Co., New Castle, 


tinued the business until he re- | 


tired in 1925. 
He had always been active in 


Steel & 


Ind., and the Chicago Rolling 
Mills, Inc., Chicago, Ill. The 
only change in these organiza- 
tions is in name and it will not 
affect 
of the company. 

The Indiana Rolling Mill Co. 
will known the New 
Castle division of the Ingersoll 
Disc. Co. 


the operation or policy 


be as 
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Week’s Price Average Was 
90.8 Per Cent, Says Fisher 


Prof. Irving Fisher of Yale University 
announced on April 6 that wholesale com- 
modity prices for the week ended April 5, 
and based on Dun’s quotations, averaged 
90.8 per cent. 

The March average was 90.8 per cent. 
The purchasing power of the dollar was 
110.1lc., on a 1926 basis of 100c. The 
March average was 110.2c. 

Crump’s index of English prices for 
the week on the revised 1926 level was 
82.4. The March average was 82.8. 

The Italian index on the revised 1926 
basis for the week ended March 22 was 


06.5. 


Building Construction 
Shows Upward Trend 


March contracts for building and en- 
gineering projects in the 37 States east 
of the Rocky Mountains reached a total 
of $459,119,000, according to F. W. Dodge 
Corporation. This was the largest 
monthly total since August of last year; 
it registered the full seasonal increase 
of 45 per cent over February of this 
year, and it was only 5 per cent under 
March, 1929. Contracts in December, 
1929, were 27 per cent under December, 
1928; each succeeding month of this 
year has lessened the spread between 
current contract volume and that of a 
year ago. This year’s first quarter con- 
tract total has amounted to $1,100,147,- 
200, being approximately 12 per cent 
behind the corresponding period of 1929. 

As in the case of the two preceding 
months, March awards for the construc- 
tion of public works and utilities, total- 
ing $105,349,800, led all other types at 23 
per cent of the total. Contracts let for 
residential buildings amounted to $101,- 
491,600, or 22 per cent of the aggregate; 
awards for commercial structures totaled 
$80,001,500, or 17 per cent; and lettings 
for industrial construction amounted to 
$74,332,600, or 16 per cent. 

Contemplated new work of all kinds 
reported in March amounted to $732,735,- 
900, compared with $780,209,400 reported 
in February, and $886,075,100 in March 
of last year. 
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Hardware Demand Shows 
Gradual Improvement 
New York, April 16.—The hard- 


ware demand, throughout the 
country, continues to show gradual 
improvement, according to reports 
received from leading market 
centers. Favorable weather, in most 
sections, together with some im- 
provement in basic business con- 
ditions, have been the trade stimu- 
lating factors. 

Seasonal merchandise, 
gardening equipment, paints, lawn 
goods and house cleaning supplies 
are especially active at present. The 
demand for staple goods has also 
shown a slight improvement. 

Few price changes of consequence 
were made during the past week. 
The price tendency, however, in- 
clines toward lower, rather than 
higher quotations, although recent 
reductions were mostly of a minor 
character. No major révisions ap- 
pear likely in the near future. 

The credit situation, while 
“spotty,” is considered generally 
satisfactory in most sections of the 


such as 


country. 


Bank Clearings Show Increase 
from Preceding Week’s Total 


Bank clearings in the United States 
for the week ending April 3, as reported 
to Bradstreet’s Journal, aggregated $13,- 
258,630,000, as against $11,774,825,000 last 
week and $13,739,750,000 in this week 
last year. There is here shown an in- 
crease of 12.5 per cent over last week, 
but a loss of 3.5 per cent from the like 
week of 1929. Canadian clearings aggre- 
gated $328,607,000 against $306,601,000 
last week and $329,582,000 in this week 
last year. 


Fewer Business Failures 
Were Recently Reported 


Business failures for the week ended 
April 3 number 439, as compared with 
499 last week, 369 in the like week of 
1929, 381 in 1928, 377 in 1927 and 395 in 
1926, according to Bradstreet’s. The 
Southern States showed the largest de- 
crease, from 104 for the week ending 
March 27 to 76 for the past week. The 
Middle Atlantic States, the section with 
the largest number of failures, also pre- 
sented a decline, from 158 to 127. 

Still further improvement in the in- 
solvency record for the United States 
is noted for this week, with a total of 
503 failures, R. G. Dun & Co. states. 

“That is 30 less than the number last 
week and 55 below the figures two weeks 
ago, but is 37 in excess of the 466 de- 
faults a year ago. Except for the South, 
fewer failures occurred this week than 
last week in each geographical section, 
there being a reduction of 24 in the East, 
5 in the West and 12 on the Pacific 
Coast. The increase in the South was 
11. Despite the smaller total of de- 
faults, those with liabilities of more than 
$5,000 in each case this week rose to 303, 
from 300 last week; such insolvencies 
a year ago numbered 270. 

“With a total of 43, Canadian failures 
this week compare with 48 last week, 
52 two weeks ago, and 35 reported in 
this week in 1929.” 


Revenue Freight Loadings 
Show Increase in Week 


Loading of revenue freight for the 
week ended on March 29 totaled 885,159 
cars, according to the car service divi- 
sion of the American Railway Associa- 
tion. 

This was an increase of 9617 cars over 
the preceding week, but a reduction of 
84,037 cars below the same week in 1929 
and a reduction of 63,584 cars under the 
same week in 1928. 
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Increase Your 


ERE are new display cases that will 


win women customers and increase 
Thousands of 
dealers are convinced that the way to sell 
pocket knives is with the Remington 236 
Showcase. Naturally they want to sell as 
much cutlery as possible by this easy 
method and have asked us for companion 


your sales and profits. 


cases of the same size to sell Remington 
Household Cutlery. 


Here’s the answer to their requests— 
Merchandising Cases for Household Cut- 
lery KC2030 (illustrated) and KC1930. 
They are alike except for the selection of 
knives—KC2030 has all Kleanblade 
(stainless) knives while KC1930 includes 


some carbon steel butcher knives. 


Knives are attractively displayed with 
prices and numbers. Cases are mahogany 
finish and take up very little space. In the 


back 


where 


drawers 





are 
stock of 






Fessedent p APDrOve 
Good Housekeeping 


Zo, ° Institute 
\ Contes J 
MOUSEKEEPING Mn 





knives is kept. In- 





25 Broadway, New York City 





C 1930 R. A. Co. 


Cutlery Profits 






Front and rear views of 


\ al merchandiser No. KC2030 


ventory taken at a glance by jobber’s sales- 
man or yourself. Knives are the most 
popular numbers—nationally advertised 
fast sellers endorsed by the Good House- 
keeping Institute whose seal is on every 


ease. Both bakelite and walnut handles. 


Ask your jobber’s salesman about this 


money-making merchandising plan. 


A arr 222, 


President 


REMINGTON ARMS COMPANY. Ine. 


Originators of Kleanbore Ammunition 


Telephone, Digby 0766 


Manufacturers of Arms, Ammunition, Cutlery, and Cash Registers 
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€ 4 IC A G , Upturn in Business Becomes Apparent 
$ Few Recent Price Revisions Were Made 


(Chicago office of HARDWARE AGE) 

CHICAGO, April 15.—The upturn is beginning to register in the | 
hardware movement, but not enough, as yet, to satisfy either the | 
wholesale or retail trade. A few seasonal items are lively; others 
that should ke moving remain sluggish. Not many market changes 
are to be reported; virtually none of significance. Jobbers’ and 
dealers’ stocks are light. To some observers this means that “shorts” | 
are sure to develop as soon as the normal spring demand precipi- | 
tates anything like a rush for goods. 
Orders for builders’ hardware are improving in the southwestern | 
territories, especially for structural work in the smaller cities; this | 
| 
| 


movement is welcomed as a good omen, since demand for the line 
had been abnormally slack for a number of months, even allowing 
for the normally dull ones. Second-quarter prices on nails and wire 
continue unchanged, but selling gradually shows better volume. | 
Roller skates have not yet recovered from the setback caused by 
the recent snowfall, before which they were very active. Business | 
is good in baseball supplies. Demand for fishing tackle also con- | 
tinues vigorous. The usual spring pick-up in electric appliances is | 
rather slow in developing; electric accessories, however, remain ac- | 
tive. Paints and oils are improving with the advance fo the season. | 


PRICES QUOTED HEREWITH ARE JOBBERS’ QUOTATIONS TO 
RETAILERS, F.O.B. CHICAGO. 


AUTOMOBILE ACCESSORIES. 


Spark Plugs. —Splitdorf for Fords, 
50c. each; regular, 58c. each; Cham- 


pair in case lots; less than case lots, 
$1.95 per doz. pair; steel butts, 4 x 4, 
old copper or dull brass finish, $2.44 
per doz. pair in case lots; less than 











pion X, 45c. each; Champion Blue- case lots, $2.68 per doz. pair. Heavy 
Box line, 53¢. aneh: A. C., 53c. each; | steel, bevel, inside sets, $5.00 per doz. 
lots of 100, 50c. A. C. Special Ford, sets in case lots. Steel, bit-keyed 
36c. each. ¢ front door sets, $1.25 per set; wrought 
Spot Lights.—Appleton, No. 3280, | brass, bit-keyed front door sets, $2.25 
$6.50 each. ‘ ; | per set. Cylinder front door sets, 
Chains.—Nonskid, dozen pair lots, | $5.00 per set. 
af = — discount. | 
acks.—National Standard, No. 21, . ’ 
$1.30 each, CHAIN. 
ae ig Rose, 1% in. cylinder, !-in. proof coil chain, $11.00 ewt., 
$1.85 each. ase: trade-marked coil chains -10 
Tires and Tubes.—Mansfield tires, <oeggt-~ gee" ~ ragga 
29 x 4.40, 4-ply, $6.50; 29 x 4.40, 6-ply, pat 
$9.06; 29 x 4.40, D. S., $10.17; 29 x 4.40 = 
tube, $1.31; 30 x 4.50, 4-ply tire, $7.25; COPPER RIVETS AND BURRS. 
30 x 4.50, 6-ply, $9.69; 30 x 4.50, D. S., . » Mwate « TS > 
$1099: 30 x 450 tube, $1.39: 30 x 315 Pee oS cig and burrs, 30-10 per 
ay size tire, $5.71; 30 x 3% tube, ies ' 
1.13. Mansfield-Olympia tires, 29 x 
4.40, $4.96; 30 x 4.50, $5.51; 30 x 3% ELECTRICAL AND RADIO GOODS. 
extra size, $4.41. Electrical Merchandise. —No. 14 
rubber covered wire, $6.35 per 1000 
BASEBALL GOODS. ft.; in less than ieee ft. lots. $6.60 
. , , No. 18 lamp cords, $11.25 per 1000 ft.; 
(plugger bats, $18 per doz.; No. 8 in 1000 ft lots, $10.50; ae My brush 
Champion bats, $4 per doz.; No. 11B brass key sockets, 13c. each; lots of 
bats, $7.20 per doz.; No. 4 Junior bats, 25. 12l%c. each; two-way (Hemco) 
$2 per doz. Goldsmith official league plugs, 300. aaeth: in inte wot 10. 20c 
balls, $16.50 per doz.; cork-center each; two-piece attachnient plugs. 
National league No. 1A balls, $12.75 5e each: dry cells, boxes of 55, 32% 
per doz.; National practice No. 65 pega e: less than case lots, 36e. ke 
balls, $6 per doz.; National league “Electrical Appliances. — Irons, Hot 
balls, guaranteed for nine innings, Point, $4.20: in lots at six ~'33 90: 
$535 per doz. Goldsmith  flelders Sunbeam "$5: in lots of six. $4.75: 
gloves, oiled tanned horse hide, $2.75 Parcolator, Doiversal 9160, $1650. 
each; basemen’s mitts, professional Radio Supolies.—Radio B batteries, 
models, $21.85 per doz. D779 E, $1.40 each; in case lots of 5. 
ea $1.30; No. 770. $3 each; packages of | 
BOLTS AND NUTS. 5, $2.80; No. 772, $2.06 each; packages 
, of 5, $1.92; No. 486. $3.20 each; pack- 
Large carriage bolts, cut thread, ages of 5. $2.97; No. 485, Layerbilt | 
60 per cent discount; small carriage battery, less than standard packages, 
bolts, cut thread, 60 per cent dis- $2.22 each: in original standard pack- 
count: small carriage bolts, rolled ages, $2.06 each. | 
thread, 60-10 per cent discount; Radio Tubes.—UX-201A, 75c.; UX- 
large machine bolts, to thread, 60 199, $1.20: WX-227, $1.50; UG-171A, 
per cent discount; small machine $1.35: UX-250. $6.60 each; UX-245, 
bolts, cut thread, 60 per cent dis- $2.10 each; UX-224, $2.40 each; No. | 
count; small machine bolts, rolled 410, $4.80 each: 422) $2.40: 424, $1.80; | 
thread, 60-10 per cent discount: all 427, $1.20: 445, $1.50; 450, $6; 480, | 
stove bolts, 75-10 per cent discount; $1.50: 481, $3.90 ; 
lag screws, 60 per cent discount. All suet tad : Katt | 
discounts are from ‘full case”’ lists. FISHING TACKLE 
T ’ / "4 Bronson Lion level winding reels, 
BUILDERS’ HARDWARE. $1.35 each; Union level winding reels, 
Steel butts, 344 x 3%, old copper No. 7225, $1.25 each: Meisselbach 
or dull brass finish, $1.84 per doz. reels, assorted colors, $3 each; South 
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3end level winding, anti-backlash 
reels, No. 50, $3.65 each; No. C2800 
quadruple multiplying reels, $8 per 
doz. Two-piece Japanese bamboo 
poles, $1.65 per doz.; three- -piece, 8 to 
9 ft., $4.35 per doz.; three-piece, 10 to 
12 ft., $5.15 per doz. : Heddon’s No. 
9 “Muskie” rods, $11 ‘each; Heddon’s 
No. 6D rods, $10 each; Heddon’s No. 
2% rods, $4.80 each; Montague split- 
switch casting rods, $3.60 each. 
Gladding’s “Invincible’’ silk line, 18- 
Ib. test, $2.35 per 100 yds.; 24-lb. test, 
$2.75 per 100 yds.; Newton's ‘Ace 
Supreme” waterproof casting line, 
12-lb. test, $1.35 per 100 yds.; 15-Ib. 
test, $1.40; 18-lb., $1.75; “Old Re- 
liable’’ braided cotton line, 84-ft., 
70c. per doz.; size 4, 75c. per doz.; 
size 3, 90c. per doz. ‘Lucky Day” 
tackle boxes, 16-in., $3.15 each; 21-in., 
$3.65 each. 


FLINT PAPER. 


Nine x 11 sheets, in bundles, No. 0 
$4.30 per ream; same, No. 1, $5.15 per 
ream; 8% x 10% sheets, in bundles, 
No. 0, $3.40 per ream; No. 1, $4.05 
per ream; 9 x 11 sheets, in boxes, 
No. 0, 100 sheets per box, 89c.; No. 
1, 75 sheets per box, 80c.; 8% x 10% 
sheets, No. 0, 100 sheets per box, 70c.; 
No. 1, 75 sheets per box, 63c. 


ARDEN HOSE. 


Molded garden hose, single braid, 
5-in., 7T4%c. per ft.; %-in., 8%c. per 
ft.; double braid, %-in., 8c. per ft.; 
%-in., 9c. per ft.; red hose, %-in., 
9c. per ft.; %-in., 10c. per ft. 


GLASS AND PUTTY. 


Single strength A, all brackets, 85 
per cent discount; single strength B, 
all brackets, 87 per cent discount: 
double strength A, all brackets, 85 
per cent discount; double strength B, 
all brackets, 87 per cent discount. 
Putty, pure grade, $3.90 per cwt.; 
commercial, $3.15 per cwt. 


HANDLES, AGRICULTURAL. 


Hay and manure fork handles, 
strapped and capped, X grade, 4-ft., 
5 per doz.; 4%4-ft., $5.50 per doz.; 
XX grade, 4-ft., $6.50 per doz.; 4%- 
t., $7 per doz.; garden hoe handles, 
414-ft., X grade, $2.75 per doz.; gar- 
den rake handles, 5%-ft., X grade, 
$3.60 per doz.; regular. pattern shovel 
handles, 4% ft., X grade, $4.25 per 
doz.; regular D shovel and scoop han- 
dles, X grade, $4.90 per doz., with 
IDL top, $4.50 per doz. 


LAWN MOWERS. 


High-wheel, 5-blade, 16-in.,  ball- 
bearing lawn mowers, $10.75 each: 
high-wheel, 4-blade, 16-in.,  ball- 
bearing lawn mowers, first qualitv, 
$9 each; second quality, $6.50; 
second quality, 9-in., 4-blade, ball- 
bearing lawn mowers, $6; second 
quality, 8-in., $5.75. 


NAILS AND WIRE. 


L.c.l. quantities, common wire and 
cement coated nails, $2.85 base, car- 
loads on application; steel cut nails, 
$4 base. No. 9 black annealed wire, 
$3.45 per ewt.; No. 9 galvanized, plain 
wire, $3.90 per cwt.; catchweight 
spools, galvanized cattle or hog wire, 
3.75 per cwt.; polished fence staples, 
$3.55 per cwt. 


| PAINTS AND OILS. 


Linseed Oi}, Raw.— Barrel lots, 
$1.15 per gal.; 5 barrel lots, $1.12 
per gal. 

Linseed Oil, Boiled.—Barrel lots. 
$1.18 per gal.; 5 barrel lots, $1.15 
per gal. 

Denatured Alcohol. — Barrel lots, 
63c. per gal.; steel drums, extra, $10; 
returnable. 
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HARDWARE 
OF QUALITY 
SINCE 1856 





For over 70 years the hardware merchants of 
America have sold NORWALK hardware prod- 
ucts. They have been installed in countless homes, 
industrial plants, buildings of every type; on 
board ships, trains and planes. NORWALK 
quality has always been uniformly the highest; 
NORWALK utility the most practical. The hard- 
ware merchant with a NORWALK stock is com- 
pletely prepared to meet every modern hard- 
ware demand . . . quickly and with real profit. 


To further facilitate your sales, NORWALK 
items are numerically marked and conveniently 
packaged for easy identification and fast stock 
handling. A service that saves you time and 
annoyance. Your jobber can supply you with 
NORWALK quality hardware. If not, write 
to us. 


NORWALK LOCK COMPANY 
12 Warren Street New York, N. Y. 
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ig Soutien lots, 66c. per 
gal., ne 

White “Lead.—100 Ib. kegs, $14.25 
per cwt.; 50 Ib. kegs, $14.50 per 
cwt.; 25 Tb. kegs, $14.50 per cwt.; 
12% lb. kegs, $14.75 per cwt. 

Shellac (4 Ib. cuts).—White, $2.48 


orange, $2.08 
second grade 
grade orange, 


in barrel lots; 
in barrel lots; 
$2.17; second 


$1.82. 

English Venetian Red.—In barrels, 
5%4c. per Ib.; in 100-lb. lots, 6%c. per 
1 


per gal. 
per gal. 
white, 


lots, 7\%c. 


Dry Paste.—Barrel 
POULTRY NETTING. 


Poultry netting, galvanized before, 
63%, per cent off list; galvz anized 
after, 60 per cent off. 


per 


LEVELAND: 


CLEVELAND, April 14.—While 


some lines, hardware trade generally still lacks the snap that it 
should have at this time of the year. 

tent is of a hand to mouth character. 
as spring lines have not yet commenced to move 


slow with retailers 


to any great extent from dealers’ 
business in steel goods, lawn mowers, grass hooks and shears, poul- 
try netting and wire cloth, grass seed and fertilizer. 
and conductor pipe are starting to move but roofing material is 
Building construction materials used in the installa- 


rather quiet. 
tion of electrical equipment are 


of new building work. Demand for automobile tires has picked up 
quite a little and in sporting goods lines a moderate activity has de- 
Radio tubes are still active. 

Price concessions on bolts and nuts are still in evidence and there 
is some price irregularity on other lines, but probably no more than 
Jobbers have reduced black and galvanized pipe $4 a ton to 


veloped in fishing tackle. 


usual. 


conform with the recent reduction in mill prices. 
change of importance is a reduction of 1 cent per pound on manila 


rope. Collections are slow. 


PRICES QUOTED HEREWITH ARE JOBBERS’ QUOTATIONS TO 
RETAILERS, F.O.B. CLEVELAND. 


AUTOMOBILE TIRES AND SUP- 


PLIES. 

Tires and Tubes.—Mansfield tires, 
4-ply balloon, 29 x 4.40, $7.40; tubes, 
$1.50; 30 x 4.50, $8.25: tubes, $1.60; 
29 x 5.00, $9.90; tubes, $1.75; 30 x 5.00, 
$10.20; tubes, $1.80; 30 x 5.25, $11.90; 
tubes, $2.00; 31 x 5.25, $12.25; tubes, 

; heavy duty, 6-ply, 29 x 4.40, 
§ 30 x 4.50, $11.05; 30 x 5.25, 
$14.30; 31 x 5.25, $14.70; 33 x 6.00, 
$17.55; double service, 6-ply, 29 x 
4.40, $1 12.90; 29 x 4.50, $13.25; 30 x 
4.50, $13.95: 29 x 5.00, $16.85; 30 x 
5.00, $17.30; 30 x 5.25, $19.70; 31 x 
¥ $20.35; Liberty, 4- ply. 29 x - -. 
5 ; 
30 x 






5; 30 x 4.50, $6.30; 5.00, 
5.00, $8.20; Bix B25, $9.85; 32 x 


6.00, $11.85; high pressure cords, 30 
x 3. $4.40, P x 3%, $4.75; 31 x 4, 
$8.45; 32 x 4, $9.05 
BATTERIES. 
B and C Radio Batteries: 
“RB” o 
SE Serer $1.14 $1.22 
RKved Grackw ness 1.30 1.40 
ee. EG as hwavcsanese 1.92 2.06 
SS eee 2.33 2.53 
ie SS eee 2.80 3.00 
eer ere | 3.20 
Dry Cell A_ batteries, No. 7111, 
3514c. in standard packages; 40c. in 


broken lots; Columbia igniter dry cell 


batteries, 3244c. in standard pack- 
ages; 36c. in broken lots. 
BINDER TWINE 
First grade, $6.11%, per bale; sec- 


ond grade, $5.73% per bale. 


Union line: No. 5, in 12-pair lots, 


| ROLLER SKATES. 


| $1.35 each; No. 6. $1.45. Chicago line, 
| No. 101, in pair lots, $1.30 each; 
| No. 103, $1.40. 

| 

| 

| ROPE. 


Best pure manila rope, 20c. per Ib., 
base; No. 2 manila, 18c. per lb., base; 
| best pure sisal rope, 15c. per lb., base. 





| 
| STEEL SHEETS, FLAT OR CORRU- 
GATED. 


Galvanized 


sheets, 24-gage, $4.60 


(Cleveland office of HARDWARE AGE) 
there is a slight improvement in 


Buying to a considerable ex- 
Business continues rather 


shelves. Jobbers are doing a fair 


Eaves trough 


becoming more active as a result 


The only other 





BOLTS AND NUTS. ; 


Machine and carriage bolts, cut | 
thread, hot pressed and cold punched | 
nuts and lag screws, less than case | 
lots, 60 per cent off list; bolts with | 
rolled thread, % in. x in., and 
smaller, 60 and 10 per cent off list; | 
additional discount of 10 per cent is 
allowed for full case lots of one size; 
stove bolts, 75 and 10 per cent off 
list; semi-finished nuts in bulk, 60 
per cent off list; 54 per cent for 
packages. 


BUILDERS’ HARDWARE. 

In case lots, lock sets, $5 per doz.; 
heavy strap hinges, 6 in., $1.55 per 
doz.; 8 in., $2.40 per doz.; extra heavy 
T hinges, 6 in., $1.80 per doz.; 8 in., 
$2.70 per doz.; 10 in., $4.25 per doz. 
Butts, case lots, 3 in. and 3% in., 
16e. per pair; 4 in., 21ce. per pair; 
for less than case lots, all sizes are 
2c. per pair higher. Butts with sand 
blaster finish are 4c. per pair higher. 
Ornamental hinges, standard finish, 
$1 per doz.; nickel finish, $1.20 per 
doz.; sand blast finish, $1.15 per doz. 


| CHAINS. 

Coil chain, 3/16 in., $11.85 per 100 } 
Ib.; ™%4 in., $10.75 per 100 Ib.; 5/16 in., | 
$9.25 per 100 lb.; % in., $7.85 per 100 
lb. Cow ties, No. 14, $2.75 per doz.; 
No. 15, $2.50 per doz. Tie out chain, 
60 per cent off list. 


ELECTRIC FANS. 








Robbins & Myers 10-in. AC oscil- 
| lating type, $17 each; 12-in., $27 
each; stationary, 8-in., $5 each. 
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per cwt.; 24-gage black sheets, $4.05 


per cwt. 


WIRE CLOTH. 


Black, 12-mesh, $1.60; 
14-mesh, $2.00; galvanized, 


galvanized, 
16-mesh, 


WRENCHES. 


Agricultural wrenches, 60-10-5 per 
cent off list; engineers’ wrenches, 
50-10-5 per cent off; knife-handled 
wrenches, 40-10-5 per cent off; genu- 
ine Stillson wrenches, 70-16 per cent 
off; genuine Trimo wrenches, 70-5 per 
cent off; Stillson pattern wrenches, 
75-5 per cent off. 


Business Is Rather Dull for Season 


Some Prices Have Lower Tendency 


FERTILIZER. 

Old Gardener, 5 Ilb., 32c.; 10 Ib., 
55c.; 25 1 $1.12; 50 Ib., $2; 100 Ib., 
$3.50 

GARDEN HOSE. 

Black, double braid, molded % in. 
in bales, 7%4c. per .; same % in., 
8%4c. per Ib. Red, double braid, 


molded in bales, % in., 7%c. per Ib.; 
% in., 8%c. per Ib.; 56-ft. sections, 
coupled, ™4c. per lb. higher for both 


grades and sizes. 


GRASS AND PRUNING SHEARS. 


Goodwin grass shears, No. 10, $13.80 
per doz.; No. 20, $10 per doz.; Clear- 
cut, No. 800, $6 per doz.; No. 1000, $10 
per doz.; Wise, No. 600, $12 per doz. 
Doo-Klip grass shears, $10.80 per 
doz.; Doo-Klip long handled grass 
shears, $18 per doz. 

Pruning Shears.—Clearcut, No. 1104, 
$11.50 per doz. ; Pexto, No. 60, $8 ~ 
doz.; No. 5, $3. 50 per doz.; No. 505, 
$7.25 per doz.; Doo-Klip pruners, 
$10.80 per doz. 


LAWN GOODS. 


L. R. Nelson Mfg. Co., Perfect 
Clinching hose couplings, $1.90 per 
doz.; female ends, $1.30 per doz.; Per- 
fect Clinching hose menders, 80c. per 
doz.; Rainbow nozzles, $3.80 per doz.; 


Sprinklers, Rotary, $11.60 per doz.; 
os $5.75 per doz.; Crest, $5.65 per 
oz. 


| NAILS AND WIRE. 


Nails.—Factory shipment, car lots, 
$2.35 per keg; less than car lots, $2.45 
per keg for factory shipment and 
$2.65 per keg for stock shipment; 
other products for stock shipment; 
No. 9 galvanized wire, $3.20 per 100 
lb.; No. 9 annealed wire, $2.75 per 
100 lb.; polished fence staples, $3.05 
per lb.; galvanized fence _ staples, 
$3.30 per 100 Ib.; coated nails, $2.65 
per keg. 

Barbed Wire.—Lyman, 4 point cattle 
wire, $2.88 per 80-rod spool; hog wire, 
$3.12 per 80-rod spool. 


NIGHT LATCHES. 


Yale, No. 36, $8 per doz.; No. 40, 
$12 per doz.; No. 42, $13.33 per doz.; 
No. 042, $12 per doz. 


PAINTS AND VARNISHES. 


Mixed paints, first quality, $2.90 to 
$3 per gal. for colors, and $3.05 to 
$3.10 for white. 

Turpentine in drums, 67%c. per 
gal.; in 5-gal. lots, 87%4c. per gal. 

Linseed oil in drums, $1.164c. per 
gal.; in 5-gal. lots, $1.34%4c. per gal. 

White lead in 100 lb. kegs, 14%4c. 
per lb.; in 50 and 25 lb. kegs, 1414c 
per lb.; in 12% lb. kegs, 14%c. per 1b, 

Quantity discount, 500 Ib. to 1 ton, 
10 per cent. One ton or more, 10 per 
cent and 4 per cent. 

Enameling lacquers, $1.20 to $1.65 
per qt. 
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That numeral “G1” is truly a “buy” 





word —as many P&L dealers know. 





That’s how “61°? Quick Drying En- 





amel got such a flying start. 





Through national advertising mil- 





lions of home-owners are being told 





about the sixteen popular, lustrous 








eolors whieh dry in 4 hours. 





Write for details P&L Proposition. Pratt & 





Lambert-Ine., 114 Tonawanda St.. Buffalo. N.Y. 





In Can ada: 20Courtwright St.. Bridgeburg,. Ont. 


PRATT & LAMBERT 


VARNISH PRODUCTS 
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POULTRY NETTING 
CLOTH. 


Poultry netting after weaving, 60 
per cent off list; galvanized before 
weaving, 60 and 10 per cent off list. 
Wire cloth per 100 sq. ft., 12-mesh, 
black, $1.60; 14-mesh, $1.90; galvan- 
ized, 12-mesh, $1.80; 14-mesh, $2.50; 
bronze, 14-mesh, $5.50; 16-mesh, $5.90. 


RADIO EQUIPMENT. 


Tubes, CX No. 112A, $2.50; CX No. 


326, $2; CX No. 327, $3; CX No. 380, 
$3.50; CX No. 371A, $2.50. Dealers’ 


AND WIRE 


discount from these prices, 35 per 
cent. 


ROLLER SKATES. 


Union line, less than case lots, No 
4SC and 5SC, $1.42 per pr.; 6SC, $ 
— pr. Chicago line, No. 181, $ 

pr.; No. 183, 75 per pr.;: N 
185, $2.75 per pr.; No 101, $1.32 per 
pr.; Nos. 103 and 105, $1.57 per pr. 


ROPE. 
Best grade manila rope at 21%c. 


| per lb. for factory shipment, and 22c. 
per lb. for stock shipment; sisal rope, 


1.55 
2.65 
o. 








16c. per lb. for factory shipment and 
16%c. for shi»ment from stock. 
SHEETS. 


24-gage galvanized sheets, $4.60 


per 100 Ib. 
STOVE PIPE AND ELBOWS. 


6 in., 28 gage stove pipe, per crate 
of 25 joints. $3.19 for factory ship- 
ment and $4.15 for stock shipment; 
same, 26-gage, $3.81 for factory ship- 
ment and $4.15 for stock shipment; 
6 in. corrugated elbows, 28-gage, $1.31 
per crate for factory shipment and 
$1.40 for stock shipment. 





KANSAS 


KANSAS City, April 14.—In the past two weeks the hardware out- 
look has brightened somewhat, while actual sales have materially 
increased and collections have gained. The inclement weather that 
had retarded business for an undue period has passed and the whole 


€ ITY: Trade Conditions Show Improvement 
$ Favorable Weather Aids Business 


(Kansas City office of HARDWARE AGE) 


trade territory is looking forward to a good season. 


Reports show that volume in fishing tackle is up to that of last 
Wheel goods show a substantial pickup, with 


year at this time. 


bicycles, wagons and roller skates leading. 


Baseball equipment is not selling as lively as it has in past sea- 
Jobbers’ sales indicate that the trend is toward golf and 

These lines are doing well. 
it is apparent that it is improved; 
the depression caused by bad weather has been lifted, seasonable 
hardware has begun to move faster, general volume has taken a step 
upward, and the dealer pursestrings have tended to loosen a little. 


PRICES QUOTED HEREWITH ARE JOBBERS’ QUOTATIONS TO 
F.O.B. KANSAS CITY. 


sons. 
tennis. 
Summarizing the situation, 


RETAILERS, 
AMMUNITION. 


Well known good quality car- 
tridges, .22 short, $2.98 per thou- 
sand; .22 long, $4.08 per thousand: 
.32 long rifle, $4.75 per thousand; .32 


short, $8.05 per thousand; .32 long, 
$9.26 per thousand. 
Shot shells, good quality, 12 ga., 


6c., $31.67 
$30.50 per thousand; 
per thousand. 


AXES. 


First quality, 3% to 4% Ib., with- 
out handle, single bit, $14.90 per doz.; 


per thousand; 16 ga., 6c., 
20 ga., 6c., $29.67 


double bit, 3 to 4 Ib., $19.35 per doz. 
Other first quality axes, handled, 
3% lb. single bit, $19.25 per doz.; 4 


Ib., $19.85 per doz.; ; 4% Tb. single bit, 
$20.45; double bit, $24.25 per doz. 


BUILDERS’ HARDWARE. 


Case lots of 24% x 2% steel 
old copper and dull brass 
$16.75 a hundred pair; 3% x 34, $17 
a hundred pair; 4 x 4, $23 a hundred 
pair; heavy steel bevel inside sets, 
case lots, $5.00 per doz.; steel bit- 
keyed front door sets, $17.00 ner doz. 
sets; wrought bronze metal, $2.90 per 
set; cylinder front door sets, wrought 
bronze metal, $6.00 per set. 


butts, 
finish, 


CARRIAGE AND MACHINE BOLTS. 


Small carriage, rolled thread, 50- 
10-10-5 off list; small carriage cut 
thread, 50-10-5 off list; large carriage 
cut thread, 50-10-5 off list; small 
machine rolled thread, 50-10-10-5 off 
list; small machine cut, 50-10-5 off 
list as of April 1, 1927. 

FISHING TACKLE. 

Rods, split bamboo fly rod, No. 
9714, $5.60 each; No. 3097, $3.95 each; 
No. BBC46GG steel bait casting rod, 


$1.49 each. Best quality No. 275 cork 
grip, agate guides, in from 4 to 5% 
ft. lengths, $7.35 each. 


No. 1000 good quality, level wind- 
ing, anti-backlash reel, $5.65 each; 
No. 1893 level winding, $3.35; No. 12 


level winding, anti-backlash, $13.35; 
No. 100 level winding, $3.35; No. 223, 
$1.85. Enameled silk line, 100 yards, 

| 23-lb. test, $2.65; 16- +4 test bait cast- 
ing line, 100 yd., $2.1 


| GARDEN HOSE. 


| Best quality 
per 100 ft.; % in., 
Good quality, \, in., 


moulded, %& in., $9.00 
$10.50 per 100 tt. 
$6.50 per 100 ft.; 


5 in., $7.25 per 100 ft.; % in., $8.50 
per 100 ft. 
GARDEN PLOWS. 
No. 9, $12.60 each; No. 17, $2.75 
each; No. RC12 combination plow, 


$12.75 each; 
in., $5.80 each; 


Easy garden raiser, 8% 
10% in., $6.10 each; 





No. RC5 plow, single lots, $2.75 each; 
| lots of 6, $2.65 each. 
HOES. 
No. CROA, best quality, $11.64 
doz.; No. XG067X, good quality, $9.60 
| doz.; No. LY5, good quality, $7.20 
| doz. 
LAWN GOODS. 

L. R. Nelson Mfg. Co. products, 
| lawn” sprinklers: Whirling Fairy, 
| $13.50 per doz.; Garden Fairy, $16.00 

per doz.; Crown, $6.80 per doz.; 


Crescent, $6.30 per doz.; Cricket, $8.00 
per doz.; Flaring Rose, $4.80 per doz. 
| Nozzles, Rain Boy, $4.00 per doz.; 
| Peoria, $4.00 per doz.; Perfect Clinch 
} couplings, $2.00 per doz.; Perfect 
Clinch hose mender, 84c. per doz.; 
| Corrugated hose coupling, $1.30 per 


mild steel 
$4.21 


| doz.; “Snap” coupling, $1.95 per doz.; 
| brass mender tube, 37c. per doz.; 
| hose clamps, brass, 33c. per doz. 

| ‘“Doo-Klip” Grass Shears, $10.80 
| per doz.; ‘“Doo-Klip’’ Long Handled 
| Grass Shears, $18.00 per doz.; ‘‘Doo- 
Klip” pruners, $10.80 per doz. 

| MILD STEEL BARS. 

! 

| Bars, shapes and small angles, 
| $3.56 per cwt. base; structural sizes 


and shapes, $3.66 per cwt.; 


bands, 3-16 and lighter, per 








ewt.; steel hoops, $4.66 per cwt.; re- 
inforcing bars, $3.40 per cwt.; cold 
rolled round shafting, $4.16 per cwt.; 
cold rolled square bars, $4.66 per cwt. 


MOPS. 


Betty Bright 
10, $8.00 per doz.: 
cloth, No. 20, 


NAILS. 
Common wire nails 
base (see new extras). 
OILS. 


Raw linseed oil in steel drum lots, 
$1.20 to $1.25 per gal.; boiled lin- 
seed oil in steel-drum lots, $1.23 and 
$1.28 per gal.. Turpentine, pure gum 
spirits, in steel drum lots, 72c. 


RAKES. 
Garden rakes, 
$11.52 per doz.; 
$6.30 per doz. 


SASH WEIGHTS. 


In one-ton lots or 


self-wring mop, No. 
Betty Bright mop 
$4.00 per doz. 


3.15 per keg 


No. 
No. 


B14, best quality, 
114, good quality, 


more, $1.70 per 


ewt.; in less than ton lots, $1.80 per 
ewt. 
SCREWS. 
Flat heod bright screws, 45-20 per 
cent off list; round head, blued 
screws, 40-15 per cent off list; flat 


head brass screws 37%-15 per cent 
off list; round head brass screws, 
32%4,-15 per cent off list. 


SHEETS. 

Galvanized sheets, 
$4.75 base: 24 ga. 
rolled, $495; 10. ga. 
base, $3.60. 


SKATES. 


Union Hardware, roller skates, No. 
6D, $1.75; No. 5M. $1.65; No. 130L, 
$2.11: No. 130M, $1, 98. 

Chicago roller skates, No. 181. $2 65; 
No. 183. $2.75: No. 185, $2.75: No. 101, 
$1.35; No. 103 and 105, $1.40. 


STORAGE BATTERIES. 


Following prices are subject to 7 
per cent discount. 

Automobile, 6 volts, 11 plate, heavy 
standard terminal, $8 85 each; 6 volt, 
13 plate. $10.45 each: 12 volts, 7 plate, 
$12.55: 6 volt, 11 plate, thin. stand- 
ard termiral, $7.25; 6 volt. 13 plate, 
thin, for Ford and Chevrolet, $5.81. 


TIRES. 
Mansfield automobile, 
standard warranty, 39 x 
heavy dutv cord. s.s. cl., 


24 ga., per cwt., 
one-pass, cold- 
blue annealed, 


covered by 
3. oversize. 
12: 31 =x 
4, $10.59; 
x 4%, $14.18; 33 x 
29 x 4.40, reeular, 
; 30 x 5.25, $11. 
12.25: 31 *x 6.00, $16.55; 33 
Trucks 32 x 4%, 8 ply, 
$16.34; 30 x 5, $20.12: 
% 2: 36 x 6, 10 ply, $36.70; 
$47. 37; 40 x &, 12 ply, $72.14. 
(All foreroing prices subject to 10 
per cent trade discount.) 


4, $9.45: 32 x 4, $10.06: 33 x 
x 4h, 


tb 


$13.61 : 33 
3alloon, 


=a: 





WwWMRA WRI 
to 


| WALL PAPER CLEANER. 


Reading matter continued on page 62 


Absorene, in case lots of 10-Ib. 
pails, $5.40 per case’ 1-Ib. cans, $9.00 
per gross. 
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KELLY HATCHETS MADE TO SPECIFICATIONS 
“Derfect” “Flint Edge" “Vulcan” “Standard Brands 














Hardened head, 
does not break 
nor’mushroom’ 
from driving 





Wide box-eye 






Binds the 
handle 
firmly wae lock-wedge 
The best wedging 














device 
| “Extra-thin blade 
Beveled * More weight in head 
wil get eps gives perfect 
et under bala 
the nail head 
















Blade thicker at center, bursts the chi Pp. 
prevents the thin blade from binding 


Special analysis Chrome steel, 
extra strength, takes TOUGH TEMPER. 


holds keen edge, does not require 
frequent sharpening 


Second growth clear white hickory handle 
full oval grip, fits the hand comfortably 


KELLY AXE & TOOL CO., 


CHARLESTON, W.VA., U.S.A. 
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PITTS BU RG , ltade Is Dull Considering Season 
$ Prices Continue to Show Weakness 











ber tire, $2.50 per pr. 


(Pittsburgh office of HARDWARE AGE) 3344 per cent off retailers’ selling fig- 
PITTSBURGH, April 15.—Business this month shows some improve- " [aein: Celie. one eins at 90 1. 
ment over the March rate in seasonal items, but the general average $6.02; ir tee. oe “heen 
indicates no significant change for the better. Unfavorable weather 
ne - = HOUSE CLEANING SUPPLIES. 
conditions have had a depressing effect on sales of house cleaning Saat ilies Miklinn Oh ie 
supplies, fertilizer and farm, garden and lawn goods, but shipments pig. $2 doz; 1 Jb. ,pke.. $3 per doz. 
" ° > ° — a per cent o 
out of jobbers’ stocks continue good and retail demand is expected to list; cotton, best grade, No. 12, $4.50 
grow more active before the end of the month. 36. $13.00. ae grade,’ No: 12, 
. . . . ° * 97r. y a 7 . * 
Prices are still inclined toward weakness, and 1930 quotations on 38. $8, 40: NG. 10 Betty “Bright self 
; y ; 7 ; 7 wringing mop, per OZ.; o. 
several items have declined from previous levels. Manila rope is Seaey eedae sae eth th bor “hos. 
quoted this year at 22c. per lb. for 34 in. and larger, as compared Bh oye’ hg rw ss; 2 tm 
with 24c. last year. New prices have come out on root beer bottles, $7.50; 15 x 20 in., $9.20. 

. A Waxes. —Johnson paste wax, 1-lb. 
and roofing paper, but other changes are of no particular importance. cans, be, j y2rib. cans, ($1.70; 4-1b. 
Jobbers are now generally selling bolts at 60 and 10 per cent off list, i-Ib,' cans, 880.3, 4 *b alg mg1.70: 
as compared to the recent flat discount of 60 per cent. This weak- Dints, Weer; quarts. $140; Old english 
ness has not yet developed in small quantity business. a a 

Steel operations in this district show no marked change, although Sponges. — According to size and 
ci i quality, $2 to $9 per doz. Assortment 
the trend seems about to start upward. However, specifications of 22 sponges with wire rack, $6 per 
have not improved materially, except possibly on sheets, strips and call Cleaners. — Smoky City and 
° . . . ° : Sleve > 2 4 i a 
bars, which reflect slight acceleration in the production of low priced $1 per "doz. cans; Perfection paint 
automobiles. Price weakness is still a very unfavorable factor, with Seco Kamiewe Stantare Tull roddes 
concessions from quoted market levels more numerous in flat-rolled ee a a ao 
j i i i i Floor Polishers.—Universal electric, 
steel products and wire nails. The projected price advance in the eee ee tes hams Oe coe: 
latter on second quarter business has apparently failed to material- Old English, $2.60 each 
° . . ° 5 ° - ° Carpet a — Justrite, $1.10 
ize, although the situation is stronger in the Pittsburgh district doz.; No. 4, 
than in other terriories. Seel for construction purposes is not yet | INSECTICIDES. 
moving in any considerable volume, and the trade is disappointed icparig Green—1-Ib. paper, 38c. each; 
s ° ° rd ou. 
with immediate prospects. Bordeaux Mixture.—1-Ih. paper, 20c. 
eac eg, 
PRICES QUOTED HEREWITH ARF JOBBERS’ QUOTATIONS TO ee «* Lead. “'. -lb. paper 24c. 
) 
RETAILERS. F.O.B. PITTSBURGH. esi detccesieatatii 
ORNAMENTAL FENCE. 
AUTOMOBILE TIRES AND TUBES. gee. —Deo-Rtp pruners, $10.80 jOrnamental Fence.—Style, LX, 6 
e L. 

Mansfield ee. 4-ply ay type, 7" Sprinklers.—Crown lawn sprinklers, 40 per 100 ft.; 42 in., $7.20 p 
29 x 4.40, $6.50; tubes, $1.31; 30 x 4.50, $7 per doz.; Crescent lawn sprinklers, 100 f 
$7.25; tubes, “i 39: 39 x 4.75, 38. 39: $6.50 per doz. ; Style F, 36 in., $8.80 per 100 ft.; 42 
tubes, $1.46; 29 x'5.00, $8.66; tubes, Sprinkling Cans. =Ga Ivani oo qd | in., $9.60 per 100 ft. 
$1.50; 30 x 5.00, $8.94; tubes, $1.54; sprinkling cans, 4-qt., $5.7 6-q Single Walk Gate.—36 in. x 3 ft.. 
31 x 5.00, $9.33; tubes, $1.58; 32 x 5.00, $6.50; 8-qt., $7.50; 10- -at., $8.40. ‘ $2.50; 42 in. x 8 ft., $2.60; 48 in. x 3 
ned tubes, afi: 65; Zs x 5.26, $9.7 73; prices per doz. ft., $2.70; all prices each. 
tubes 5 x_ 5.25, $10.43; tubes, Manure Forks.—Long handle, first 
= = sn, x os. $10.75; aie $1.76; quality, $15.24 per doz.; second PAINTING SUPPLIES. 

5 es, -95. ity 3.65 : ae i al- ‘ - 

Same, 6-ply, 36 x 5.50, $14.06; tubes, ae ae oe ,ready mixed paints, best grades, 
$2.03; 30 x 6.00, $14.14; tubes, $1.95; Spading Forks.—No. 84, $10.80 per $2.60 per gallon; lower grades, $2 
31 x 6.00, $14.57; tubes, $1.99; 32 x doz.; No. 72, $14.28 per doz. (white and dark gery, loc. per gal. 
6.00, $14.84; tubes, $2.06; 32 x 6.00, Field Hoes.—Riveted blade, $5.16 oe Rete 9 eng May ayo Ib. in 
$15.36; tubes, $2.18. per doz.; socket blade, first quality, 100-1b. lots; 10 per cent less in lots of 

$10 per doz.; second quality, $9.50 ited Ib. Sees oF o and extra 4 per cent 
BOLTS, NUTS AND RIVETS. per doz, Be tine, 68. per gal. in barrel jots, raw 

Bolts.—All styles except stove and Ba gag Moray ants oe oe — linseed oil, 15%c. per Ib., in barrel 
tire bolts per 100 pieces, 60 per cent two prong extra quality, $6.50 per lots. 
off list; stove bolts, 75 and 10 per Aive au ened 3 ‘ 
cent off list; tire bolts, 60 and 10 per Garden Mattocks.—$9 per doz POULTRY SUPPLIES. 
cent off list. Cultivators. — Invincible, three 7 
M ‘epediiees styles, 50 per cent off prong, $6.75 per doz.; five prong, $9.60 gold Mes SARS Ne a tah sbe Ne 
ist. . ig ih ain 90; No. 3, -55; No. 4, .50; No. 

Rivets.—Larger, $3.50 base per 100 ga ee ees 16K, $15.75; No. 17K, $21; all prices 
pieces; small wagon and tinners riv- per doz.; 16-tooth, $6.15 per doz. 
ets, 60 per cent off list. Perfection Garden Rakes.—14-tooth, » Brooders. Ag iw ig Raa > 

, 8.75 per doz.; 16- , $9.25 Z. I ‘ o, 
FARM, GARDEN AND LAWN GOODS | **g2, het 40z.: 16-tooth, $9.25 per doz. $12.25: No. si, $12.98; No. 161, $18 5B: 

Garden Hose.—250 to 500 ft. coils, $3.60 per doz.; extra quality, $6 per Founteine jie. aamteten, 25c. to 
¥% in., Tle. to 9c. per ft.; % in., 8c. doz. | $1 each; feeding troughs, 20c. to 85c. 
to 10%c.; % in., 9c. to 12%c.; in 50 ft. Garden Cultivators.—Standard, $5.50 | each; mash hoppers, $1.30 to $2.10 
lengths coupled, %c. per ft. higher; each; Perfect, $6 each. each. 
nozzles, Gem, $5.50 per doz.; Dia- Hay Carriers.—Reversible type, $7 Glass Substitutes.—In 100-ft. rolls, 
mond, $4.50 per doz.; Nelson Spray, each; Double Angle Track for same, 10%c. per sq. ft. to the trade. 
$4 per doz.; Giant, $3.25 per doz.; $17.25 per 100 ft. 
reels, $1 to $4 each; Perfect hose Hay Forks.—Double harpoon type, ROLLER SKATES. 
couplings, $2 per doz.; Sherman hose $1.75 each; single harpoon, $3.50 each. | Fas 5 
couplings, $1.40 per doz.; Perfect hose “ae a op line, No mS 
menders, 80c. per doz.; hose nipples, 70c. per pr.; No. 3, c. per pr.; No 
$2.40 per doz.: hose adapters, $2.25 FERTILIZER. 10, $1.05 per pr.; Nos. 4 and 5, $1.40 
per doz. Old gardener, assortment No. 1, per pr.; No. 6, $1.55 per pr. 

Shears. — Doo-Klip grass_ shears, | $98.16; assortment No. 2, $59.95; as- | Winslow line, No. P3844, $1.40 per 
$10.80 per doz.; Doo-Klip long handled | sortment No. 3, $28.73 pr.; No. 38, $1. 55 per pr.; No. 38, rub- 


grass shears, $18 per doz. Koppers Velvet Lawn fertilizer, 


Reading matter continued on page 64 
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el MOAN wn ALAN 


Quality Plus Advertising 
Sells this Fence for You 


First, of course, is quality—value that has been recognized for 
many years as the best possible investment for fence dollars. 
Farmers prefer American Steel and Wire Company Zinc-Insulated 
Fences and steel posts because of their longer life and greater 
economy. 

Second, is the national advertising back of the fence—dealing 
directly with the farmers problems, it points straight to your 
store and makes it fence headquarters in your community. 

So—if you are not handling Zinc Insulated Fencing or our Steel 
Fence Posts—write today for full details. A real profit opportunity 
awaits you. 






















Zinc Insulated Fences 
Steel Fence Posts 
American Steel Gates 
Protector Poultry Fence 



























Union Lock Poultry Fence ; el 

Banner Poultry Fences mer! yt a ea 
Poultry Netting eco Sait 
Nails, Staples, Barbed Wire = — ated i 
Wire of all kinds ttl ie ! 


-L& 


AMERICAN STEEL & WIRE COMPANY 








208 S. La Salle St., Chicago UBSIDIARY § UNITED STATES STEEL 7 ORPORATION 30 Church St., New York 
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Winchester line, No. 3831, $1.35 per These prices are subject to the ] 
pr., No. 3832, $1.30 per pr. usual advance on smaller sizes. | 
Chapin line, No. 103, child's skates, 
75c. per pr. SASH WEIGHTS. 


Chicago line, No. 101, $1.33; Nos. 
103 and 105, $1.43 per pr. 


ROOFING PAPER. 


Prices are unchanged at $42 a ton. 


SCREEN WIRE CLOTH. 


Black wire cloth, No. 12 mesh, 


aoe ee $1.55 per 100 sq. ft. Galvanized, 12 
$1.15; heavy oo per rol. mesh, $1.65. Bronze cloth, 14 mesh, 


heavy $1.65 per roll. 
WIRE PRODUCTS. 


Fence Wire 


| 

| 

| 

Apex.— Light $1; meduim $1.30; $5.50 ‘per 100 sq. ft. | 
ROOT BEER BOTTLES. | 
| 

| 





Root beer bottles with lightning per 100 Ib. Annealed Galvanized 
stoppers, pint $6.50 per gross; quart ee 2° 
$9 per gross. No. € to 9 BARC... 5.. 0% $2.85 $3.30 
PEO PE “ides ccakanaa uss 2.90 3.35 
> DEE oot ve coencaune 2.95 3.40 | 
ROPE. Ee | reper 3.50 | 
First quality manila rope, 22c. per he Serre 3.65 | 
Ib. base for % in. and larger. DOME: O5655 pace wen oven 3.20 3.85 
Competitive quality manila rope, | eee 3.40 4.15 
18c. per lb. for % in. and larger. ERR AEG ry 3.60 4.35 
Sisal manila rope, 15c. per Ib. for | Barbed wire (per 80-rod spool). 


% in. and larger. | Pe RUEES «Goins dese enssek ss $2.70 


(Boston office of HARDWARE AGE) 


prove, but they are still behind last year. This disparity in busi- 
ness is easily understandable if a comparison of 1929 weather con- 
ditions is made with those of this April to date. The weather in 
April, last year, was unseasonably warm. Retail dealers in many 
cases did a larger garden and lawn accessory business than in any 
other month last year. We have had some warm spells this year, 
but they have been few and far between. Retail seasonable goods 


more normal this year, however, and there is every indication that 
‘etail business will steadily expand naturally during the next six 
months, at least. 





as rakes, spades, shovels, hoes and spading forks, are moving quite 
well; belated buying of garden tools and sets is noticeable. lawn ac- 
cessories, fencing, flower boxes, spring household cleaning accesso- 
ries and garage hardware all have a conspicuous place on the aver- 
age order taken by the jobbers. Manila rope has been reduced Ic. 
a pound, but sisal is unchanged in price. Some makes of vacuum 
cleaners have been reduced on an average about 5 per cent, but other- 
wise prices in general are steady and unchanged. 


PRICES QUOTED HEREWITH ARE JOBBERS’ QUOTATIONS TO | 
RETAILERS, F.O.B. BOSTON. 


25 
33x 5, $7.50: 


Tires.—Mansfield line heavy duty ; 
5 x 5, $8. Balloon, 27 
* 

) 


cord, clincher, 30 x 3%, $7.25 each, j 
list; straight side, 30 x 3%, $9.85; 31 
x 4, $12; 32 x 4, $12.80; 32 x 4, $13.45; | 
32 x 4%. $17.30; 33 x 4% , $18; 34 x | 
414, $18.60; 33 x 5, $23. 50. Discount 
12% and h per cent. | 
ires.—Mansfield line, truck, 8-ply - oF Pi > & OF 
cord, 32 x 4%, a2 70 each, list; 33 x | of “chine, | 
aie . - <4 “ ° | 
4 $24.55; 49 = PO $28.40; 34 x 5, | Sioecunt 30. per cent; 10 to 49 pair in | 
' 
| 





$33.70: 35 x $34.50; 10-ply, 32 x 6 r 
_—« 79 en. one shipment, 35 per cent discount; 
$47.15; 36 x 6, $51. 80: 38 x 7, $72.60 5h? pair in one shipment, 40 per cent 





and ae 8, $94.85: 40 x 8, $101.80. Alenout 
Jiscount 30 per cent. , : | - - 
Tires.—Mansfield line, balloon, 4.40- | qiat Siez0 each net; with luminous | 
19, $7.80 each, list; 4.50-20, ‘$8.85; dial, $2.10. | 
5.00-19, $11: 5.25-18, $12.35; 5.25-20, i ih 
$13.25; $5.50-19, rg heavy duty, | 
6-ply, 4.40-21, $11.50; 5.25-21, $16.35: BICYCLES AND TIRES. 
5.50-30, $17.85; 6.50-19, ‘$22. 30; 7.30-20, Bicycles.—Men’s, 20 in., $30.50 each } 
$34.50. Discount 121%4 and 10 per cent. net; 22 in., $30.50; arched bar, $31.25; | 
Tires. — Mansfield line. balloon, motor bike type, with double bar, 
double service, $4.50-21, $17.45 each, $32.75. Women’s, 20 in., $32.75; boys’, 
list; 5.25-21, $25.45; 6.50-18, $33.75; 18 in., $29. 
6.50-20, $34.50; 6.50-21, $36.15. Dis- Tires. — Nonpareil, less than 25 
count 30 and 10 per cent. pairs, $2.75 a pair net; in lots of 25, 
Wash Cloths.—Kozak dry wash $2.50; in lots of 50, $2.25; in lots of 
cloths, 2 doz. to case, with display 100, $2. Giant, less than 25 pairs, 


Reading matter continued on page 66 





Dasa GU SG coisas chs os Soe skaa cee 
ee eer reer rer 3.12 
See OMMEENS iis occoaens 0 +0 59 cise ce 2.88 
2-point cattle (special) ......... 2.07 


Field Woven Wire Fence (per 100 
rods): 


PEGE  VsGesawbar be cdetevevadean $39.80 
| Ee Se ere ere 55.80 
MGR oS Fckiae Mawulew daehee oasee 27.70 
(|. Soe yg ERCP ery res 37.00 
PCIE he er bp bung ew wide F590 88% 35.80 
a OR OE eee er eee 45.20 
No. 14% gage: 
Poultry and rabbit mesh: 
i | ERR age Tere enpe ye err $38.25 
Serre res ere 47.00 
a etry es ore 54.25 
ey! ee ET ee eet rier 63.00 


Steel Fence Posts: 
Galvanized Painted 


Tubular Angle Steel 


BvUBE.. -t»kane news ee ee eee 


Was Sucnucs aor 55c. each 38c. each 
(arr 65c. each 40c. each 
2: Se A” Ma Pr as 45c. each 


Bright nails, base, per keg, $2.55 
to $2.60. 


BOSTO _ Spring Richie oe to Improve 
$ Volume, However, Is Behind Last Year 


3.25 a pair net; in lots of 25, $3; in 
lots of 50, $2.75; in lots of 100, $2.50. 


Boston, April 15.—Spri il h y sal i to im- | 
pr pring retail hardware sales continue to i | BOTTLES, (VACUUM). 


Bottles. — Vacuum, Thermos, No. 
24%, %-pt., 75c. each net; No. 24, 
quart, 75c.; extra cups, No. 24Q, $1.75 
a set; Blue Boy special display, $8.85 
net. Universal line, No. 521, pint, $1 
each net; No. 522, quart, $1.67; No. 70, 
%-pt., $1; No. 571, pint, $1.34; No. 
572, quart, $2; No. 581, pint, $1.84; No. 
582, quart, $2.67; No. 5191, pint, $18 
a doz.; No. 5192, quart, $28; No. 591, 
pint, $20; No. 592, quart, $30; No. 411, 
pint, $10. 


sales have spurted and flopped in turn. Weather conditions are BRIDGE SMOKING SETS. 


Bridge Smoking Sets. — Stanley 
Works line, two trays, four ash trays 
and cigarette holders in set, assorted 
colors, $2.10 a set, net. Individual 
cigarette holders, 60c. each, net. 


Paints, both inside and outside, are selling well. Steel goods, such | CANNON (TOY). 


Cannon.—Toy, Big Bang line, on 
two wheels, No. 8F, $1.50 each net; 
No. 12F, $2.50; No. 16F, $3.67. On 
four wheels, No. 10W, $2; No. 6F, $1. 

Tanks.—Toy, Army, No. 5T, 67c. 
each net. 

Pistols.—Toy, Big Bang line, with 
holster, $1.34 each net. 

Ammunition. — Baysite, in tubes, 
1%. each net; spark plugs, 6%c. 
each. 


CROQUET SETS. 


Croquet Sets.—EHight ball, No. AA 
(maple), $6 a set net; No. N, $4.25; 
No. B, $3.40; No. ?, $2.35; No. H, 
$2.80. 

Croquet Sets. — Four ball, No. 
AA, $4.50 a set net; No. G, $1.60. 


AUTOMOBILE ACCESSORIES. stand, in less than case lots, $24 a : ; 
Tire. Temiivs, inter. antes case list. Discount 33% per cent. Croquet Sets.—Children’s, four ball, 
heavy, straight side, 30 x 3%, $5.60 | In case lots, discount 40 pee cent. | $1.08 a set net. 
Tae hg : ; | Tire Chains.—30 x 314, $4.50 a pair, | ° 
each, list FERS EEE $10.10, | dist: 31x 4, $5.50; 32.x 4, $5.50; 38 x | DOG COLLARS, ETC. 
| 5.75; 32 x 4 5; 338 x 4% Dog Collars.—Boxed, double leather, 


No. 575, $9 a doz. net; No. 206, se- 
lected strap leather, $4; No. 577, $2. 
On cards, 1 doz. to the card, No. E, 
No. B, $3.40; No. H, $2.80. 
$5.85. 

Muzzles.—No. 1, %-in., $2 a doz. 
net; 5-in., $2.75. 

Leads.—Assortments, No. 1, $2 an 
assortment net. 

Leashes.—No. 810, $5 a doz. net; 
No. 1133, $5.50; No. 1136, $4; No. 1139, 
$7.50; No. 10, $1.60; No. 60, $4. 


FANS (ELECTRIC). 


Fans.—Westinghouse, 60 cycle, 8 in. 
stationary, in lots of three, $3.50 each 
net; in lots of 12, $3.25. Oscillating, 
8-in., in lots of three, $8.36; in lots 
of 12, $7.77: 10-in., in lots of three, 
$11.90, in lots of 12, $11.05: 12-in., in 
lots of three, $18.90, in lots of 12, 
$17.55; 16-in., in lots of three, $24.50, 
in lots of 12, $22.75. Forty-cycle, 
8-in., in lots of three, $4.55, in lots of 
12, $4.23; 25 to 30 cycle, 8 in., oscillat- 
ing, in lots of three, $8.93, in lots of 
12, $8.29. Direct current, oscillating, 
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REVOLUTIONARY! « 


IN CONSTRUCTION AND PERFORMANCE 
EVEREADY RAYTHEON 
4-PILLAR TUBES 


NOW you can sell your customers something really new .. . 
Eveready Raytheon Tubes! Let them hear the rich, full-voiced 
tone, the breath-taking realism of Eveready Raytheon reception. 
Demonstrate it, in their own radio sets... then tell them reception 
will always be better if they put a new Eveready Raytheon in each 
socket whenever the tone begins to sound fuzzy. 


You can HEAR the difference and SEE the reason 


Look at the illustration on this page, showing Eveready Raytheon’s 
4-Pillar construction ...asound improvement. See the solid, four- 
cornered glass stem, with the four rigid pillars imbedded in it, 
anchoring the elements. No other tube is permitted to use this 
construction, for it is patented and exclusive with Eveready 
Raytheon. 
Before the day of dynamic speakers and screen grid 
circuits, the old, flimsy, “gas-mantle” construction 
may have been satisfactory. But present-day radios 
need tubes with 4-pillar rigidity. 

















No legal entanglements! 


Eveready Raytheons are licensed tubes. They come in 
all types, and fit the sockets in every standard A.C. and 
battery-operated receiver now in use. Ask your jobber, 
or write us now for the names of jobbers near you. 


* * * 


The Eveready Hour, radio’s oldest commercial fea- 
ture, is broadcast every Tuesday evening at nine 
(New York time) from WEAF over a nation-wide 
N. B.C. network of 30 stations. 


NATIONAL CARBON COMPANY, INC. 
General Offices: New York, N. Y. 
Branches: Chicago Kansas City New York San Francisco 


Unit of Union Carbide i and Carbon Corporation 


ee | 


EVEREADY 


RAYTHEON | 











Trade-marks 
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66 
in lots of three, 12-in., $18.90, 16-in., 
$24.50. 
Fans.—Pola Cub, stationary, 6-in., 


in lots of less than 12, $2.75 each net, 
in lots of 12, $2.65; 8-in., less than 12, 
$3.20, lots of 12, $3.05; 10-in., less 
than six, $4.55, in lots of six, $4.35; 


oscillating, 10-in., less than six, $7; 

lots of six, $6.65; No. B70-16-in., less 

than four, $12, lots of four, $11.65. 
FENCING AND POSTS. 

Fencing.—Lawn, style F, 36-in., 
$3.63 a rod, list; 42 in., $3.96; 48-in., 
$4.62. Style L, extra, 36 in., $2.64, 
42 in., $2.97, 48 in., $3.38. Discount 
50 per cent. 

Posts.—For line, No. K268, 23c. 
each net; end, No. K271, 48c.; gal- 
vanized line, 6% ft., 67c., 7 ft., 73c., 
7% ft., T7c.; galvanized ideal end, 
7% ft., $3.94; galvanized ideal cor- 
ner, 7% ft., $5.70 

Accessories.— Line post driving 


TWIN CITIES: 


ume of business during the first three quarters than the previous 
year, and a reduced volume during the last quarter. 
total was ahead of the previous year in banking in total to the indi- 
vidual account debits, country check clearings, life insurance sales, 





caps, 50c. each net; red top, studded 
tee, 43c. 
LUNCH KITS. 
Lunch Kits. — No. 324, $2.50 each 


No. 


list; discount 25 and 10 per cent. 

124%, $1.50 each net; No. 23/366, 

$1.05. Universal No. 310, $22 a doz. 

net; No. 420, $24; No. 295, $23.60; 

school, No. 900, $9 a package; Colum- 

bia, No. 2011, $1.05 each net. 
PULLEYS. 

Pulleys.—Sash, plain, No. 227, 48c. 
a doz. net; Stanley, No. CS7000, Tic. 

ROPE. 

Manila.—Standard makes, 3/16-in., 
27%c. a Ib. net; %4-in. 264 4C.; 5/46- 
in., 26%c.; %-in., 25% he. 15 liccama. 
23%%c. 

Sisal. — Standard makes, 3/16-in., 
21\%c. a lb. net; %4-in., 20'%4c.; 5/16- 
in., 20%4c.; %-in., 1944c.; 15 thread, 
1814c. 


(Minneapolis office of HARDWARE 


iron ore shipments, copper production and dairy income. 


Wholesale hardware sales were the largest since 1920, and freight 
car loadings were the largest since 1923. 
the fewest since 1920 and bank failures and farm bankruptcies were 


fewer than any year since 1922. 


Prospects for good business are on the upgrade in all parts of the 
Conditions are stabilizing and ready for the season’s 
Live stock is bringing a fairly good 
price, and the price of butter fat is advancing from the low point 
of a few weeks ago. Taken as a whole, general conditions are favor- 


Northwest. 
business on an increased scale. 


able for the year. 


Prices are steady, showing no changes from those wre in last 


week’s issue. 


PRICES QUOTED HEREWITH ARE JOBBERS’ QUOTATIONS TO 
F.0.B. MINNEAPOLIS AND ST. PAUL. 


RETAILERS, 
AXES. 

Single bit, base weight, unhandled 
axes, $15.00 to $16.50; double bit, 
$20.00 to $21.50; single bit, handled, 
$19.25; double bit, handled, $24.25 
doz., net. 

BOLTS. 


Carriage and mé achine bolts, 60 per 
cent; stove bolts, 75 per cent, and 
lag screws, 60 per cent from stand- 
ard lists. 


BRADS. 
Wire brads, in 25-lb. 
cent from lists. 


BUILDING PAPER. 


Red rosin sized building paper, 


box at 75 per 


$2.52, and tarred felt $2.80 cwt., net. 
CHAIN. 
Log chain, rT ete % x 14, $1.56; 
/16 x 14, $2.1 % x 14, $2.89: self 
colored, % x 14, ‘ti. 40; 5/16 15, $1.88; 
3% xX 14, $2. 54 each; proof coil chain: 
¥% in., $8.78; 3 in., $16.04; in., 
$26.13: 5g in., $41.82 per 100 ft. 


EAVES TROUGH, CONDUCTOR 
PIPE AND ELBOWS. 


Eaves trough, 28-ga., 3-in., slip 
joint, 5-in., in crates, $5.25; 6-in., 
$6.40; conductor pipe, 3-in., in crates, 





not nested, $5.10; 4-in., $7.15 ar 100 
in. ft.; elbows, 3-in., $1.73 4-in., 
$2.88 doz. net. 
FILES. 
First quality files, 50 per cent, and 
— brands, 60-10 per cent from 
ist. 


GALVANIZED WARE. 


Standard tered Rag 10-qt., 

2.70; 12-qt., $2.85; 14- $3.10; stock 
pails, 16- -at., $4.70; ats in., 
standard tubs, No. 1, $7.15; No op 
$8.00; No. 3, $9.35; heavy, No. 1, 
$13.20: No. 2, $14.40; No. 3, $15.60 
doz. net. 


GLASS AND PUTTY. 

Single and double strength A grade 
glass Minnesota prices, 83 per cent 
from lists; strictly pure putty, in. 50- 
lb. steel drums, $5.35 ewt., net. 


GRASS SHEARS. 

“Doo-Klip’ grass shears, $10. 80 
doz.; ‘‘Doo-Klip’ long handle grass 
shears, $18.00 doz. net. 

LAWN GOODS. 


Nelson’s Perfect 
couplings, $2.25 per 


Clinching hose 
doz.; Perfect 


Clinching hose menders, 90¢. per doz. 


Reading matter continued on page 68 


However, the 


Business failures were 


| 





STEPLADDERS. 
Stepladders.—3 ft., $1.60 each net; 
4 ft., $2.14; 5 ft., $2.67; 6 ft., $3.20; 
7 ft. $3.73; 8 ft., $4.27; 10 re. $5.34. 
Nappanee.—No. 211, 3 ft., 90c. each 
net; 4 ft., $1.20; 5 ft., $1. 50; 6 ft., 
$1.80; 7 ft., $2.10; S ft, 32.40. 
VACUUM CLEANERS. 
Cleaners.—Universal line, 


Vacuum 
| No. 5801, complete, $30.22 each net, in 
| lots of three or more, $27.90; No. 580, 

without attachments, $24.67, in lots of 
| three or more, $23.70; No. 801 attach- 
| ments, $4.55, '$4. 20 and $7; No. 7201, 
| complete, $32. 17, in lots of three or 
| more, $29.70; No. 720, without attach- 


ments, $25.67, in lots of three or 
more, $23.70; No. 201 attachments, 


$6, $6.50 and $10. 


| WINDOW WEIGHTS. 

Window Weights.—Standard makes, 

| 2%c. per lb. get. From foundry, lo- 
cal shipment, $38 per ton net. 


Trade Prospects on the Upgrade 
Prices Are Steady and Unchanged 


AGE) 
MINNEAPOLIS, MINN., April 15.—The annual report of the Ninth 

Federal Reserve District, which comprises much of the trade terri- 

tory of the Twin Cities, characterizes 1929 as showing a larger vol- 


| LAWN HOSE. 

Competition, %-in., 3-ply, 5%c.; 
Good Luck, %-in., 6-ply, 9c.; Bull 
Dog, %-in., 7-ply, 12%c.; Manhat- 
tan Whipcord Molded, 5g -in., in 500- 
ft. bales, black, 7c.; red, 7%c. ft.; 
coupled in  50-ft. lengths, black, 
5g-in., $7.30; red, $7.80 per 100-ft., 


net. 


LAWN MOWERS. 
Philadelphia, Style A, 15-in., $18.00; 
17-in., $20.25; 19-in., "$29. 50; 21-in. 

$25.00 each, net. 


MILK CANS. 
Railroad, wide neck, 8-gal., 
10-gal., $2.70 each, net. 


NAILS. 
Standard wire nails and cement 
coated wire nails, $2.90 per 100-Ib. 
keg base. 


POULTRY NETTING. 


Hexagon, 63% per cent from lists. 


PRUNERS. 
“Doo-Klip”’ 
net. 


REGISTERS. 


Cast iron or wrought steel regis- 


$2.50; 


pruners, $10.80 doz., 


ters, 40-10 per cent from lists. 
ROPE. 

Best grade manila rope, 22c. lb.; 
second grade, 18c. Ib.; best grade 
sisal rope, 17%4c. Ib.; second grade, 
16%c. Ib. 


ROLLER SKATES. 

Union line, extension, web heel and 

on straps, plain steel rolls, 75c. per 
pair. 

Same for boys, with self-contained 
ball bearing wheels, $1.45 pr. Same 
for girls, with self-contained ball 
bearing wheels, $1.45 pr. 

Chicago line, No. 181, $2.65; No. 
183, $2.75; No. 185, $2.75; No. 101, 
$1.35; Nos. 193 and 105, $1.40. 


SANDPAPER. 

Best grade sandpaper, No. 1, 98c. 
per box of 75 sheets; second grade, 
No. 1, 78c. per box of 75 sheets; gar- 
net, No. 1, $15.68 per ream, net. 


SASH CORD AND WEIGHTS. 

Sash cord, best grade, 58c. lb. base; 
second grade, 3lc. lb.; third grade, 
25c. Ib. base; net and cast iron sash 
weights, $1.95 cwt., net. 


SCREWS. 

Wood screws, flat head bright, 50 
per cent; flat head japanned, 35 per 
cent; round head blued, 40 per cent: 
flat head brass, 37% per cent; round 
head brass, 33% per cent from lists. 


SCREEN DOORS AND WINDOWS. 
Doors, common, 2-8 x 6-8, $1.05 
each; fancy, $2.60 each; screens, Con- 
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Tell them what files 
will do for them 


Use Nicholson Flat Files 














ee No selling talk has the ap- 
Use Nicholson Mill Files peal for the tool user of the 
for sharpening mill saws,and ° ° ° 
smoothing and finishing simple description of what 
metal surfaces, for sharpen- ° ° e 
ing edged tools, for lathe a given tool will do for him. 
work and draw filing. , 
Use Nicholson Slim Taper : 
Files for sharpening hand saws. For your convenience we 
Use Nicholson Round Files are listing on the side of this 
for enlarging round holes f ° ° 
= shaping internal curved page uses tor Nicholson Files. 
surfaces. 
Use Nicholson Square Files : 
for enlarging apertures ofa These will serve as useful 
square or rectangular shape. 6 ‘ ” 
Use NicholsonHalf Round selling tools when the 
Files where concave or irreg- talk turns to Nicholson Files. 


ular surfaces must be filed. 


NICHOLSON FILE COMPANY 
Providence, R. I., U. S.A. 


A FILE FOR EVERY PURPOSE 
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tinental, extension, 24-in., $9.75 doz.; 
Wabash, extension, 24-in., $5.35 doz., 
net. 


SOLDER. 
Warranted half and half solder, 
26%c. lb., and strictly half and half 
solder, 27%,c. lb., in 100-lb. boxes, net. 


STEEL SHEETS. 

Galvanized steel sheets, 24-ga. 
(base), $4.65; black steel sheets, 24- 
ga. (base), $3.90. Armco galvanized 
steel sheets, 24-ga. (base), $6.45 cwt., 
net. 


TIN. 
Furnace coke tin, ICL, 20 x 28, 
$14.30 box, and roofing, 20 x 28, 
8 lb., coating, IC, $14.75 box, net. 


TIRES AND TUBES. 
Mansfield tires, 30 x 3%, Liberty 


NEW YOR 


cord, $4.17. Mansfield heavy duty 
oversize, Liberty, 32 x 4, $7.95. 

Mansfield heavy duty, 32 x 4, 
$10.50. Mansfield double service, 29 
x 4.50, $10.68. Mansfield double ser- 
vice, 32 x 5.50, $21.74. 

Tubes, 30 x 3%, Mansfield, $1.13. 
Tubes, 29 x 4.40, Mansfield, $1.24. 
Tubes, 30 x 314, Liberty, 90c. Tubes, 
29 x 4.40. Liberty, $1.13. Tubes, 32 
x 6.00, Liberty, $1.99. 


WHEELBARROWS. 

Hardwood stave trays, $34.20 doz.; 
selected hardwood stave trays, $40.80 
doz.; tubular steel trays, 4% ft. ca- 
pacity, $7.20 each; Gopher garden, 
$3.75 each; American garden, $6.25 
each, net. 

WINDOW VENTILATORS. 

Window ventilators, Continental, 
No. 837, $2.80; No. 1137, $3.45; No. 
1145, $4.40; No. 1437, $5.00; DeFlekt- 





NEW YoRK, April 15.—Metropolitan hardware jobbers continue 
to report a gradual improvement in the prevailing demand for sea- 


sonal merchandise. 


basic conditions have been the stimulating factors. 


Favorable weather and some improvement in 


While trade 


activity is less pronounced than is customary at this time of the 
year,-the upturn in business conditions now appears as a reality. 
Some staple lines are sluggish, but most observers declare a better- 


ment is in the offing. Builders’ 


hardware and contractors’ supplies 


are moving in a slightly better volume, due to increased construction 


in the New York area. 


Total awards during March for construction in Metropolitan New 
York and vicinity (northern New Jersey, New York City, Long 
Island, Westchester, Orange, Putnam and Rockland Counties) 
amounted to $89,749,700, 18 per cent greater than the total of $76,- 
072,400 for the preceding month; the corresponding month’s total 


for last year was $102,182,200. 


Contracts let since the beginning 


of the year aggregated $235,042,600 as against $256,248,700 for the 


same period in 1929. 


Prices, in the main, are steady and few recent revisions have been 


made. 
than higher quotations. 
cloth are momentarily expected. 


The tendency, however, 
Reductions in quotations on hardware 


seems to be toward lower rather 


Collections retain a fairly satisfactory status. , 
PRICES QUOTED HEREWITH ARE JOBBERS’ QUOTATIONS TO 


RETAILERS, F.0.B. NEW YORK. 


BUILDERS’ HARDWARE. 

Steel Inside Lock Sets.—JIn less 
than case lots, $4.00 per doz. In case 
lots, $3.75 per doz. 

Glass Knob Sets, Steel Trim.—In 
less than case lots, $7.35 per doz. 
In case lots, $7.00 per doz. 

Steel Front Door Sets, Bit Key.— 
35c. per set. 

Bronze Front Door Sets, Bit Key.— 
$2.60 per set. 

Bronze = Front Door Sets.— 
$5.25 per 

_oulinder Vestibule Sets.—$5.00 per 

ete Store Door Handles, Bit 

Key.—$2.35 per set. 

Bronze Cylinder Store Door Han- 
dles.—$7.25 per set. 

Garage Sets.—No. 1775J and No. 
1776J. in less than case lots, $2.40 
per set. One case lots, $2.10; 24 sets 
ol more in one shipment, $1.90 per 
set. 


BUTTS, WROUGHT STEEL. 

3% x 3%, in less than case lots, 
17%c. per pair. One case lots, 16c. 
per pair. Three case lots in one 
shipment, 15c. per pair. 

4 x 4, in less than case lots, 25c. 
per pair. One case lots, 23%c. per 
pair. Two cases in one shipment, 
22c. per pair. 


CARPET SWEEPERS. 

Bissell’s, Standard, $3.00. Universal, 
japanned, $3.50; nickel, $3.83. Prin- 
cess, $4. 16%. American Queen, $4.50. 
Grand Rapids, japanned, $3.67; 
nickel, $4.00; colors, $3.67. Elite, 
$5.00. ‘“‘Sterling’’ Carpet Sweepers, 
$2.25 each. 


FENCE, ORNAMENTAL LAWN. 
100 ft. rolls, heavy type, 36 In., 
$9.90; 42 in., $10.80; 48 in., $12.60. 
Lighter type, ya in., $7.20; 42 in., 

$8.10; 48 in., $9.00 

Flower Bed Guard. —100 ft. rolls, ad 

$4.95; 22 in., $5.85; 28 in., $6.7 
oteelii Wire. —100 ft. rolls, 18 ine, 


.30. 

Walk Gates.—36 in. x 3 ft., $2.75; 
36 in. x 3% ft., $2.86; 36 in. x 4 ft., 
$2.97; 42 in. x 3 ft., $2.86; 42 in. x 3% 
ft., $2.97; 42 in. x 4 ft., $3.08; 48 in. 
x 3 ft., $2.97; 48 in. x 3% ft., $3.08; 
48 in. x 4 ft., $3.19 each. 

Double Drive Gates.—36 in. = 8 tt. 
red 36 > x 10 ft., $7.48; 36 in. x 
12 $8.55; 42 in. x 8 ft., $6.49: 42 
in. : “40 ag $7: 59; 42 in. x 12 ft., $8.60; 
48 in. x 8 ft., $6. 60; 48 in. x 10 ft., 
$7.70; 48 in. x 12 ft., $8.80 each. 


FLOOR WAX PRODUCTS. 
Powdered Wax.—4 oz., 2314c.; 8 0z., 











air, No. 63, $2.50; No. 87, $3.00; No. 
88, $4.70; No. 117, $4.35; Diamond E 


No. 3L, $7.20; No. 4, $7.60; No. 5, 
$8. Wurldbest, No. 2, 
$1.75; No. 3, $2.00; No. 4, $2.50; No. 
5A, $3.00; No. 6A, $4.00; No. 6B, 
$5.50; No. 6C, $5.00 each list, with 
dealers’ discount of 33% per cent. 


WIRE. 

Galvanized barbed cattle wire, $2.89 
per 80-rod special galvanized barbed 
hog wire, $3.09 per 30-rod spool; No. 
9 (base), smooth, galvanized wire, 
$3. 50 ewt., and No. 9, smooth, black 
wire, $3.05. 

WIRE CLOTH. 

Black painted, 12 x 12 mesh, $1.65; 
aluminum finish, 12 x 12 mesh, $1.85 
per 100 sq. ft., net. 


Demand Shows Continued Improvement 


Most Prices Are Steady and Little Changed 


3314c.; 16 oz., 663gc.; 5 Ib., $2.66% 
per package. 

Prepared Paste Wax.— 2% OZ. 
16%c.; % Ib., 33%c.; 1 Ilb., 56%c. 

Ib., $1. 0636; 4 Ib., $2.00; 8 Ib., sau. 

Prepared Liquid Wax. — pt., 
33%c.; 1 pt., 50c.; 1 qt., 99%c.; % 
gal., $1. 60; 1 gal., $2.66%. 

Floor Polishing Outfits.—Includes 
quart bottle of liquid wax, one wax 
mop, one weighted floor brush and 
instructions, $3.75. 

Weighted Floor Brushes. —15 Ib., 
$3.75; 25 Ib., $5.25. 


GARDEN HOSE. 

Competitive Garden Hose, %_in., 
50-ft. lengths, 8%c. per foot; 25-ft. 
lengths, 8%4%c. per foot; same, % in., 
50-ft. lengths, 7c. per foot; 25-ft. 
lengths, 6%c. per foot; 250-ft. iengths, 
6%c.per foot. ‘Good Luck,” % in., 
25-ft. lengths, 9%4c. per foot; 50-ft. 
lengths, 9c. per foot. ‘Bull Dog, 
5% in., 25-ft. lengths, 13c. per foot; 
50-ft. ‘lengths, 12%c. per foot. “Bull 
Dog,” % in., cord molded, 25-ft. 
lengths, 15%c. per foot: 450-ft. 
lengths, 15%4c. per foot. ‘‘Milo,” % 

i lengths, 9%c. per foot; 
50-ft. lengths, 9%c. per foot. 

Hose Reels.—75 feet capacity, $1.15 
each; 100 to 150 feet capacity, $2.10 
each: 100 feet capacity, $3.40 each; 
150 feet capacity, $4.00 each. 


GARDEN TOOLS. 

Garden Barrows.—$3.85, $5.15, $6.00, 
$6.25. $6.75 and $7.00 each, according 
to size and quality. 

Garden Hoes. — $6. 21, $9.99, Pe 26, 
$10.53, $10.80, $11.20 and $11.3 per 
dozen, according to quality — size. 

Garden Rakes.—Black finish, 8 
teeth, $5.27 doz.; 10 teeth, $5.40 doz.; 
12 teeth, $5.81 doz.; 14 teeth, $6. 35 
doz.; 16 teeth, $6. 89 doz. Garden 
rakes, painted heads, 12 teeth, $9.72 
doz.: 14 teeth, $10. 53 doz.; 16 teeth, 
$11.07 doz. Garden rakes, polished, 
10 teeth, $11.07 doz.: 12 teeth, $11.88 
doz.; 14 teeth, $12.69 doz.; 16 teeth, 
$13.50 doz.; 18 teeth, $14.85 doz. Gar- 
den rakes, steel bow, heavy pattern, 
curved teeth. 12 teeth, $11.88 doz.; 
14 teeth, $12.83 doz.; 16 teeth, $13.77 
doz.: light nattern, straight teeth, 14 
teeth, $12.15 doz.; 16 teeth, $13.10 
doz. 

Spading Forks.—Competitive qual- 
itv, 90c. each. Other types from 
$12.15 to $27.40 per doz. 

Garden Sets.— Prices range from 
$1.20 per doz. sets to $27.46 


GALVANIZED WARE. 

Garbage Cans.—Galvanized, 3 gal., 
3744c. each; 3% gal., 44%4c. each; 4% 
gal., 58%c. each: 6% gal., 78c. each; 
81% gal., 89c. each; 9 gal.. $1.00 each. 

Wash Tubs.—No. 0, 50c.: No. 2, 
61¢c.; No. 2, 68%c.; No. 3, 80c. each. 

Watering Pots.—4 qt., 52%c.; 6 at., 
58l4c.; &-qt., 66c.; 10-qt., Me. "12-qt., 
90c. each. 

Standard Pails. — 8-qt., $2.40 per 
doz.; 10-qt., $2.67 per doz.; 12-qt., 
$2.94 per doz.; 14-qt., $3.24 per doz.; 
16-at., $3.93 per doz. 

Refrigerator Pans. — Small. 38c.; 
medium, 42c.; large, 55c. each. 
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Sargent's 


Case—Spring and piston chamber in 
relative size give a pleasing, symmet- 
rical appearance. The back plate is 
cast solid with the case. No screws 
to work loose. No undue strain on 
any one part. 


Sprincs—Highly tempered man- 
ganese carbon steel wire, wound in 
a helical coil. From 130” in length 
for the smallest size to 184” for the 
largest. Great elasticity, with fine 
graduations of power adjustment are 
obtained. 


Piston—Of cast. metal of high ten- 
sile strength. Of the Rack and Pinion 
type, giving a balanced wear and a 
continuous travel when the door is 
in motion. The piston is always in 
constant control. Of large diameter, 
it is machined with the case to a tol- 
erance of 1/1000 of an inch—smooth 
and effective operation is guaranteed. 


Arms—Of cold rolled steel without 
swivel adjustments. Adjustments can 
be made without loosening the arm 
from the Closer or removing the 
screws from the foot of the arm. 
Arms are of extra length—to per- 
mit Closer to be placed further from 
the butts, still allowing the door to 
open the full 180 degrees without 
strain. 


Hotp Oren Device—A door may 
be held open at 10, 45, 90 or 180 
deg as conveni requires, and 
without strain on the Closer or 
butts. The pawl on the arm engages 
with projections on the cap of the 
Closer. All unusual requirements are 
met for hospital, school, booth, 
office doors. . 





SPINDLE AND Pack1nc—Spindle and 
pinion are in one piece of hot forged 
alloy steel. The spindle is strongly 
seated in a bearing in the bottom of 
the case and held in alignment at 
4 points. The piston chamber has 
enough overflow space to relieve 
the spindle packing from excessive 
strain, 


Ligui—Piston chambers are filled 
with a liquid that long experience 
has proved most satisfactory. 


Brackets— When desirable to place 
the Closer inside where doors open 
out, the usual soffit, flush and corner, 
hanging brackets, and also 4 con- 
venient brackets for circular top 
doors are designed to care for a 
great range of varying conditions. 


Finisn anp Cotor—Standard finish 
is dark, rich bronze to harmonize 
with various wood finishes. Other 
finishes can be furnished as desired. 











New Door Closer 


with all those features needed in the most modern buildings 


SarceNtT Door Crosers have been recognized for many years as standards of 
quality, dependable in effective operation. Now, to meet the latest requirements 
of the most progressive architects, engineers, building managers, owners, Sar- 
gent offers a new modern Door Closer or Controller. 

Extensive research and experiment have resulted in the noiseless and com- 
plete control of the closing of any swinging door at the desired rate of speed. 
This new Sargent Door Closer is made in sizes suitable for all doors, from the 
simple passage dwelling door to the heavy entrance doors of the most modern 
commercial structures. 

The control valve, of dual type, may be set for any one of three control points, 
90, 45, or 10 degrees. The speed valve regulates the speed of closing and can be 
readily adjusted for changing draft conditions. This Door Closer offers the great- 
est possibilities of control. In order that the door may not strike against a wall 
or a piece of furniture, a valve is provided to stop the opening at about 90 degrees. 

This Door Closer is reversible, right or left hand, without changing any of its 
parts and without affecting any of its other efficient features. Each Sargent 
Door Closer is packed in a strong fiber box without excelsior or other loose pack- 
ing. To make application and adjustment simple, a template and complete 


directions are packed with each Closer. Read the other feature points as listed. 


Sargent & Company, New Haven, Connecticut; 94 Centre Street, New York 
City; 150 North Wacker Drive (at Randolph), Chicago, Illinois. 





SARGENT 


LOCKS AND HARDWARE 
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Oil Cans. —1-gal., 28%c.; 2-gal., 
4llec.; 3-gal., 5alee.; 5-gal. spout 
type, 67 4e.; 5- -gal. faucet type, 81c. 
eacn: 


GLASS SUBSTITUTES. 

36 in. wide, 100-ft. rolls, $30.28 
each; 36 in. wide, 50-ft. rolls, $15.19 
o- 36 in. wide, 25-ft. rolls, $7.60 
each. 


GRASS CATCHERS. 

White duck with heavy iron bot- 
tom, adjustable for mowers having 
reels from 12 to 16 in. wide, $11 per 
doz.; same, adjustable, for mowers 
having reels from 16 to 20 in. wire, 
$16 per doz. 


GRASS AND PRUNING SHEARS. 
“Doo-Klip” grass shears, $10.80 
per doz.; ‘‘Doo-Klip’ long handled 
grass shears, $18.00 per doz.; ‘‘Doo- 
Klip’ Pruner, $10.80 per doz. Com- 
petitive grass shears, 54 in. blades, 
25c. each. Good quality, 5% _ in. 
blade, grass shears, 75c. each. High 
grade grass shears, 7 in. blades, $1.00 
each. Competitive Pruning Shears, 
25c. each. Other Pruning Shears, 
64c., 67c., $1.05, $1.15, $1.20, $1.66, 
$1.83 and $2.50. 


HANDLES, GARDEN TOOL. 

Wood “D” spading fork handles, 
strap ferrule and cap, 85c. each; 
Malleable iron “D’’ spading fork 
handles, 37%c. each; same, with 
strap ferrule and cap, 60c. each; 
Rake handles, 5% ft., 29c. each; 6 
ft., 38c. each; Hoe handles, shank 
pattern, 20c. each; socket pattern, 
20c. each; Wood “D” bent handles, 
spading fork, without ferrule or cap, 
50c. each; Italian grape hoe handle, 
4 ft., 54c. each. 


ICE CREAM FREEZERS. 

“White Mountain,” 1-qt., $2.43 
each; 2-qt., $2.83 each; 3-qt., $3.38 
each; 4-qt., $4.13 each; 6-qt., $5.23 
each; 8-qt., $6.75 each; 10-qt., $9.00 
each; 12-qt., $10.78 each; 15-qt., $12.80 
each; 20-qt., $16.60 each. 

_ ‘Auto Vacuum,” No. 1, $2.33 each; 
No. 2, $2.67 each; No. 3, $3.33 each; 
No. 4, $4.00 each. 

“Sterling’’ freezers, 2-qt., $1.50 
each. 


IRONING TABLES. 

“Rid-Jid,”’ $2.33%4 each; ‘‘Rid-Jid 
Aristocratic,” $2.831% each; ‘Town 
Talk,’’ $2.50 each. Competitive qual- 
ity, $1.25 each. Lots of six or more, 
$1.16% each. Paddled ironing table, 
$1.60 each. Skirt Boards, 3 ft., 40c. 
each; 3% ft., 50c. each; 4 ft., 60c. 
roe 4% ft., 70c. each; 5 ft., 90c. 
eacn, 


LADDERS, EXTENSION. 

Complete with rope and pulley as- 
semblies, 20 ft., $5.60 each; 24 ft., 
$7.85 each; 26 ft., $8.45 each; 28 ft., 
tee 30 ft., $9.55; 32 ft., $10.15; 34 

, $10.70; 36 ft., $11.20; 38 ft., $12.00; 
‘ft., $12.50. Extra ropes for exten- 
sion iadders, $1.25 each. Extra _ pul- 
leys for extension ladders, $1.25. 


LAWN GOODS. 

“Whirling Fairy’’ sprinkler, No. 17, 
$1.10 each. Ring lawn sprinkler, 8 
in., $6.80 per on “Peoria” hose noz- 
zles, $4.35 per doz. “Rain King” 
hose nozzles, $1.00 each. Brass hose 
clamps, % in., 5% in., or % in., $4.50 
per gross. Steel hose clamps, % In. 
or % in., $3.24 per gross; 1 in., $6.48 
per gross. Clinching hose menders, 
% in., % in., or & in., 85c. per doz. 
Hose couplings, % in., 5 in., or % 
in., $1.47 per doz. Clinching hose 
couplings, 5 in. or % in., $2.00 per 
doz. Rubber hose washers, 50c. per 
pene. “Justrite’ nozzles, $4.00 per 
02. 


LAWN MOWERS. 
_ 8-inch wheel, 3 blade, plain bear- 
ing, 12-inch reel, $4.50; 14-inch reel, 
$5.00; 16-inch reel, $5.25, 8-inch 
wheel, 4 blade, ball bearing, 12-inch 
reel, $5.50; 14-inch reel, $5.85; 16-inch 
reel, $6.20. 9-inch wheel, 4 blade, ball 
hearing, open wheel, 12-inch reel, 
$5.85; 14-inch reel, $6.20: 16-inch reel, 
$6.50: 18-inch reel, $7.25. 10-inch 
wheel, 4 blade, ball bearing, 12-inch 
reel, $6.15; 14-inch reel, $6.50; 16- 
inch reel, $6.85: 18-inch reel, $7.75. 
10-inch wheel, 5 blade, ball bearing, 
15-inch reel, $12.00: 17-inch reel, 
$12.75: 19-inch reel, $13.25; 21-inch 
reel, $14.00. 11-inch wheel, 5 blade, 


PREPARED ROOFING 
SHEATHING PAPER. 





roller, bearing, 15-inch reel, $19.00; 
17-inch reel, $20.00; 19-inch reel, 
$21.00; 21-inch reel, $22.00. March 1 
dating is allowed. 


LAWN ROLLERS. 


Plain apy 14 in. diam., 24 in. 
length, $8.55 each; 18 in. diam., 24 in. 
length, $10.15 each. Roller bearing, 
24 in. diam., 24 in. length, $14.60 
each; 24 in. diam., 32 in. length, 
$16.50 each. 


LAWN TOOLS. 


Wood lawn rakes, 18 teeth, $5.76 
doz.; 22 teeth, $7.20 doz.; 24 teeth, 
$9.55 and $9.75 doz. Bamboo lawn 
rakes, 18 in., $6 doz.; 24 in., $10 doz.; 
30 in., $14 doz. Steel broom rakes, 
681¥4c. each. “Lawn Comb’ lawn 
rakes, 18 in., $8.00 per doz.; 24 ir., 
$11.50 per doz. Wire lawn rakes, 20 
teeth, 60c. each; 24 teeth, 82%c. each. 

Grass Hooks. Competitive, $3, $4, 
$5 and $5.25 per doz. English grass 
hooks, $7.20 and $7.80 per doz. ‘‘Little 
Giant,”’ $5.40 per doz. 


LINSEED OIL. 


Linseed oil, raw, per pound: Single 
barrels, 15c.; barrels or more, 
14.6c.; carload lots, 14.2c.; tank cars, 
13.4c. Prices apply to the Metro- 
politan area and include truck de- 
livery of small lots to store door 
within prescribed limits. Tank car 
prices include delivery within a stip- 
ulated zone. Boiled linseed oil is 
quoted at 4c. per pound additional. 


NAILS. 


Wire nails, Standard New _ York 
Stock extras apply to the following 
base prices in the localities indicated: 
Base price for New York City, 
Brooklyn, Queens, Westchester, and 
New Jersey is $3.35 per keg; in Nas- 
sau and Suffolk counties, $3.50 per 
keg. Cut nails, less than 10 kegs, 
$3.90; over 10 kegs, $3.65 per keg. 


Plain surface, 1 ply, $1.15; 2 ply, 
$1.52; 3 ply, $1.76. Slate surface, red, 
green or black, $2.00. Slate surface, 
red, blue-black or green, $1.85. Tale 
surface, Competitive, 1 ply, 92c.; 2 
ply, $1.14; 3 ply, $1.34. Tale surface, 
medium grade, 1 ply, $1.00; 2 ply, 
$1.34; 3 ply, $1.62. Slater's felt, $1.00. 
Sheathing paper, light, 42c.; heavy, 
63c. Asphalt sheathing paper, $1.00. 


ROLLER SKATES. 


Roller skates, Union line, extension 
web heel and toe straps, plain steel 
rolls, 72c. per pair; same with toe 
clamps and web heel, 78c. per pair; 
same for boys with self-contained 
ball bearing wheels, $1.42 per pair; 
for girls, $1.52 per pair. 

Roller skates accessories: Keys, 
214c. each; skate wheels, with self- 
contained ball bearings, 19c. each; 
ball bearings, 15c. per 100;’axles, 3c. 
each; cotter pins, 15c. per 100; axle 
nuts, $1 per 100; axle nut washers, 
60c. per 100; adjustment binding 
bolts, 65c. per 100, and toe clamps, 
12c. per pair. 

Chieftain line, No. 400, for either 
boys or girls, self-contained ball 
bearings, $1.45 per pair; Redskin line, 
for boys or girls, 84c. per pair. 

Chicago line, No. 181, $2.65; No. 
183, $2.75: No. 185, $2.755 No. 101, 
$1.45; and Nos. 103 and 105, $1.55 per 
pair. 


RUBBISH BURNERS. 


“Nesco” sheet steel, No. 3, $2.50 
each: No. 4, $3.75 each. “Just-Right,” 
No. 1, 6624 each; Ne. 2, $1.00 each: 
No. 3, $1.50 each. “Cyclone” catch 
all baskets, No. 5, $2.00 each. 


SASH CORD. 


“Aetna” No. 7, less than bale lots, 
28c. lb.; Bale lots, 26%%c. “ 
Mill shipments, bale lots, 25%c. 
lb.; “Aetna” No. 8, less than 
bale lots, 27c. lb.; Bale lots, 25%c. 
lb. Mill shipments, bale lots, 24%4c. 
lb. “Phoenix,’”’ No. 7, less than bale 
lots, 41¢c. Ib.; Bale lots, 40c. Ib.; Mill 
shipments, bale lots, 39c. Ib. “Phoe- 
nix,’”’ No. 8, less than bale lots, 40c. 
Ib.: Bale lots, 39c. Ib.; Mill shipments, 
bale lots, 38c. Ib. ‘‘Spot,’”’ No. 7, 
less than bale lots, 61c. lb.; Bale 
lots, 60c. Ib: No. 8, less than bale 
lots; 60c. Ib.; Bale lots, 59c. Ib. 
“Sachem,” No. 8, less than bale lots, 
33c. lb.; Bale lots, 32c. Ib. 
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SCREWS. 


Wood screws, flat head, bright 
iron, 45 and 10: round head, blue, 40 
and 10; round _ head, iron, nickel 
plated, 25 and 10; flat’ head, galvan- 
ized, 17% and 10: flat head, brass, 
37% and 10; round head, brass, 32% 
and 10. These discounts apply to 
new standard screw lists. Full pack- 
age lots take an extra 5 per cent. 

Machine screws, flat and round 
head, brass, 60 per cent discount. 

Iron, 60-7% per cent discount. 


STEP LADDERS. 


High ro, 4 ft., $1. 95; Py tt., 32 40; 


6 ft., $2.9 Tt... $3.40; tt. 3. 90: 
10 ft., $4. 80, * aoa quailty, : ss 
75c. each; . P ig » $1.00; “ata 

ft., $1.50; "$1. 75; : ne ” $2 . OO. 1 


ft., $2.50. tieuion tierce quality, 4 ft., 
80c. each; 5 ft., $1.00 each; 6 ft., 
$1.20 each. 


TIRES AND TUBES. 


a tires, 4 ply, balloon type, 
29 x 4.40, $7.40; tubes, $1.50; 30 x 
4.50, $8, 25; tubes, $1.60; 29 x end 
$9. 55; tubes, $1.70; 29 x 5.00, $9.9 
tubes, $1.75; 30 x 5.00, $10.20; tubes, 
$1.80; 31 x vg $10. 65; tubes, $1.8 
32 x 5.00, $11 15; tubes, $1.90; 28 4 
5.25, $11.10; tubes, $1. 85; 30 x 5.25, 
$11.90; tubes, $2.05; 31 x 5.25, $12.25; 
gubee. $2.05; 29 x 5.50, $12.65; tubes, 


Same, 6 ply, 31 x 25, $14.70; tubes, 
$2.05; 30 x 5.50, $16.05; tubes, $2.35: 
30 x 6.00, $16.15; tubes, a 31 x 


6.00, $16.65; tubes, $2.30; x 6.00, 
$16.96; tubes, $2.40; 33 x 6. 0, $17.50; 
tubes, $2.55. 


Tire display racks, $10.00 each. 
Prices in all instances are each. 


WIRE CLOTH. 


First quality, black, 12 mesh, $1.65; 
first quality, galvanized, 14 mesh, 
$2.10; competitive quality, galvanized. 
14 mesh, $2.05: first quality, bronze, 
14 mesh, $5.60: competitive quality, 
bronze, 14 mesh, $5.50; first quality, 
copper, 14 mesh, $5.15. 

Prices are quoted for 100 sq. ft., 
f.o.b. dealer’s store and apply to 
orders of less than 20 rolls. Quota- 
tions are lower on quantity orders. 


WINDOW SCREENS AND SCREEN 
DOORS. 


Diamond E, —— 14 mesh 
wire, No. 01, $3.20; 1, $6.40; yt 
3, $8.40; No. yeep. Nc. 6. t10 
No. 7, $12.40; No. 8, $12.40. All Caces 
are net per doz. 

Diamond E, bronze, 16 mesh wire, 
No. 11, $10.40; No. 13, $12.40; No. 14, 
ogee No. 16, $14.40; No. 17, $16.40; 

18 $16.40. 


Continental galvanized, 12 mesh 
window _ screens, window screen 
frames, list prices; No. 1533G, $7.90 
doz. ; j No. 1824G, $8.20 doz.: No. 1833G, 
$8.70 doz.; No. 2433G, $10.20 doz.; 
wo 2437G, $10.70 doz.; No. 28 37G, 
$12.70 doz.; No. 3037G, $14.00 doz.; 
No. 3045G, $15.75 doz.; No. M3636, 
$9.35 doz.; No. M3684, $17. 00 doz. 

Continental screen doors, list aes: 
No. 241, 2,6x6-6, $2.85; 2, 8x88. 
2,8x6- 10, $3. 00; 2,8x7, $3. 05; ‘one. 10: 
$3. 15; 3x6-8, 2,10x7, $3.20; 3x1, $3.30 
each. No. 281, 2, 6x6- 6, $3. 02; 2,8x8-8, 
$3.15; 2,8x6- 10, $3.20; 2, 8x7, | $3.23; 
2, 10x6-10, $3. 30; 3x6- 8, 2, 10x7, $3.35; 
3x7, $3. 47 each. No. 988, 3,6x6-6, 
$3. 52, 2,8x8-8, $3.68; ety $3.75; 
2, 8x7, $3. 78; 2,10x6- 10, $3.90; 3x6-8, 
9) 10x7, $3.95; 3x7, $4. 05 each. No. 
288G13, 2,6x6-6, $3. 57; 2,8x8, $3.78; 
2,8x6- 10, $3.83; 2,8x7, $3. 88; 2,10x6- 10, 
$3.93; 3x6-8, 2l0xt, $4.05; 8x7, $4.15 
each. No. 313 3, 2,6x6- 6, $3.88; 2,8x8-8, 
$4.01; 2,8x6-10, $4.10; 2, 8x7, $4.15; 
2, 10x6- 10, $4.25; 3x6- 8, 2, 10x7, $4.30; 
3x7, $4.40 each. No, 314, 2,6x6-6, 


2, 8x8- 8, $6. 45; 2,8x6- 10, $6. 55; 2,8x7, 
$6. 67; '2,10x6- 10, $6.67; 3x6-8, 2,10x7 
6.88; 3x7, $7. 05 each. No. 555G14, 

6x6-6, $7.50; 2,8x8-8, $7.70; 2,8x6-10, 
$7. 82; 2,8x7, $7.9 3; 2 a. 10, $8.10; 
3x6- g, 2,10x7, $8.20; 7, $4.40 each. 
For screen doors in ster than reg- 
ular crates add 50c. per crate. 

Above prices on Continental win- 
dow screens, and screen doors are 
subject to a dealer’s discount of 50 
per cent. 
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AMERICAN STAINLESS STEEL CO. 








o Introduction Needed 


Every one knows 
++. appreciates ... Wants Stainless 
Steel Cutlery ... rust proof, tarnish 
proof, corrosion proof ... It never 
needs polishing and there is no plating 
to wear or peel off. 

@ The enduring beauty of a Stainless 
Steel blade rivals that of newly pol- 
ished silver ... The brilliant lustre 
lasts forever ... Stainless Steel is 
many times tougher than ordinary 
steel and withstands rough usage. 


@ The best known and finest makes 
of cutlery are obtainable in ‘‘Stain- 


less”’ in a variety of styles and prices 
. It is always easy to sell because 
it has an exclusive sales feature... 
PERMANENCE ... ‘‘Stainless’’ needs 
no introduction. 
Cutlery... Scissors... Razor Blades... 
Hammers ... Squares ... Rules ... Tapes 
... Golf Clubs ... Builders’ Hardware... 
Kitchen Tools ... Screws ... Nails 
. Skates... Bolts and Nuts ...are 
ideal when made of Stainless Steel. 
@ “Stainless” is available in a wide 
range of physical properties... 150 to 
600 Brinell and 60,000 to 250,000 pounds 
per square inch tensile strength. 


STAINLESS STEEL 


« % Genuine Stainless Steel is manufactured only under the patents of the * 








Pittsburgh | STAINLESS | Penna. 





COMMONWEALTH BUILDING 
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Once a 












a Maydole 


they are never satis- 
fied with any other. 

Good carpenters, 
machinists, and me- 
ehanies know there is 
no substitute for the 
balance, strength, and 
stubborn resistance 
to wear of Maydole 

Hammers. 


More than 87 years of honest American 

quality have built up a demand for May- 

dole Hammers that is of real value to 

you. Don’t let your stock get low, your 

jobber can supply you with the styles 
and weights you need. 


Write for a free supply of Pocket 
Handbooks 23 “C” 


m & 














Mavdote 
Hammers | 


The David Maydole Hammer Co..Norwich.NY 











3840 





| pressure is 


made 


Modernizing a Fifteen by Eighty Foot 


Hardware Store 
(Continued from page 40) 


for closer examination and inspec- 


tion. 
While Mr. Schneider is enthusi- 
astic in his praise for the installa- 


| tion as a whole he is particularly so 


with regard to the ledge display 
feature. While he holds the opinion 
that ledge display would prove a 
valuable aid to any store, he be- 
lieves that it is especially effective 
for small stores having limited floor 
space for open top display tables. 
In his estimation any ordinary 
article that can be sold from the 
tables can be just as readily sold 
from ledge display. One row of 
open top tables placed lengthwise to 
the store occupies the center of the 
floor with adequate aisles at either 
side between the tables and the wall 
fixtures. 

In response to an inquiry as to 
whether he had it to do over again 
would he then purchase the same 
modern equipment, Mr. 


type of 
said: “I couldn’t get 


Schneider 


along without it and I don’t see how 
any dealer can expect to really get 
anywhere under the handicap of 
obsolete or makeshift fixtures. It’s 
surprising too what the customers 


say about a modern store. You might 


not think that an up-to-date store 
would call for any complimentary 
remarks, but it certainly does. Few 
people who come in the store for the 
first time, fail to make some favor- 
able comment on its appearance. If 
they like it—that’s all that is neces- 
sary, for they are the people we are 
constantly striving to please. 

“As many women patronize this 
store as men and I feel sure that 
our modern equipment has had a 
favorable influence in securing their 
patronage. It stands to reason 
that women will stay away from old 
fashioned, ill kept and poorly light- 
ed stores. Even ‘men pay more 
attention to neatness and the gen- 
eral appearance of a store than you 
might think.” 





A MODERN POSTER ALPHABET 


(Continued from page 50) 


point like—A. In size it is very 
much like a common steel stub pen 
point and will fit in an ordinary 
pen holder; it has a little round 
dent on top which acts as a well or 
reservoir to retain and feed ink to 
point of pen. 

Q. How do they differ from the 
stub pen ?—A. The extreme point 
of pen is cut on a slant requiring 
that you hold pen handle on an 
angle of about 45 deg. when writ- 
ing. It makes a stroke the exact 
width of pen point and very little 
necessary to make a 
“perfect stroke.” 

Q. How many sizes are they 
in?—A. They are made in 
ten different sizes: 1, 11%, 2, 2%, 
3, 3%, 4, 4% 5, 5h. 

Q. Is it necessary to purchase 
the half sizes?—A. Not unless a 
great quantity of pen work is re- 
The sizes which are used 


quired. 
2, 3 and 4 


the most are Nos. 1, 


| (two or three dozen in assorted sizes 


would be ample). No. 1 makes the 
widest stroke and No. 4 is small 
enough for a price ticket 1 x 1% 
in. 

©. Is there any way to make the 
pens more flexible?—A. Yes; the 


erfect 
pies ng 


laster 


© a breaks 
or cracks 


in plaster 
walls —— 
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Shaplieghs 
Diamond Brand - 


Outing « 
Ss § 


Lust the thing for” 





temper may be removed by holding 
pen for a few seconds in the flame 
of a lighted match. 

Q. If the heavy shaded lines of 
letter are the exact width of pen 
stroke, how are the light hair lines 
of letters made?—A. The heavy 
shaded lines are made by holding 
pen handle at a slight angle having 
slanting point resting evenly on 
card. In this position draw pen 
toward you. The light or hair lines 
are made by holding pen handle 
straight upright and drawing side- 
ways toward you without pressure. 

Q. How often is it necessary to 
dip pen in the ink ?—A. The larger 
size pens will make from two to 
four letters and the size 
pens from six to eight letters with 
one dipping. \Vhat is the best kind 





smaller 


Bank Debits Show Increase 
for Week Ended April 2 


accounts, as re- 
3oard by 


Debits to individual 
ported to the Federal Reserve 
banks in leading cities for the week ended 
April 2, aggregated $17,698,000,000, or 
12 per cent above the total reported for 
the preceding week, and 13 per cent be- 
low the total reported for the correspond- 
ing week of last year. 

Aggregate debits for 141 
which figures have been published week- 
ly since January, 1919, amounted to $16,- 
809,000,000, as compared with $15,015,- 
000,000 for the preceding week and $19,- 
293,000,000 for the week ended April 2 
of last year. 


centers for 





of ink for the pen lettering?—A. 
Most of the show card colors are 
adapted for pen work; of course, 
the ink must be thinner than for 
brushwork. Never use anything 
but water in thinning ink. A little 
experience will soon tell you the 
proper consistency. If the ink is too 
thick or too thin it will not work 
properly. 

Q. Are there any other kind of 
pens like the Soennecken?—A. 
There are several different makes 
which are probably copied after the 
Soennecken pen but at best they are 
imitations. — 

Q. When the ink becomes dry 
and clogs the pen, how is it re- 
moved ?—A. By either holding the 
pen in the flame of a lighted match 
or leave it in a glass of water for a 
few minutes. 

The best way to practice pen let- 
tering is to use an ordinary compo- 
sition book which has lines already 
drawn. Have the alphabet in front 
of you and try to make each line 
more perfect than the last one. It 
is interesting to save some of the 
first attempts and by comparing 
them later you will be surprised to 
see the progress you have made. 

Another way is to place a piece 
of paper over the alphabet shown 
here (thin tracing paper) and care- 
fully trace over each letter with a 
pen that corresponds in size. 

Be 
down on the pen holder, as it will 
he impossible to get the necessary 


sure your fingers are well 


purchase otherwise. 


Why Do Employees Buy Stock? 

Employee stock ownership plans, writes 
Printers Ink, when they are formulated, 
are usually based on two expectations: 





yr 


Size Shown 
® dh on Each Box 


i Bakatax save your time by show- 
ing the tack size on the end of 
each individual box. There it is 
for the consumer to see without 
tearing open half a dozen boxes 
to find what he wants. And the 
modernly designed Bakatax dis- 
play box looks well on a promi- 








—> 
































It is hoped that the employees’ invest- | 


ments will prove profitable; it is hoped 
that their financial interest in the com- 
pany will lead to an improved morale. 


3ut why do employees buy stock? For | 


a number of reasons, of which two are 
probably outstanding: The 
hopes to make a sound and _ profitable 
investment; he hopes that the manage- 
ment will thrift faith in 
the company, and that this will be a fac- 
tor when increases in salary and more 
responsible positions are under considera- 
tion. 


note his and 


employee 


nent counter or table where it 
will remind consumers that they 
need tacks. Bakatax are rust re- 
sisting, sanitary and attractively 
blued. Just send a card giving 
your name and your jobber’s 
and you will receive samples 
of Bakatax. Geo. Baker & Sons, 
Inc., Brockton, Mass. 


ALEVE TET 
Send fora FREE SAMPLE 
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WHAT’S YOUR 


SYSTEM? 


There are three ways 
of conducting a busi- 
ness .. . by RULES 
.. . by HUNCHES 
... and by FACTS. 
Rules change .. . 
hunches go sour... 
but FACTS, bitter 
and sweet alike, 
march on in a never 
ending, impregnable 
Best 
them. 


procession. 
march with 
You move faster and 
with more certainty. 
For over three-quar- 
ters of a_ century 
HARDWARE AGE 
has presented, week 
by week, the Facts of 
the Hardware Trade. 
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andy Packages of 
AMERICAN SCREWS 


bring increased sales / 


You no longer need to count and 
wrap American Screws — the ten 
leading sizes are now packed in an 
attractive display carton — sixty 
packages in each. 


Put a carton on your counter or 
open display table— the customer 
picks out the kind of screws he 
wants — hands you a nickel for 
each package — you sell more 
screws and make more 
money in less time. 


95k Tie 

© 3 . 

é é Ask your jobber to show 
te = you the new display carton. 
WOOD TIRE STOVE MACHINE 
SCREWS BOLTS BOLTS SCREWS 


AMERICAN SCREW CO 


PROVIDENCE,.R.I.,U.S.A. 


WESTERN DEPOT,225 WEST RANDOLDH ST,CHICAGO,ILL. 


Put lt Together With Screws 











] 
| 


| 











Hawley-Smoot Tariff Bill Conference 
Approves Rates on Hardware Items 
By L. W. MOFFETT 


(Washington Bureau of HARDWARE AGE) 


Conferees on the Hawley-Smoot tariff bill disposed of 
the metal schedule rates in three days last week and those 
applying to hardware items which will become part of the 
new law, assuming there is no deadlock and the measure 
is signed by_the President, were the object of virtually no 
discussion. There was about as much yielding on the part 
of one side as the other. There were a number of com- 
promises. It is partially due to the compromising factor 
that the conferees have made such good progress on the 
bill. Should the present rate of speed be maintained there 
is good reason to believe that the bill will be disposed of 
by the end of April or the forepart of May and be sent 
to the President for his signature. There are warning 
signs ahead, however. The administrative features plainly 
are going to be the object of some rather warm debate. 
Especially is this true of the flexible and debenture pro- 
visions. Yet it is thought there will be some sort of agree- 
ment to prevent a deadlock, a development that is not at 
all expected, and one that might have serious political 
results on the Congressional campaign now getting under 
way. It is also thought that the only thing that would make 
the President resort to a veto would be maintenance of 
the debenture to which he is strongly opposed. 

Among interesting actions taken by the conference on 
hardware items was agreement to the House rate of 30 per 
cent on forks, hoes and rakes, except hayrakes. The 
Senate, apparently thinking it was a gesture to the farmer, 
had put these items on the free list. Aluminum utensils 
were given a combination rate of 8'4c. plus 40 per cent, 
a compromise between the House rate of llc. plus 55 per 
cent and the Senate rate of 25 per cent. The conference 
eliminated the additional duty of 10 per cent carried in the 
House bill on all household and table utensils containing 


electrical heating devices. Penknives, pocketknives, clasp 


| knives, pruning knives, budding knives, erasers, and mani- 
cure knives, valued at not more than 40c. per dozen, were 


given the Senate duty of lc. each plus 50 per cent. The 
House rate was 2c. each plus 50 per cent. 
Other conference rates adopted follow: 


Conference Senate Rates House Rates 


Lighting fixtures, 


per cent. ..... 40 40 50 
Drills, bits, etc., 
per cent...... 45 40 50 


Basket clause, 
iron and steel, 
lead, copper, 


per cent...... 45 40) 50 
Fourdrinier wire, 
per cent...... 50 40 55 


Manicure and pe- 
dicure nippers, 
per cent. ..... 60 60 

Razors and parts, 
(additional to 
specific rates) . 

Pliers, pincers 
and _ nippers 
per piece plus 
per cent, valued 
at not more 
than $2 per 
Oe ec ess es 


10c. each plus 60 


30 30 45 


10c. plus 60 


5c. plus 60 60 
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Valued at more 
than $2 doz.. 
Aluminum, scrap 
and alloys, Ib. 
Aluminum sheets, 
bars, plates, lb. 7c. 3:5. 9c. 
Muzzle loading 
muskets, shot- 
guns, rifles, 
DOTS 6 fee .ia 
Shotguns, rifles, 
combination 
shotgun and 
rifles: Valued 
at $25 to $50, 
oe ot ee 
Valued at more 
than $50, each. 20% & 45% 
Parts and fit- 
tings for pis- 
tols and revol- 
VELGN as ase 50% & 55% 50% & 55% 


* * * 


10c. plus 60 60 20c. plus 60 


3.5¢. Ze: Se: 


Free I‘ree 


$10& 45% $10&45% $10&45% 


20% & 45% 10% & 45% 


$2 to $3.50 each 


Representative M. Clyde Kelly, one of the authors of the 
Kelly-Capper price standardization bill, told HARDWARE 
“ AcE last Thursday that there are good prospects that the 
House Rules Committee can be prevailed upon to bring 
out a special rule and bring about consideration of the bill 
on the House floor within two weeks. The bill now is on 
the calendar. It still is the opinion of Mr. Kelly that if 
the bill is made the object of a special rule that it will be 
passed. Doubt has been expressed, however, that it could 
be passed by the Senate at the present session. 


* * * 


Investigation of the comparative selling prices of chains 
and independent dealers in an agricultural region recently 
was begun by the Federal Trade Commission in connection 
with its chain store inquiry. A comparatively small city, 
Des Moines, Iowa, has been selected as the center of the 
next study. The program for Des Moines also contemplates 
a study of the comparative prices of chain and independent 
stores in a number of smaller towns within the Des Moines 
wholesale area. 

A preliminary survey of Des Moines was begun by a 
small field force. This crew has divided the city into 
districts for pricing, to make the necessary contacts with 
wholesalers and chain stores, ascertain the items handled 
by both chain and independent retail dealers in several 
lines, prepare lists of items brought direct through whole- 
salers, and take other necessary steps preparatory to the 
actual pricing work. As soon as this preliminary study 
has been completed the staff will be increased to the size 
necessary to carry on this work. 


k Ok Ox 


The golf, baseball, and general athletic goods industries 
have been authorized by the Federal Trade Commission to 
hold a trade practice conference Wednesday, May 7, at 
White Sulphur Springs, W. Va., in the Greenbrier Hotel. 
Representing an estimated annual sales total of $75,000,000, 
these manufacturers produce such articles as golf balls, 
golf clubs, baseballs, baseball gloves, bats, uniforms, foot- 
balls, basketballs, and tennis and boxing equipment. Most 
of their plants are situated in New Hampshire, Massa- 
chusetts, Rhode Island, New York, “Ohio, Michigan, [Illi- 
nois, Kentucky, Missouri and Wisconsin. The purpose of 
the conference is to adopt rules for the elimination of un- 
fair methods of competition, including tying contracts, 
misrepresentation in advertising and commercial bribery. 











The 
NEW 


TRADE MARK REGO 


DISHMOPS 
with Colored 
Handles 


15¢ 










15 Repeat 
Orders from One 


Well Known Jobber 


During the First Nine Months! 


DUX Dishmops have made a hit—Retailers are 
keeping their Jobbers busy with orders. 


One of the best known jobbing houses in New York 
has repeated 15 times, some orders totaling 9 gross. 


DUX Dishmops (with their COLORED HANDLES) 
are big sellers. Good jobbers will find our proposi- 
tion decidedly profitable. 


A superior Dishmop is a household necessity. DUX 
Dishmops are superior: They combine the advan- 
tages both of DISHCLOTH and MOP. Mop is good 
quality white cotton, securely stapled to SIDE. 
Handle is 12” long, beautifully lacquered in Blue, 
Green, Yellow, Red or Clear. DUX Dishmops have 
been thoroughly tested and approved by the “Pris- 
a Proving Plant” and “The Household Search- 
ight.” 

They sell readily at 15c. each. Unequalled for wash- 
ing dishes, cleaning tubs and basins, dusting, and 
many other uses. Jobbers write for SAMPLE MOP 
and Prices. 







RETAILERS 
| This Display Stand 


FREE 
With Initial Order 


With your initial order 
your jobber will send 
(FREE) an attractive 
metal Display Stand 
which holds and dis- 
plays a dozen of these 
COLORED  Dishmops. 





They are easily hung 
up by the hole in the 
end of the handle, and 
the different colors 
make a striking display that gets instant attention 
and makes sale after sale. Packed 1 dozen of one 
color, or assorted, to the package. 


If your Jobber hasn’t stocked DUX Dishmops, send 
us his name on your letterhead and we will see that 
you are supplied. 


DUX DISHMOP COMPANY 
55 North Second Ave. 
Mount Vernon, N. Y. 
Western Office: 519 Call Bldg., San Francisco, Cal. 
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There Will Be In 1930 








OVER 200 ; 000 CHANCES 
To Sell These Floor Checks 





Rixson* Junior 
Double Acting Floor Check 


Construction Statistics forecast 213.342 
new residential buildings for 1930. In each 
one, where an interior door is to swing both 
ways lightly, and close automatically with- 
out that objectionable flip-flap action, there 
will be a positive need for Rixson “Junior.” 


When you stock and sell the “Junior” you 
are giving even the modest home the advan- 
tage of the fine hardware design for which 
all Rixson specialties are famed. The known 
efficiency which has put Rixson Checks in a 
majority of the finest office buildings, nation- 
ally known sky-scrapers and the most im- 
posing moving picture theaters, is built into 
this lower priced lighter duty device. John 
Doe’s pantry door will be in no way inferior 
to the entrance of the Paramount Theater in 
New York. 


We said over 200,000 chances to sell the 
Rixson “Junior” Check. Add to this those 
buildings in which two or more floor hinges 
will be used. This paints the profitable pic- 
ture in true colors. 









SEE.OUR “% 
| Catalogue 


SWEETS 


Or, write for full catalog information 


THE OSCAR C. RIXSON COMPANY 


4450 Carroll Ave. Chicago, IIl. 
New York Office: 101 Park Ave., N. Y. C. 


Philadelphia Atlanta New Orleans Los Angeles Winnipeg 














Builders’ Hardware 


Overhead Door Checks Casement Operators & Hinges 
Floor Checks, Single Acting Concealed Transom Operators 
Floor Checks, Double Acting Adjustable Ball Hinges 
Olive Knuckle Hinges Butts, Pivots and Bolts 
Friction Hinges Door Stays and Holders 














‘Het of the Nail Ke 








Little yarns that others have laughed over 
culled from various sources. As a contem- 
porary puts it: “Some of them have been \ 

copied, the rest will be.” 


Smith: “What’s your opinion] “Ycu say,” thundered the at- 

of civilization?” |tornéy, “that at midnight you 

Brown: “I think it a good} were cleaning out the office and 

idea. Somebody ought to start | eight masked men brushed past 

i” you and went on into the vault 
— room with revolvers drawn? 

“Yah,” said Ole. 

“And a moment later a ter- 
rific explosion blew the vault 
door off, and the same men 
went out past you carrying cur- 
rency and bonds?” 

“Yah,” said Ole. 

“Well, what did you do 
: then?” 

“Ah shuah does pity you,” “Aye put down my mop.” 
said a colored pugilist to his “We tet deh what did you 
opponent as they squared off. do?” - 
Ah was born with boxin Wah: Ave sey to uwedt: Te 
gloves on. s a 

a - bane queer way to run a bank. 

Maybe you was,” retorted 
the other, “and ah reckon you's 
goin’ to die de same way.” 


Politician: “Congratulate me, 
dear, | got the nomination.” 

His wife: “Honestly!” 

Politician: “Why bring that 
up? 


Employer (to applicant for 
a position, who has handed in 
testimonials from two minis- 
ters) : “We don’t work on Sun- 
days. Haven't you a reference | eee 
from someone who sees you on | 
week days?” | 





| 
She—“This dining room table | 
goes back to Louis XIV.” 
He—“That’s nothing. My 
whole sitting-room set goes back | 
to Sears-Roebuck on the fif- | 
teenth.” 





A buxom Irish girl ap-| Business man in heaven: “It’s 
proached the manager of the | aes ; 


. . . .,| not that I mind the harp play- 
carnival sideshow and said: “I}. Ahead 
|ing, you understand. It’s just 


want to speak to the Hindoo | ? ‘ 
Mystic Plea " tell bose ab ge] oe I can’t see any future in 


her sister Bridget calling.” 


A bleary-eyed man entered a 
| savings bank and hurried to the 
teller’s window. “Lemme have 
two cases right away,” he said, 
pushing two fifty-dollar bills 
through the grating. 

“What do you mean? Two 
|cases of what?” replied the 
| teller. 


| 
| 


“Jim is a tremendously con- “Hanged if I know what 
vincing talker; don’t you think | name you give it, but I saw a 
so?” | sign outside that said ‘four per 


“T did until I heard him try | cent,’ and I'll drink whatever 
to talk back to a traffic officer.” | it is.” 
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At a lecture the speaker | 
orated fervently: ‘He drove | 
straight to his goal. He looked 
neither to the right nor to the 
left, but pressed forward, moved 
by a definite purpose. Neither 
friend nor foe could delay him 
nor turn him from his course. 
All who crossed his path did 
so at their own peril. What 
would you call such a man?” 

“A truck driver,” shouted a 
voice from the audience. 












\ { 
" 
\. 
A sweet young thing in dis- 
tress came in and said: “I’ve 
broken my glasses. Do I have 
to be examined all over again?” 
“No,” said the oculist, “just 

your eyes.” 


Superintendent: “It is our 
custom to let a prisoner work 
at the same trade in here as he 
did outside. Now, what is your 
trade—shoemaker, blacksmith, 
or—” 

Prisoner: “Please, sir, I was 
a traveling salesman.” 


A chap was rattling along a 
country road in his flivver when 
he overtook a girl who was 
crying. He stopped and asked 
if he could help her. 

“Yes,” she said, “please give 
me a lift. I was in a Lincoln 
car with a man, and he tried 
to force me to kiss him and I 
wouldn't, and he told me to get 
out and walk.” 

“All right, jump in,” said the 
stranger. The girl sat in the 
rear seat, and the car bumped 
and jerked along. Finally she 
could stand it no longer, and 
leaning over tapped her bene- 
factor on the shoulder. “I’m 
sorry, but you'll have to let me 
out,” she said. “I’d rather be 
kissed in a Lincoln than shaken | 
to pieces in a Ford.” | 





’ 





A backwoods mountaineer one 
day found a mirror which a 
tourist had lost. 

“Well, if it ain’t my old 
dad,” he said, as he looked in 
the mirror. “I never knowed 
he had his pitcher took.” 

He took the mirror home and 
stole into the attic to hide it. 
3ut his actions didn’t escape his 
suspicious wife. That night 
while he slept, she slipped up 
to the attic and found the mir- 
ror. 

“Hum-um,” she said, looking 
into it, “so that’s the old hag 
he’s been chasin’.” 


John: “Teacher, can someone 
be punished for something he 
didn’t do?” 

Teacher : “Why, no, of course 
not.” 

John: “Well, I haven't done 
my arithmetic.” 


3eggar (standing on the cor- 
ner): “Could you give a poor 
cripple enough for a cup of cof- 
fee and a sandwich?” 

Good Old Lady: “Why, my 
poor man, how are you crip- 
pled?” 


Beggar: “Financially, lady.” 


Teacher (showing the class a 
picture of Washington crossing 
the Delaware) : “Now, can any 
little boy or girl tell me the 
name of this picture?” 

Small voice in the rear: 
“Sure, ‘Sit down, you're rock- 
ing the boat.’” 


“Are you. sure folks 
know I’m coming home to din- 
ner with you?” 


your 


“They ought to. They ar- 
gued with me a whole hour 


over it.” 


“Yes,” said the specialist, as 
he stood at the bedside of the 


sick purchasing agent, “I can 
cure you.” 

“What will it cost?” asked 
the sick man, faintly.” 

“Five hundred dollars.” 

“You'll have to shade your 


price a little,” replied the pur- 
chasing agent, “I had a better 
bid from the undertaker.” 


—AND, ALL JOKING ASIDE 


Principles of Influence— 

The way to get the other fel- | 
low to do what you want him to | 
do, is: 

First—Find 


what he | 
wants to do and see if| 
what you are suggesting 
will help him achieve it. | 
Second—Really like him, | 
really think of him as your { 


out 


ally, not your opponent. 

Third—Understand him. 

Fourth—Believe heartily in 
what you are trying to do. 

Fifth—Open your mind to the 
ideas of others, letting their 
ideas mix with yours, to 
work out something mu- 
tually helpful. 

—The Brooklyn Demonstrator. 








FOR REPAIRS 


Is selling season 
with a TURNER 


Hardware merchants everywhere are now selling items 
needed for repair work. The TURNER No. 35 sells imme- 
diately when its superior features are shown. 

The No. 35 TURNER is generated in one-fifth of the time 
required to generate an ordinary blow torch. The working 
blast can be turned on and off at 
will. The No. 35 operates very satis- 
factorily when exposed to wind or 
rain. That makes it all the more 
desirable for the garage man, me- 
chanic or home owner. 


Send Coupon for Catalog 


By filling in and returning the coupon at- 
tached hereto, you will receive the TURNER 
catalog. This catalog displays the full line of 
blotorches and firepots. 

The person who inspects the No. 35 
TURNER wants one. IT HAS NO DRIP CUP. 
A patented generator delivers an intense blue 
flame to the undervein. Its generator acts as 
a pilot light when the working blast has been 
turned off. 

The TURNER No. 35 is a time saver on all 
It is a fast seller in the present 
Send the coupon attached 
and your discounts. 





occasions, 
“repair season.” 
hereto for your catalog 


THE TURNER BRASS WORKS 
801 Park Ave., Sycamore, IIl. 
Western Pranch—1284 Sunset Blvd. 
Los Angeles, Cal. 






TURNER <-, 
TURNER GASOLINE 





Please send me complete information and 
prices 

Name 

Addvees ...... 
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My Jobber Is 
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Instantfreese Machine 


Stover Signal Engineering Co., 252 Mil- 
waukee St., Milwaukee, Wis., offers the 
trade its Instantfreese Ice Cream Machine. 
With this machine, the manufacturer says, 
frozen desserts may be made in less than 
30 seconds, with just a few turns of the 
handle. 

Instantfreese is a complete unit in itself, 
12% in. in length, 7 in. wide and 834 in. 








in height. There are only two moving 
parts—the cylinder and the receiving tray. 
To operate it the freezing cylinder is 
packed with ice and salt, and the machine 
is ready for use. The exterior finish is 
white lacquer enamel, the receiving tray 
is made of German silver, and all the other 
parts are of special alloy coated with spe- 
cial dairy metal. Freezing cylinder has a 
capacity of 6 lb. of cube or cracked ice, 
and 3 cups of rock salt. 

The lower compartment in the machine, 
where the liquid to be frozen is taken up 
by the cylinder, has a capacity of about a 
pint of liquid. If more than a pint of 
any mixture is to be frozen, the supply 
of liquid is replenished until sufficient des- 
sert is made. With this feature it is pos- 
sible to give guests the choice of various 
flavors at the same time. 


O-Cedar Spray 


O-Cedar Corp., 4501 South Western 
Ave., Chicago, IIl., is offering the trade 
O-Cedar Spray, a powerful insecticide that 
kills moths, flies, roaches, mosquitos and 
all other household insect pests. 

This new spray is an oil product having 





a pleasant oil of cedar odor, which is clean 
and fragrant. Although this product is 20 
per cent stronger than recognized stand- 
ards, assuring swift, sure death to insect 
pests, it is said to be absolutely harmless 
to human beings. It is stainless and will 





not rust or corrode metal, the manufac- 
turer says. 

O-Cedar Spray is put up in an attrac- 
tive green package of modern design. A 
spray gun is also furnished in the same 
color and design. 





Desolvo Clogged Pipe Cleaner 


The Chamberlain Co., Pittsburgh, Pa., 
offers the trade a product known as De- 
solvo, for clearing clogged pipes. It is 
thoroughly mixed before packing and can 
be used with cold water. The manufac- 











turer suggests its use before pipes clog 
with grease and refuse as a preventive 
measure. 

This product is offered as a means of 
keeping drain pipes free from odors and 
impurities. It is a special strength prod- 
uct and is said to generate more heat be- 
cause of this feature, causing a fast, power- 
ful and safe action in pipes. 





The Everlite Gas Lighter 


Amico Novelty Co., 40 W. 33rd St., New 
York City, offers the trade the Everlite 
Gas Lighter. The manufacturer says that 
this lighter is absolutely harmless to skin 
or clothing, but that it will instantly ig- 
nite all inflammable gases, both natural and 
artificial, whether used in gas ranges, gas 
heaters, gas tips, gas maritles, gasoline 
torches, acetylene torches, carbide lamps, 
alcohol lamps or canned heat products. 
The spark tips, which are renewable, are 
said to be good for over 1500 lights. 

These lighters are packed two dozen 
in a box that makes a handsome counter 
display. With a specially designed loop, 
which also serves as a bottle opener, canned 
heat covers may be hooked and handled 
with safety, and the heat products can be 
safely stowed by use of this loop. 


> evetirry 
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Evansville Vanadium Hammers 


Evansville Tool Works, Inc., Evans- 
ville, Ind., has announced its new Vana- 
dium Steel Nail Hammer, which has been 
produced to enable the independent retailer 
to compete with mail order houses and 





chain stores. This hammer is made to 
give the retailer his customary discount. 

This hammer is made of tough, fine 
grained vanadium alloy steel and is per- 
fectly balanced. Each head is individually 
tempered and tested. The head is firmly 
held by a patented S wedge. It has a 
handle of highest grade white hickory, 
shaped for comfort and firm grip. The 
size is 1% and the weight is 16 ounces. 

The Evansville vanadium hammer is 
packed in boxes of six, and each box makes 
an attractive counter or table display. 
There is an attention-getting price card 
with each box. 


American Self-Heating Iron 


A new gasoline heated flat-iron is an- 
nounced by the American Gas Machine 
Co., Inc., Albert Lea, Minn. This iron 
is very simple in method of operation, and 
the manufacturer claims perfect odorless 
combustion, correct distribution of heat and 
extra heat supplied to the point of the 
iron as features of the product. 








The No. 66 American iron is generated 
and lighted in less than half a minute by 
means of a miniature alcohol torch. It is 
lighted by a simple, practical and easy 
method. This model iron is finished in 
pale green porcelain enamel and_ nickel 
plate. Its wooden handle is finished in 
green baked enamel. 
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To the Young Man 
Behind the Counter ! 


When asked by a customer why a 


Jennings bit costs a little more, the boss 
has a ready answer; he grew up with 
Jennings quality. But to help you 
younger men who have not had this 
chance, we give the reasons why skilled 


carpenters prefer the Jennings: 


l Extension lips filed thin for clean 
* cutting. 


2 Spurs of compass-like accuracy. 


3 Feed screws with clean, sharp 
* threads. 


4. Sharp cutting edges that stand 
° up. 
The “double twist” . . . a success 


for 75 years. 


6 Throat shaped for ample chip 


clearance. 
7 The full name that identifies the 
* genuine. 


Jennings bits are built for serious work and 
are at their best in hard wood, where accurate 
holes are important. They are inspected with 
extreme care, and before leaving the factory 
each one is hickory tested. 


Russell Jennings Mfg. Co. 


Chester, Connecticut 


Russell oft Ferunine 
AUGER BITS 





























The Famous Masonie 


Temple, Detroit, Mich. 
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—selected the finest! 


Lawson - Milwaukee 
Spring Hinges—select- 
ed for excellence in 
material, workmanship 
and finish. In every 
way measuring up to 
the high standards de- 
manded by this struc- 
ture of outstanding 
beauty. 

You'll make more 
money with this line of 
established reputation. 
Compact and complete 
—it satisfies all your 
requirements. Write 
for the catalog and 
prices. 








Lawson - Milwaukee 


Spring Hinges 


MILWAUKEE STAMPING CO. 


MILWAUKEE, WIS. 


SALES ROOMS AND WAREHOUSES 


Milwaukee Stamping Co., 416 Broadway, New York, N. Y. 
Milwaukee Stamping Co., 230 W. Superior St., Chicago, Il. 

C. E. Harris, 120 Pearl St., Boston, Mass. 

Arthur R. Bodmer, 323 Kelso St., Harrisburg, Pa. 

F. J. Allen, 202 Balter Bidg., New Orleans, La. 

J. H. North, 1002 Woodlawn Ave., Dallas, Texas. 

R. F. Bevers, 521 30th Ave., Seattle, Wash. 

F. W. Jonas, 320 E. 3rd St., Los Angeles, Cal. 

T. Mortimer & Co., 64 Wellington St., West, Toronto, Ont., Can. 
Chas. T. Walker, Ltd., 507 Coristine Bldg., Montreal, Que., Can. 





KEEP YOUR STOCK COMPACT 
Buy the complete line of — 


Lawson-Milwaukee Spring Hinges 





























HARDWARE AGE for APRIL 17, 1930 





Airstat Humidifier 


Airstat Humidifiers are offered to the 
trade by Peter Gray & Sons, Inc., Cam- 
bridge, Mass. These appliances are oper- 
ated in a simple manner and are of par- 
ticular interest as they have no moving 
parts and are available in sizes to fit most 
radiators. 





This appliance introduces moisture into 
the air in amounts proportional to the 
heat given off from the radiator. This 
gives satisfactory humidification when each 
radiator is equipped and distributes it with 
the circulation of the heated air. Airstats 
apply moisture to heated air because the 
heated air rises directly through the wick, 
absorbing moisture in large quantities as it 
passes through. 

These humidifiers are substantially built, 
and the only replacements necessary are 
wicks, which may be used many times, 
needing only an occasional washing. The 
water compartments are of seamless brass 
and cannot corrode, the manufacturer 
states. They need only a cleaning about 
once in a season. These appliances are 
available to the trade in olive, aluminum 
and gold finishes. 


Nesco Dubl-Hot Burner 


The Nesco Dubl-Hot Burner is part of 
the equipment in all De Luxe Models of 
kerosene stoves and ranges made by Na- 








| tional Enameling & Stamping Co., Inc., 


9 Twelfth St., Milwaukee, Wis. 

This burner quickly produces a heat of 
great intensity and will make faster and 
heat faster than the standard type burner, 
according to the maker. It is claimed that 
the burner will heat kettles, boilers and 
flat-irons in half the time required by the 
standard type burner. Stoves with three 
or four burners are available with all Dubl- 
Hot burners or combination of Dubl-Hot 
burners and standard burners. 





An extra volume of blue gas contact is 
produced by this type burner. It brings 
no soot or odor and is blue, clean, smoke- 
less and in direct contact with utensil, ac- 
cording to the manufacturer. 


Hoover-Konate Compound 
The Hoover Co., North Canton, Ohio, 


has announced Hoover-Konate, a moth- 
proofing compound. This product is of- 
fered to the retail trade for the first time, 
although commercial establishments have 











used this same compound. with success for 


the past four years. 


This substance is a liquid of two chief 
ingredients. It is said to make fabrics 
treated with it so unpalatable that moth 


| larve will not eat the cloth treated with 


it. The Hoover Co. offers it as a five-year 
moth-proofer, as it has proved to be ef- 
fective that long in laboratory tests. 

It is claimed for this product that it is 
invisible and inodorous after drying, and 
that it will adhere like a dye-stuff. This 
solution is not used in water and is not 
affected by water. The compound will not 
dust off and it is not affected by brushing, 
steaming or vacuum cleaning. It can only 
be removed by dry cleaning or excessive 
washing in soap, says the manufacturer. 

Quart, one gallon and five gallon con- 
tainers are available to the trade. 


Bringing a Century | Old Hericue Sie Up-to-date 


store and is said to pay big divi- 
dends. Frequently, according to 
the proprietor, women will be found 
interested in many articles which 
are naturally associated only with 
men. Shot guns, electric grinders 
and motor boats, were some of the 
articles specifically mentioned as 
having been sold to women. Two 
mediums are utilized to encourage 
women store visitors. One is the 
use of frequent specials in small, 
inexpensive articles of kitchen or 
household nature. Such bargains 
bring many women into the store, 
where once inside, they are likely 
to purchase other articles attrac- 
tively displayed. The “specials” 
are featured in the show windows 
as well as through stressed interior 
display. The second attraction for 


women visitors is a gift department 
located on the second floor, which 
has a strong appeal. 
giftware 


Much of the 


and related china and 


(Continued from page 39) 


glassware is selected by Mrs. Am- 
mann, assuring a woman’s good 
taste—a decided asset. Due to the 
unusual construction of the upper 
floors, a circular stairway was neces- 
sitated to the gift department. 
When first erected, the stairway 
had an open iron grill work balus- 
trade at its sides. In this form, 
women objected to ascending it. 
When the sides were inclosed with 
metal sheets, this objection was ef- 
fectively eliminated and no remon- 
strance to the climb is now voiced. 
The farming section adjacent to 
Riverhead is very prolific for truck 
gardening. Cauliflower and pota- 
toes are the two most important 
crops. 

Mulch paper and paper “hotcaps” 
for stimulating plant growth, con- 


serving moisture and_ retarding 
weeds, are two new gardening 


items which appear to hold much 
of promise for the firm. 


Frank Tatum and John Godam- 
sky are Mr. Ammann’s live wire 
assistants. Both are well versed in 
every phase of the business and are 
‘‘on their toes” every minute, build- 
ing good will for Ammann’s. The 
small boys and girls of Riverhead 
are all Ammann boosters, for the 
store exhibits a friendly attitude 
toward them. They are made to 
feel at home and are never slighted 
so far as attentions are concerned. 
Inexpensive gifts, such as marbles 
or small candles for their birthday 
cakes, serve to impress Ammann’s 
as a friendly store in children’s eyes. 


From the foregoing the reader 
can surmise that Ammann’s is a 
hundred years young. Its facilities 
and policies make youth readily ap- 
parent. The store is now efficiently 
prepared to make real progress and 
moreover it is now forging ahead 
—for it’s never too late to re- 
juvenate. 
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RICH 
LADDERS 


RICH safe, spruce lad- 
ders are strong, light 
weight and exceptionally 
durable. Highest quality 
throughout. Made of 
clear, well seasoned, 
straight grain West Coast 
spruce. Rounds are made 








‘from carefully selected, 
thoroughly seasoned sec- 
ond growth hickory. Ends 
are treated by a patented 
creosoting process which 
prevents the rounds from 
shrinking or rotting. All 
RICH spruce ladders are 
made under = specifica- 
tions which have been 
approved by the Ameri- 
can Society of Safety En- 
gineers and the U. S. 
Department of Labor. 
Write for catalog and 
prices. WE PAY THE 
FREIGHT. 





























TRADE MARK 
mCMPATD 
RUNGS 
SAMPSON The Rich Pump & 
Windlass can be at- Ladder Co. 


tached. Lengths 18, 
20 and 22 feet. Auto- 


matic lock. Cincinnati, Ohio 





























The new Griffin PER- 
FECTION Screen Door 
Hardware Set No. 1740 
offers improved de- 
sign, superior quality 
and efficiency at an 
appealing price. Ask 
for our new folde: 
which illustrates and 
describes this latest 


GRIFFIN product. + ~ 


(GRIFFIN 


nufacturing Company 


ERIE, PENNSYLVANIA 

















Branch Offices— 


NEW YORK: 45 Warren St. BOSTON: 76 Batterymarch. 
CHICAGO: 555 W. Randolph St. SAN FRANCISCO: 703 Market &. 
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a Money Maker 


@ Consistent demonstration will prove the 
Toledo Steel Horse to be one of the fastest 
selling specialties a herdware, mill supply or 
construction equipment dealer can handle. 


@ Appeals to contractors, road builders, 
city and county departments, public utilities 
and manufacturing plants. Thousands now 
used for a wide variety of purposes. 


@ Folds compactly, easily erected in 30 
seconds, fits standard sized lumber. Absolute- 
ly rigid—supports enormous loads with per- 
fectsafety. Made in 8 heights—18 to 60 inches 
—their MODERATE cost is quickly absorbed by 
their many time and material saving advantages. 


Nationally advertised—the dealer discount 
is attractive ... Write TODAY for details. 


The Toledo Fressed Steel G 





Save with Steel 


Manufacturers of Toledo Torches 
— the best highway safety light. 











Ironing Boards 


Peru Basket Co., Peru, Ind., offers the trade the Wonder Iron- 
ing Board and the Leader Ironing Board. The Wonder Ironing 
Board is of simple construction and is easily opened and closed. 
It can be locked to prevent opening when storing, and will not 
close while in use, according to the manufacturer. This model 








ts OPENS 
AGAINST POSITIVE 
TRUSS RODS STOP 
RIVETED - - —— : 
TO TOP =< =—$ 2 = ———— 









ONE-PIECE 
TRUSS ROD 
} THAT WILL ALWAYS 


a a 


ROOM FOR CLOTHES 
BASKET 
















stands 31 in. high and measures 12 in. by 48 in. on the top, and 
has legs of hardwood and top of selected soft wood. It is shipped 
two to the bundle, and the weight is 120 Ib. per dozen. 

Leader Ironing Board has the same dimensions as the Wonder 
model, but weighs only 110 lb. per dozen. It can be had in any 
size top desired. There are two metal locks with two adjust- 








ments for height. The legs are riveted to the top with steel 
stamping, and are made of yellow pine with rounded corners. It 
has a top of soft wood. The special model is offered, which 
corresponds to the Leader, except that it has a wooden lock in 
place of the metal lock. 


Zee and Zalo Tissues 


Crown-Zellerbach Corp., 
534 Battery St., San Fran- 
cisco, Cal., offers the trade 
two new brands of bath- 
room tissue, known as Zee 
and Zalo. 

Both brands are made 
very soft and have high 
A absorbent qualities as the 
HW result of special treatment, 
according to the maker. 
The tissue is rolled in 
wrappers of a modernistic 
design, colored in pastel 
jade and cerise. A special 
inner wrapper around the 
rolls preserves the cleanli- 
ness of the product. Zee 
tissue is of ivory tint and 
Zalo is of snow white 
color. Zalo brand is the 
better grade of the two 
brands and commands a 
higher price than the other 
quality. 
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SIARI THE 
CHENEY NAILER 
SALES MAKER 
SELLING FOR YOU 


The Cheney Nailer Sales Maker is a new, viril 
sales producer, based on the idea that if you 
can get people to try a good thing once—they 
will buy. This is just what the Cheney Nailer 
Sales Maker does. It is the strongest, most 
compelling hammer demonstration-display ever 
presented to the hardware store. 
It makes your customers buy Cheney Nailers. 
Send—now—today for a Cheney Nailer Sales Maker 
carton. 

Packed in the carton are: 

10—16 ounce Cheney Nailers No. 938 

2—20 ounce Cheney Nailers No. 937 

1—16 ounce Cheney Nailer No. 938—chained to 

display for demonstration. 
1—Cheney Nailer Display Demonstrator ready for 


use. 
Don’t fail to order this business producing carton— 
now. 





CHENEY NAILERS AND HAMMERS ARE NOT SOLD 
TO MAIL ORDER HOUSES OR CHAIN STORES 
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Industy) calls 
SALLEE HANDLES 
to Every Port ! 


NDUSTRIAL engineering is a 

world traveler. No country— 
no continent can confine building, 
mining and dredging to its bounda- 
ries. Thus every port receives 
freight-laden ships bearing men, 
machinery and fleet white hickory 
handles to tear away, build, or re- 
build the landmarks of that empire. 

Wherever the freight ships go 
Sallee handles ride as tool handle 
cargo—thoroughly tested, graded 
and qualified for gruelling work in 


any climate. 


Recent shipments Of Sallee sec- 





ond growth hickory handles in 





standard and special lengths have 





gone to Canada, South America, 





Africa, Australia and the West 





Indies. 





























Write for price lists and grading sheets. 


SALLEE BROS. 


, POCAHONTAS, ARK.,, 






“Years’ experience in handle 
making—from tread mill to mod- 
ern plant production.” 
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April Issue of 
The Columbian Crew 


The April issue of The Columbian 
Crew has been published by the Colum- 
bian Rope Co., Auburn, N. Y. This 
attractive little paper has covers printed 
in several colors. In the paper there are 
mentioned many uses of rope and cordage, 
and some of these uses are illustrated. 
New uses of these products are shown. 





Mills 1930 Issue of 
Spring Tackle Booklet 


William Mills & Son, 21 Park Place, 
New York City, has issued the 1930 
edition of the Spring Tackle Booklet, No. 
130. It contains illustrations of flies, 
fly rods, reels, lures, nets and numerous 
other fishing supplies and accessories. 





Reznor Gas Heaters 
Catalog for 1930 


Reznor Mfg. Co., Mercer, Pa., has is- 
sued its 1930 catalog, showing the line 
of gas heaters offered by the organiza- 
tion. In the front pages of the booklet 
there are sales points for the use of the 
dealer and salesman and a price list. 

The items are illustrated, and the fea- 
tures of the line are fully explained. 





New Disston Catalog 
Shows Pruning Tools 


A 32-page catalog has been issued by 
Henry Disston & Sons, Inc., Philadel- 
phia, Pa. 

It shows 57 designs of pruning tools, 
including the curved blade pruners, of 
the fixed and folding blade type; pruning 
saws of the narrow blade hand saw pat- 
tern; tensioned frame designs with remov- 
able blades. Pole pruners, hand pruners, 
hedge shears, lawn and grass shears in 
many styles and popular sizes are shown. 





Lindemann Products 
Bird Cage Catalog 


An illustrated catalog of bird cages 
and supplies has been issued by Linde- 
mann Products Division, Andrew B. Hen- 
dryx Co., Inc., 35 Wooster St., New 
York City. It is fully illustrated in 
colors and is known as catalog 46. 

In addition to the illustrations there 
are complete specifications of the items 
listed. A price list is issued with the 
catalog. 





Continental Steel 
Diversification Book 

Continental Steel Corp., Kokomo, Ind., 
has recently issued the third edition of 
the farm handbook, “Diversify, and Fol- 
low the Path to Plenty.” It is the inten- 


tion of the organization to publish a new 
edition of this book every year. 


NEW 
CATALOGS 


AND 


DEALERS 
HELPS 


AVAILABLE FROM 
MANUFACTURERS 


This book contains articles by leading 
agricultural authorities, farm paper writ- 
ers and editors, and a vast amount of 
material gathered by the United States 
Department of Agriculture. It contains 
improved, authentic farming methods and 
practices that have been used to advan- 
tage by successful farmers. There are 
numerous illustrations of farm layouts 
and many bits of information on crop 
rotations, cattle, sheep, hog and poultry 
production methods, as well as numerous 
helpful hints to farmers. 

It is being distributed to the farmer 
through many channels. 





Toncan Iron Pipe Catalog 


A booklet has been issued recently in 
which Toncan Iron Pipe is featured. It 
is published by Republic Iron & Steel 
Co., Youngstown, Ohio. 

In this booklet the processes of manu- 
facture used in production of this type of 
pipe is illustrated and described in full 
detail. There is a table showing the sizes, 
weight and list prices on this pipe. There 
are many pages of interesting and valu- 
able information included. 





Taking Profits 
Out of Bumps 


A complete manual describing and il- 
lustrating the repair of automobile fen- 
ders and bodies has been published by 
Trimont Mfg. Co., Inc., Roxbury, Mass. 
This manual contains more than 50 pages 
of instructions, suggestions and informa- 
tion regarding the use of the Trimo- 
Ferguson Pattern Tools produced by the 
company. There is also included in this 
manual a complete description of the body 
and fender tools offered by Trimont Mfg. 
Co., together with a price list of the va- 
rious tools included in the line. The 
price of the manual is $1. 

The organization has also issued an 
illustrated catalog showing the tools in- 
cluded in the line and the display board 
offered to dealers carrying this line. In- 
cluded in the catalog there is a price 
list and complete descriptions of the line. 


Shapleigh Hardware Co. 
Sporting Goods Catalog 


Shapleigh Hardware Co., St. Louis, 
Mo., has issued its 1930 spring and sum- 
mer sporting goods catalog. With this 
catalog a separate net price list is issued. 

There are more than 230 pages in 
this catalog. The catalog is illustrated 
and contains complete descriptions of the 
sporting goods lines offered by the or- 
ganization. Baseball supplies, fishing ac- 
cessories, golfing equipment and tennis 
articles are offered in this very complete 
issue. In addition to well-known and 
established accessories, there are included 
some new items. 





West Bend Catalog 
of Aluminum Utensils 


A catalog and merchandising manual 
has been issued by West Bend Aluminum 
Co., West Bend, Ind. It contains 32 
pages of information concerning the prod- 
ucts manufactured by this firm. This 
booklet is printed in colors and makes 
a fine appearance. 

There are many illustrations of the 
line of aluminum equipment offered. A 
section is devoted to descriptions of the 
dealer helps that are available. Complete 
dimensions are given of the utensils in- 
cluded as part of the line. 





Clayton & Lambert Mfg. Co. 
Firepot and Torch Catalog 


Catalog D has been issued recently by 
Clayton & Lambert Mfg. Co., Detroit, 
Mich. In the catalog and supplement 
issued with it, there is a complete line 
of fire pots and torches described.. This 
catalog is illustrated in colors and is 
very attractive. The price of parts is 
included, in addition to information about 
the complete products themselves. 





Tucker Catalog of 
Folding Furniture 


Tucker Duck & Rubber Co., Fort 
Smith, Ark., has a catalog printed in 
colors in which the Peerless line of fold- 
ing furniture is described and illustrated. 
In the catalog there is a complete line 
of camp and porch furniture shown. 





Henry Disston 
Trowel Catalog 


A new 24-page booklet showing some 
40 styles of trowels has just been issued 
by Henry Disston & Sons, Inc., Philadel- 
phia, Pa. 

Among the new patterns are Flexolite 
finishing trowels with mountings of drop- 
forged, heat-treated aluminum alloy. The 
Neverstain trowels and various types of 
texture, brick, gaging, tile setter’s, cross 
joint, circle and corner trowels and plas- 
terer’s mitre rods are also illustrated and 
described. 
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Common 


Electric Cleaner New York Truss 
: THE PAINTER 
YOU CAN SELL FOR | | THE CARPENTER . 
Single BABCOCK SPRING } TO} THE MECHANIC —— | 
SPRUCE po | | THE MASON — 
LADDERS THE FARMER 
) | THE HOME \ 
































Extension 





Extension 


A LADDER FOR EVERY PURPOSE—WE PAY THE FREIGHT 


W. W. BABCOCK CO. 





Bath, N. Y. 














TINY TACKS CAN 
MAKE LARGE RESALES 


Even so small an item as a 
box of tacks can be filled with 
messages of good will. Atlas 
Tacks and Small Nails are 
sharp, clean-cut items that will 
bring your customers back for 
more. 

A complete line is always 
available in both quality and 
price range. Ask your jobber 
for them by name. 


ATLAS TACK 
CORPORATION 


. . ST. LOUIS, MO. 





EERE 


FAIRHAVEN, MASS. . 


CORBIN 


Wood Screws 
Drive Screws 
Coach Screws 
Machine Screws 
Set Screws 

Cap Screws 

Saw Screws 
Thumb Screws 
Hand Rail Screws 


Special Automatic Screw 
Machine Products 


Stove Bolts 

Tire Bolts 
Agricultural Bolts 
Sink Bolts 

Hanger Bolts 
Machine Screw Nuts 
Stove and Tire Bolt Nuts 
Semi-Finished Nuts 
Castellated Nuts 
S.A.E. Nuts 

Jack Chain 
Plumber’s Chain 
Register Chain 
Safety Chain 
Furnace Chain 
Ladder Chain 

Sash Chain 
Escutcheon Pins 
Speedometers 


The CORBIN SCREW CORPORATION 


The American Hardware Corp., Successor 
NEW BRITAIN, CONN. 
Warehouses—New York, Chicago, Philadelphia 
Western Factory—Dayton, Ohio 
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Millions 
and Millions 
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the best | o 


























5 


of People are Pushing 


Them 


whenever they open a door 


Follow the line of least resistance 


use BOMIMEP aways 


They are the best 


Bommer Spring Hinge Co., Brooklyn, N. Y. 


the best 














WHEN IN ROME— 


cording to the old 
methods were all 
horseless carriage— 


Do as the Romans cation 
saw. Old merchandising 


right in the days of the 


rd- 
trends in selling compel the me “a 
yt t to adopt new methods # 
“a y money. Heller has — 
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hundreds of stores to make — bsg a 
build up 4 profitable business. y 


or hi complete story now? No obligation. 
f the 
Just tear out this ad—pin to your letterhead 


and mail. 
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? PANY 
HELLER & COM 4 
7 = Street, MONTPELIER, OHI 


LDING STORE EQUIPMENT 
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lron and Steel Market Lacks Definite Trend 


With tendencies mixed and in many instances neutraliz- 
ing one another, the iron and steel market lacks a definite 
trend. Open weather has brought a rise in seasonal de- 
mands and a further expansion is seen in the requirements 
of the automobile industry, but specifications from the rail- 
roads are being.curtailed and heavy construction work is 
subnormal. 

Steel ingot output for the country at large has receded to 
76 per cent, compared with 78 per cent a week ago. The 
Steel Corporation average has declined from 81 per cent 
to 77 per cent of capacity. 

This setback, after two weeks of moderate expansion in 
production, is partly a reflection of retrenchment by the 
carriers. Their current purchases are smaller and in a few 
cases shipments on their contracts’ have been suspended. 
These developments, together with the low level of railroad 
car loadings, have had the effect of tempering the hopes of 
the trade for large purchases of rolling stock. 

Fabricated steel awards, at 33,000 tons, are not impres- 
sive, although 11,000 tons larger than a week ago. How- 
ever, an increasing amount of work is being figured on. 
New inquiries have appeared for 41,000 tons, following an 
addition of 68,000 tons to the pending list a week ago. 

Counter influences include expanding business in gas and 
oil pipe lines, an increase of 10 per cent in motor car pro- 
duction and a large amount of prospective highway and 
other public work. 

Final steps are being taken to close the contract for a 
950-mile natural gas line from Texas to Chicago, requiring 


| 250,000 tons of steel. Moderate improvement in automobile 


output is reflected in more business in steel bars, sheets and 
strips. 

Shipbuilding, which has been active for several months, 
promises to continue to take a steady volume of steel. 
Twelve mail contract vessels will soon be placed. Probably 


| the first of these to be awarded will be two ships for the 


United States Lines, calling for 10,000 tons of steel apiece. 

With business as a whole barely holding its own, the cur- 
rent condition of the steel industry differs little from that 
which has prevailed for the past month. The Steel Corpo- 
ration’s report of unfilled orders as of March 31 is expected 


| to show little change, since reduced bookings were matched 


to a large extent by curtailed shipments. 

Business in cast iron pressure pipe has been piling up 
steadily of late, with pipe shops in the South heavily en- 
gaged.’ The increased melt of pipe foundries has reduced 
stock piles of Alabama furnaces—a fact which may later 
result in less active selling of Southern pig iron in the 
North and East. 

Scrap markets continue to weaken, and heavy melting 
steel has declined 50c. a ton at Philadelphia and 25c. at 
Pittsburgh and St. Louis. 

The Iron Age composite prices are unchanged. Pig iron 
at $17.75 a gross ton, is 79c. lower than one year ago. 
Finished steel, at 2.264c. a lb., is $2.96 a net ton lower than 
12 months ago. 


THE RUSH JOB 

I am a Rush Job. I belong to no one age, for men have al- 
ways hurried. 

I pervade all human endeavor. 

Men believe me necessary, but falsely. 

I rush today because I was not planned yesterday. 

I demand excessive energy and concentration. 

I override obstacles, though at great expense. 

I illustrate the old saying, “Haste makes waste.” 

My path is strewn with the veils of overtime, fatigue, mistakes 
and disappointments. 

Accuracy and quality give way to speed. 

Ruthlessly I rush on. The goal must be reached. 

I am a Rush Job. 
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‘heen States Aim Sales Tax to 
Reduce Number of Chain Stores 


Efforts against chain store systems in the South are 
taking the form of legislation designed to increase the 
operating expenses of chain stores through various forms 
of sales taxes. 

At the present time, Georgia is preparing to enforce a 
new form of sales tax specifying a tax of 2 mills on the 
dollar of gross receipts of all retail stores, and 1 mill on 
the dollar on the gross sales of wholesalers. An exemp- 
tion of $30,000 is allowed. However, and this hits the 
chains, only one claim for exemption may be granted to 
a taxpayer, regardless of the number of his stores. The 
Georgia law on this point, is worded as follows: “When 
a manufacturer conducts a manufacturing business and 
also operates a retail store or stores, all owned by the 
same person or corporation, but exemption will be allowed 
for the entire business.” 

The Texas House of Representatives has passed a bill 
levying a tax of 1 per cent of the gross receipts of chain 
stores, taxicabs, and shoe shining parlors, providing there 
are more than five in the chain. 

Kentucky has passed a graduated gross sales tax of 1/20 
per cent on sales under $400,000 a year, increasing to 1 
per cent on sales of $1,000,000. The Kentucky Legislature 
is also considering two bills written in response to the 
charge that chain stores sell foods in packages of smaller 
size than those in which the same foods are sold by in- 
dependent dealers. One bill would require all commodities 
in container form to be marked with the weight, measure 
or numerical count. No reasonable variations would be 
permitted under the proposed law, as are permitted in the 
Federal Food and Drug Act. However, the bill would 
not apply to container filled in the presence of the pur- 
chaser. The other bill would require food advertisers to 
declare the net weight of the container contents of the 
product advertised. 

In Virginia, the Hall chain store bill has been favorably 
reported to the Senate after having passed the House by 
a vote of 75 to 10. The hearing was attended by a crowd 
which jammed the Senate Chamber and gallery, with 
many standing, and intense interest in the outcome was 
manifested. The hearing was marked by a tart retort 
from Senator Saxon W. Holt of Newport News, member 
of the committee, to Thomas B. Gay of counsel for op- 
ponents of the bill. 

Replying to contentions that the bill is unconstitutional, 
Delegate Hall said he believed it to be constitutional. Not- 
ing that Assistant Attorney-General Leon M. Bazile re- 
cently expressed the opinion in writing that the bill 
contravenes the constitution, Mr. Bazile had given “very 
careful consideration” to the matter, since he had rendered 
his opinion the same day it was asked. He cited a decision 
of the Virginia Supreme Court of Appeals which he said 
is “in direct conflict with the opinion of Mr. Bazile.” 

Mr. Hall also discussed various other court decisions 
taking the position that the courts would not hold his bill 
to be in conflict with either the State or Federal constitu- 
tions. He advanced the contention that if opponents of the 
bill aie sure of its unconstitutionality they should not seek 
to prevent its passage, but should be content to let the 
courts decide the matter. 

Describing the chain stores as “the greatest economic 
menace that faces Virginia and the country today,” he 
declared that, where in 1920 they did 4 per cent of the 
country’s business, in 1928 they did 20 per cent. “The 













EISER’'S 


Vi with the 


te 




















SSN 

NG 

\\) 

Orders \ 

quickly, carefully \ 

filled from our big . 

stock. But get your » apa 
order in now—be AN this trade 











ready to meet your mark on 
customers’ demands handle of 
for Keiser’s Shears. Keiser’s 
They are in demand. ao, 






General Distributors 
, Wiebusch & Hilser, 
106 Lafayette St., 


Ltd. — 
New York 











BOLTS 
NUTS 


SCREWS 


A COMPLETE AND DEPENDABLE LINE 
AT THE RIGHT PRICES 
EXCEPTIONALLY PROMPT SERVICE 




















76 YEARS ARE BACK OF EVERY PIECE PRODUCED 


GLARKRrosRoLt 


Studebaker Ave., Milldale, Conn. 
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““Here’s The Rule You Need’’ 
The FARRAND RAPID RULE 


The Original Rigid—Flexible—Concave Rule 


The most remarkable practical invention in years. 
[t is modernizing old methods of taking meas- 


urements, FARRAND ules are still giving 


efficient service after three years of constant use, 
One sale makes another. Now produced in three 
models, listing at $5.00, $3.75 and $3.00. 


DISTRIBUTED THROUGH WHOLESALERS 
Manufactured by 


HIRAM A. FARRAND, Inc., Berlin, N. H. 


























FAIRBANKS 


The Valve with the Renewable Vulcabeston 
Ring Disc—Globe or Angle Pattern 





= 


The FAIRBANKS Company 
BOSTON NEW YORK PITTSBURGH 
Factory: Binghamton, N. Y. 


Distribution in all principal cities 

















chains are followed by mergers and the mergers by 
monopolies,” he asserted. 

He quoted from Dr. R. S. Alexander of Columbia Uni- 
versity, who declared that a survey of over 1000 stores 
showed that the prices charged by the independent stores 
were 5 per cent lower than those charged by the chain 
stores. He asserted that the chain stores do 33 1-3 per 
cent of the business in Richmond, 49 per cent of the busi- 
ness in Roanoke and 70 per cent of the business in 
Norfolk, and of 70 per cent of their employees work over 
eight hours a day, 70 per cent draw less than $20 a week 
and 40 per cent less than $15. 

W. P. Johnson, executive secretary of the Virginia 
Wholesale Grocers’ Association, followed Mr. Hall in 
advocacy of the bill, after which Delegate Freeman of 
Fairfax did likewise. . 

Thomas B. Gay opposed the measure, saying that he did 
not know whether the committee would adopt the amend- 
ment as to filling stations, and that, if it did, the Standard 
Oil had no objection to the bill. He delivered an extended 
argument that the measure is unconstitutional, saying that 
in every State where such a bill has been passed it has 
been held to be unconstitutional by the courts. He cited 
decisions from Indiana, North Carolina, Maryland and 


South Carolina, all holding chain store bills enacted in 
those States to be contrary to the Constitution, He also 
pointed out that State Tax Commissioner C. H, Morrisett 


has been unwilling to say flatly that the Hall bill 1s con- 


stitutional and has contended himself with the assertion 
that “if a constitutional bill can be drawn, this bill is con- 


stitutional.” 

A. R. Bowles, Jr., counsel for the chain stores, pointed 
out that the bill will affect not only chain stores, but “hun- 
dreds of independent merchants” operating more than one 
store. He said the bill was ostensibly a revenue measure, 
but was in reality aimed at the grocery and drug chains. 
The speaker described the bill as “the most bold and bald 
attempt ever invoked in this Commonwealth, where this 
Legislature is asked to use the taxing power to subsidize 
a particular class of merchants.” Mr. Bowles said the 
consumers are entitled to lower prices provided by the 
chain, and rapped “popular hysteria created by demagogic 
radio speakers.” He contended that the public would not 
patronize the stores if they were not satisfactory to the 
consumers. 

Ed. F. Grace, representing the Virginia Federation of 
Labor, and editor of its organ, the Union News, urged 
the defeat of the bill on the ground that the laboring popu- 
lation, is benefited by the lower prices in the chains, and 
that, if the additional tax is imposed, it will inevitably mean 
higher prices to the consumer. 





Store Window Displays Show Worth in Test 


A three weeks’ test was recently made by a large drug 
store to determine the drawing power of window displays. 
During the three weeks’ period no display material or mer- 
chandise was shown in the window and simple drapes were 
used alone. The results showed, according to the Inter- 
national Advertising Association, that a loss in sales of 
$3,000 resulted from this test. The specialties department 
showed a decrease of 41 per cent for the three weeks; the 
candy department a decrease of 32 per cent; rubber goods, 
22 per cent; toilet goods, 18 per cent; soda, 14 per cent; 
stationery, 10 per cent; and prescriptions, 2 per cent of 


former sales. 
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The Brass 
Spring Bottom 
Will Not 


Spring Hinges of Quality 


~~(CHICAGO)— 


LOOSEN SPRING HINGES 
A Few Prominent Buildings 


or  —— Equipped with Chicago Spring Hinges 


New Style Oiler LEAK Pat. Improved Bottom 


In the manufacture of this Hammer & Co. 
New Improved Malleable Iron Oiler, we do 
not depend upon solder alone to secure the 
bottom and prevent leakage. 

We form a seating groove in the body at 
the point of soldering and force the down 
turned flange of the brass bottom into this 
groove, where it has a wide bearing and is 
then soldered securely. No leak. 

















New York Central Bldg., New 
York 

Equitable Trust Bldg., New 
York 





Grant Building, Pittsburgh. 
Stevens Hotel, Chicago. 
New Civic Opera Bldg., Chicago 
Union Station, Chicago 
Breakers Hotel, Palm Beach 
Russ Building, San Francisco 
There must be a rea- 
son why Chicago Spring 
Hinges have been se- 
lected for these fine 


OLD STYLE Adjuataat Cee Flange buildings. 


These well known oilers have 
a steel spring in the bottom 
but do not have the Patent 
improvements of the new style. 


Send for Prices. 














Is it not because the Owners, Architects and 
Contractors, who strive to build with credit to 
their name or profession, have found Chicago 


Spring Hinges best suited for the buildings 
which they plan and erect? 


yong naa aes Chicago Spring Hinge Conipang, 


Malleable Iron Fittings Co., Branford, Conn. nes Lape YORK 

















Sell | Them This Soldering Iron 


by the set 


Moves Rapidly At $2.75 


It combines many improvements found 
only in higher-priced irons—Replaceable 
forged copper tip, Grade A Nickel 
Chrome Element, wound on best mica in- 
sulation. Blued steel, one-piece case. 
Rich, dark mahogany anti-heat handle. 
The ’ 


ESICO 


Rt gq, JUNIOR” 


U. S. Pat. Off. 
Electric Soldering Iron 





THE oO LAR 

ES Ico is an 85 Watt Iron that heats quickly 
wre wo and is long lived. Weighs only 16 
sad ounces. You can get the attractive 
oe. Display Card shown with an order 
for six irons packed in individual 
boxes, or three in boxes and three on 


display card. 





Sets of 9, 11, 17 bite are fur- 
nished In compact cases for 
the convenience of the users. 


Every mechanic needs the entire set in his 
&@ question of selling him once teen 





If your Jobber cannot supply you— 


from | i 
t work all the time, mo jagged ends; every part of the work is smooth and Aig ey NL i : 
cross Sennen write to us. 





SE SS Se ee Oe a er eae Electric Soldering Iron Co., Inc. 


The P rogressive Manufacturing Co. 135-143 W. 17th St. New York, N. Y. 


GTON, CONN., U. S. A. 
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Popular with Farmers 


Our Harvest King 
Power Grindstone is a 
big seller to Farmers 
who want a good grind- 
stone at a reasonable 
price, 


The stone is a Special 
“Cleveland” Grit that 
is just right for farm 
tools and implements. 
It sharpens dull tools 
quickly and can be 
mounted and set up in 
a few minutes by any- 
one without  instruc- 
tions. 





Frame is heavy angle steel 14” x 14%” x \%”, 
strongly braced and finished in Green and Black. 
Shipped folded complete, stone crated separately to 
save freight. We make Grindstones for every re- 
quirement. 

Send for Catalog and Prices. 


The Cleveland Quarries Co. oy tr, 
Cleveland, Ohio 
283 Front St., New York Fe) 


Lombard & Co., Inc., Boston, Mass. S 
New England Agency 

















DIAM O /N[D 


ADJUSTABLE WRENCHES 





at 









Drop forged from high 
grade tool steel—carefully 
hardened and drawn in oil. 


Diamond adjustable 
wrenches are the most com- 
plete line made—in eleven 
sizes—single and double end 
—full or semi-polished. 


Write for catalog and 
dealer helps—display boards 
—circulars, etc. 





DIAMOND CALK HORSESHOE COMPANY ! 


4622 Grand Ave., Duluth, Minn. 

















March Mail Order House Sales Show Substantial 
Sales Drop | 


ALES of Sears, Roebuck & Co. in the company’s 
third four-week period of 1930 amounted to $25,- 
174,441, a decrease of 10.9 per cent from the total of 
$28,256,770 in the corresponding period of 1929. In 
the period from Jan. 2 to March 26, sales totaled $79,- 
619,584, an increase of one-tenth of 1 per cent over the 
total of $7,534,278 in the corresponding period of 1929. 
The decrease was the first reported by the company 
since February, 1928. In March, 1929, the company’s 
sales showed an increase of $6,810,627, compared with 
March, 1928. 

The poor showing this year was ascribed to the later 
date for Easter this year, coupled with heavy snowstorms 
in the Chicago area, and the fact that the company ceased 
opening new retail stores last fall. 

The company’s retail and mail order sales showed a 
decline in March. While the decrease was fairly well 
distributed over the country, the largest declines were in 
the Chicago and Minneapolis regions. Sales in the next 
four weeks, which will include the Easter business, 
should make a better showing than in the third period, 
it was said. 

Montgomery Ward & Co. reported March sales at 
$20,632,071, against $22,616,668 in March, 1929, a de- 
crease of 8.77 per cent. Sales for the first quarter of 
1930 totaled $57,369,069, against $59,400,774 for the 
similar period last year, a decrease of 3.42 per cent. 


The bottle cap manufacturers’ industry has been au- 
thorized to hold a trade practice conference with the Feder- 
al Trade Commission and 75 per cent of the volume of the 
business will be represented. The date and place of the 
conference have not been fixed, but it will be presided over 
by Commissione? Charles H. March. Among subjects to 
be discussed are: Inducing breach of contract, imitation of 
trade marks or trade names, enticement of employees, 
defamation of a competitor or disparagement of his goods, 
threats of suit of patent or trade mark infringement, use 
of inferior materials, bribery and pooled or combination cars. 


Government Radio Survey Discloses Dealer Facts 


EPLIES were received from 44 firms in 34 com- 

munities throughout the country in the questionnaire 
study of radio dealer operations in 1928, which the 
Electrical Division of the Bureau of Foreign and Domes- 
tic Commerce has been conducting, the sales volume of 
firms replying ranging from $1,500 to $800,000. The 
findings, owing to the comparatively small number of 
replies, are not necessarily generally applicable, but they 
represent the results of the first effort to secure a cross- 
section of radio dealer operations throughout the country 
on anything approximating such a scale. 

With very few exceptions the number of electric sets 
sold per store greatly outnumbered battery sets, the in- 
dividual range being from none to 950 for battery sets 
and from 5 to 4973 for electric sets. The retail value of 
battery sets sold by one store ran as high as $61,205 and 
of electric sets to $493,000. An overwhelming majority 


Reading matter continued on page 92 
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Right Methods Needed for Hardware Profits 


The modernized hardware store means a profit- 
able and growing business. The old fashioned 
store can’t compete against modern methods. The | They Built 
store that depends on order taking, can’t stand up ja New Store 
against the store that displays 80% of its mer- J Shean 
chandise items and makes it easy to buy. | 
DULUTH Merchandising Service provides the 
help you need. There is no obligation in an in- DULUTH 
vestigation. Write today. Let us try to help YOU. 














DULUTH 


This illustrates an island display of tables. These 


mean astonishing sales. Low table cost appeals to [)yluth Show Case Company, 5002 Wadena St., Duluth, Minn. 


any store. 








Write today for 
this new book 














Cap’n Mark says: | 


“If I were a-sellin’ Rope, 





know of—and it more’n 


Write our nearest branch for any 
information. 


Columbian Rope Company 
352-80 Genesee Street 
Auburn, N. Y. “The Cordage City” 








Branches:— 
New York Chicago Boston New Orleans Philadelphia 














WICKWIRE BROTHERS 
GRAY-WICK WIRE,CLOTH 


Popular seller. Wire is drawn from Open 
Hearth Copper Bearing Steel ™% gauge 
OVERSIZE. Resists rust better than or- 
dinary steel wire. 









Ball Pein Sizes 
We control every operation. Electro Plating 2 oz. to 3 Ib. 

is of 8 to 10% Zine Coating, heavily enameled Engineer’s Hammer 
—a double protection against corrosion. 18 1Y tb. to 4 Ib. 
to 48 in. widths, double selvage. Ask your 
Jobber. 





FAIRMOUNT TOOLS 











Quality 


bian Tope-Marked,_ I veadily APPARENT 
vert eng gloom | IN FAIRMOUNT 
| 


measures up to them.” / Lammers 







Mechanics look at Fairmount 
Hammers, pick them up, 
and are quickly convinced that 
here are hammers possessing 
balance, high quality and 
utility. Fitted with seasoned 
hickory handles, perfect in bal- 
ance, drop-forged for long, 
hard usage, they are easily the 
outstanding hammers on _ the 
market. When you sell them, 
you are sure of selling the best. 
Order From Your Jobber 


FAIRMOUNT 


IF TOOL & FORGING Co. all7 


. 
GIVE SERVICE AND SATISFACTION 
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MANUFACTURERS OF 





SEND FOR ILLUSTRATED CATALOGUE OF OUR COMPLETE LINE OF 
FAST SELLING TIPS FOR ALL PURPOSES 





THE ELASTIC TIP COMPANY 
RUBBER GOODS AND SPECIALTIES | @ 


370 ATLANTIC AVE., BOSTON, MASS. 
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W OVERLOOKING OCEAN | 
AT ILLINOIS AVENUE 
ATLANTIC CITY, NJ. 


A HOTEL 
DISTINCTIVELY DIFFERENT 
JUST COMPLETED 


SHOWERS & BATHS 
THROUGHOUT 


FIREPROOF 
E SPECIAL WINTER RATES | 


L@rerencequincen @ EUGENE cierren | 
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Hardware Age Verified List 
OF WHOLESALERS AND RETAILERS 


Shows the names, addresses, capitalization, territory cov- 
ered, percentage of wholesale business, number of travel- 
ing men, names of executive officers and buyers, and the 
lines handled by the Hardware Wholesalers. 


For instance, on pages 7 to 79 it indicates by key 
numbers what classes of merchandise each hardware 
wholesaler handles. There are explanatory key numbers 
covering every class of merchandise that constitutes a 
modern hardware stock. 

Then, the Hardware Retailers on pages 80 to 353 who are 
rated |, 2, or 3 represent the livewire dealers doing 75% 
to 80% of the retail hardware trade of the U. S. 


CONTENTS OF VERIFIED LIST 

Wholesale Hardware Houses in U. S., Canada and Foreign. 

Retail Hardware Stores in U. S., Canada and ——- 

Chain Hardware Stores in United States and Canada. 

5, 10, 25c to $1.00 Syndicate Stores carrying hardware. 

Department Stores carrying hardware and housefurnishings. 

Manufacturers’ Agents in U. S., Canada and Foreign. 

Automobile Accessories Jobbers. 

Mill, Steam, Mine and Machinery Supplies Dealers. 

Sporting Goods Distributors. 

Mail Order Houses handling hardware and housefurnishings. 

Woodenware and Willow-ware olesalers. 

Paint, Oil and Varnish Distributors. 

Radio Apparatus and Parts Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 
Hardware Age Verified List of Wholesalers and Retailers is 
indispensable in economic direct-by-mail promotion work and 
also a helpful guide for salesmen's calls. Every manufac- 
turer's sales manager should have one on his desk, and every 


1 could profitably ca: a copy in his grip. Since 
the previews wh ng was pablished there have been more than 
10,000 additions and corrections, and these all appear in the 


Tenth 
Published annually, $15.00 postpaid 


Hardware Age Verified List Department 
239 W. 39th Se. New York, N. Y. 











of battery set sales were in the lower price ranges, very 
few valued at $100 or over being reported sold, but the 
majority of electric sets sold were priced at $75 and up, 
with many in excess of $150. The number of makes 
handled by individual firms reporting ranged from 1 
to 12. 

Wide variations were noted in the ratio of sales of 
table sets to console models, some firms reporting only 
consoles sold, while one firm reported the ratio in favor 
of table models as high as 20 to 1. Out of 36 firms 
answering the question, however, 23 reported selling 
more console ‘models than table sets. Only one firm re- 
ported as high as 50 per cent of electric sets sold without 
speakers, while 15 firms reported speakers sold with all 
electric sets. The number of battéry sets traded in ex- 
ceeded, in all stores reporting trade-ins, the number of 
electric sets, and electric sets were purchased by most 
of those trading in old sets of either type. Practically 
all of the firms reported purchasing separate cabinets, one 
firm buying as high as 1500 during the course of the 
year. 

More dynamic than magnetic loud speakers were re- 
ported sold, but the discrepancy was not great. The 
number of makes handled per firm ranged from 1 to 12. 
Most magnetic loud speakers sold were under $30, a large 
number being in the less-than-$10 group. Few dynamic 
loud speakers were sold for less.than $20 and none for 
less than $10. 

The sale of vacuum tubes represented in one case as 
high as one-fourth of total sales volume. Naturally, 
many more dry batteries than storage batteries were 
reported sold. The present demand for battery elimi- 
nators was reported slight or non-existent by practically 
all those replying. 

The complete report on this study for 1928 is avail- 
able without charge from the Electrical Division, which 
is now seeking data for 1929, on the basis of a revised 
and more detailed questionnaire which, it is hoped, will 
elicit a greater number of replies from radio dealers. 


EDUCATING CUSTOMERS 


Eugene Meyer has said, “Credit is like morphine in 
the hands of those who do not understand its principles 
and dangers as well as its benefits. It is a most useful 
and helpful invention; but either opium or morphine if 
used habitually and without proper direction leads 
eventually to the gutters,” Mr. O. G. H. Rasch wrote in 
“The Credit Monthly.” 

It is the responsibility of the credit executive of today 
to see that credit is in the hands of those who under- 
stand its principles and are as competent to handle it as 
a physician morphine or opium. 

We all know that a great number of our credit losses 
are due to incompetency in the people we sell. If we 
endeavor to educate and train them to be more efficient, 
we render a real service to them, to the community, 
and to the credit profession, and we also reduce our 
losses and increase our sales and profits. 
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We Are Headquarters 
for Washers of Every Type 


Make all kinds and sizes of Wrought 
and Steel Plate Washers. Roll the 
plate expressly for the purpose at our 
own works. Have specialized in this 
work for over 40 years. Also STAMP- 
INGS. 

Buy from Headquarters and save 
money. Send for 45 page Catalog. 
It contains practical washer informa- 
tion that every dealer should know. 


Wrought Washer Mfg. Co. 
46 South Bay St., Milwaukee, Wis. 
The World’s Largest Producer of Washers 











| SPEED UP 


SALES 
Allith 
ROLLING LADDERS 
like Allith hangers—are always on the 
track. They speed up sales by reducing 
the time needed for each sale. They are 
attractive, durable, roll quietly and run 


freely. Your post card will bring prices 
and information by first mail. 


ALLITH - PROUTY COMPANY 
DANVILLE, ILLINOIS 

































Armstrong Bros. Adjustable Pipe Dies 


Made of Special Vanadium Tool Steel, these dies incorporate every desirable 


feature: Correct Cutting Angle or Rake; ‘‘Backed Off’’ Chasers or Cutting 
Teeth; Correct Throat Angle; and Ample Chip Clearance. Cut faster, 
easier and cleaner and back off smoothly without jamming or tearing. 
Try a pair and you will use no others, Fit all standard stocks of the 


Adjustable type. 
WRITE FOR CATALOG P-10 


ARMSTRONG BROTHERS TOOL COMPANY 


“The Tool Holder People” 
314 N. Francisco Avenue Chicago, U. S. A. 








SAMSON TRADE MARK 


SAMSON CORDAGE WORKS 


BOSTON, MASS. 


SASH CORD 


SAMSON SPOT, PHOENIX and SACHEM brands 


each thestandard of quality for its particular use. 
“There JS a Difference in Sash Cord” 
OTHER BRAIDED CORDS + COTTON TWINES 


Send for catalogue, samples and selling information 








The NEW Silvery 
McKAY TIRE CHAINS 


satisfy motorists everywhere because they’re 
built to last, because they’re equipped with 
a better fastener, because the silvery finish 
‘adds to the car’s beauty. 
UNITED STATES CHAIN & FORGING CO. 
Union Trust Building, Pittsburgh, Pa. 


MSKAY TIRE CHAINS 


— MSK 

















Stone Splitting 
Wedges and Shims 
Complete Catalog of 


Granite Cutting Tools 
and Supplies on request. 


Trow & Holden Co. 


Barre, Vermont 
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carry anice profit 


1 ii 


Write for Catalogs and Prices 
The Stewart Jron Works Company, Inc. 
625 Stewart Block, Cincinnati, O. 








EVERYTHING 
in IRON, WIRE 
and BRONZE 








It’s Just Downright Good Business 
Judgment to Sell 


IVER JOHNSON 


Bicycles, Velocipedes and Juniorcycles 


Send for Proposition C. 


Iver Johnson’s Arms & Cycle Works 
Fitchburg, Mass. 


Ogden, Utah 


New York 
2327 Grant Ave. 


Chicago 
151 Chambers Street 108 W. Lake Street 
San Francisco 


717 Market Street 
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CLASSIFIED OPPORTUNITIES 











CLASSIFIED ADVERTISING 
RATES 





tives Wanted” 


cents per insertion. 








Use the “Classified Opportunities Section” to reach Hardware Manufacturers 


Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 
THE FOLLOWING RATES 


apply to “Business Opportunities,” ‘Sales 
Accounts Wanted” and “Sales Representa- 
Advertisements. 


iti Wan 4 insertions, 10% off; 8 insertions, 15% off 

Positions anted and Help Wanted Set Solid, Minimum of 5 lines...... $3.00 Due to the special rate, these discounts do 

advertisements at Special Rate of Each additional line........ coer 60 not 7, Position Wanted or Help 
am All Capitals, Minimum of 5 lines.... 4.00 aused_ Advert 

one cent a word, minimum fifty ish, abies” Mee pa HARDWARE AGE is published each Thursday. 


Average 10 words to a line 
Allow One Line for Keyed Address 


Remittance Must Accompany Order 


Samples of merchandise, literature, catalogs, etc., requiring more than ordinary reforwarding postage should not 
be addressed to box numbers 


— DISPLAY RATES 
+++ + $5.00 
- 4.00 


er 


Each additional inch. a ; : eccccccce 
Discounts for Classified Advertis: 











Forms close Nine Days previous to date of 








Address your advertisements and replies te 
HARDWARE AGE, Classified Opportunities, 
239 West 39th St., New York City 























POSITIONS WANTED 


POSITIONS WANTED 








r 
HELP SPECIALISTS 


FOR THE HARDWARE INDUSTRY IN NEW YORK 
STATE 


MALE AND FEMALE 


BVERY APPLICANT INVESTIGATED AND GUARANTEED 
FOR THEN TIMES THE WEEKLY SALARY INVOLVED 


AGENCY, INC. 
Bryant 7374-5-6 


ABBYE EMPLOYMENT 
112 W. 42nd Street 














A SEASONED SALESMAN with a good record for sales volume and 
with sufficient brains to analyze territory and merchandise in order to 
obtain the best results, desires a position. Have thorough knowledge of 
merchandising methods. Have sold manufacturers, jobbers and retailers 
in the hardware line. Wish to make a change where there is an oppor- 
tunity of increasing annual income. Cannot consider anything less than 

5,000 per annum. Address Box I-774, care of Harpware Ace, New 


York City. 





AGGRESSIVE SALESMAN, age thirty-five. Acquainted with hard- 
ware jobbers throughout the country and experienced in organization and 
sales promotion, desires position with reliable specialty or shelf hardware 
manufacturer. Will locate anywhere or travel extensively. Highest refer- 
ence furnished. Address Box I-772, care of HArpwAreE AGE, New York 


City. 





SALESMAN, business producer, personal following among Hardware 
jobbers and dealers, department stores, housefurnishings, electrical appliance 
trades in New England states, and Hudson Valley, N. Y., territory. 
Travels own car; highest credentials. Salary, drawing, or will represent 
factories direct straight commission basis. Address Box I-782, care of 
Harpware AcE, New York City. 





BUILDERS’ HARDWARE MAN—Thoroughly experienced in figuring 
all classes of builders’ hardware, also taking complete charge of depart- 
ment. Experience as executive and estimator covers a nymber of years 
with large retail and wholesale concerns from whom satisfactory refer- 
ences can be secured. Address Box 415, 3711 Webb Avenue, Detroit, 


Mich. 





BUILDERS’ HARDWARE MAN—I15 years’ experience desires a 
ermanent connection with wholesale or retail firm in or near Greater 
New York. Can estimate, list and schedule finishing hardware from blue 
prints and follow specifications; also take complete charge of builders’ 
hardware department. Address Box I-779, care of Harpware AcE, New 


York City. 


CAPABLE BUILDERS’ HARDWARE SALESMAN. 12 years’ ex- 
perience desires position in charge of builders department. Competent on. 
plans and specifications and understands builders and architects require- 
ments thoroughly. Will accept position in East or Middle West State. 
Address Box I-776, care of Harpware AGE, New York City. 





POSITION with manufacturer selling hardware Jobbers or Department 
Stores. Covering states: Missouri, Kansas, Oklahoma, Iowa, Nebraska, 
Minnesota, Wisconsin, North and "South Dakota, Colorado. Experience; 
Married, available at once. Best of references. Age 37 years. Address 
Box 1-778, care of Harpware AcE, New York City. 





POSITION WANTED—Having had wholesale and retail experience I 
am well qualified to handle your job. What have you to offer? Honest, 
industrious and capable. Well acquainted in Chicago and Northern Illinois. 
Best of reference. Address Box 1-784, care of HarpwarE AGE, New York 


City. 





Experienced Salesman, six years in metropolitan and Westchester terri- 
tory, desires good connection as salesman or manufacturer’s representative. 
Have car and prefer Westchester and lower Connecticut territory. =~ 
seereeees furnished. Address Box I-789, care of HarpwARE AGE, New 

ork City. 





YOUNG MARRIED MAN would like to_ represent reputable manu- 
facturer in this section. Have traveled the New England states for the- 
past five years calling on the hardware trade. Can furnish excellent 
references. Mr. Mundt, 10 Fairview St., Roslindale, Mass. 








HARDWARE MAN, THOROUGHLY EXPERIENCED in 
and builders hardware. "Understands merchandising management an 
ern sales methods. Would like connection with dealer where efforts of 
expansion would be appreciated and where an active interest can be 
secured should conditions be satisfactory. Will consider any location. 


pues 


Address Box I-783, care of Harpware Acz, New York City. 





' BUSINESS OPPORTUNITIES 





FOR SALE—Hardware Business located in County Seat town in cen- 
tral Pennsylvania, in center of rich farming district. Clean stock. Best: 
of reasons for selling. Real proposition for young man who desires to go- 
into business and is willing to work. Address Box 1-698, care of Hanp- 
warRE AGE, New York City. 





WANTED—Smal! Hardware or Variety Store in North Central Illinois. 
Will consider larger store if given opportunity of interest and employment. 
Can give best of reference as to Honesty, Knowledge and Ability. Address 
Box 1-785, care of Harpware Acre, New York City. 





SCREW-HOLDING SCREW DRIVERS! 
Factories, garages, electricians, 
FREE trial! 


STARTLING INVENTION! 
Remove, insert screws inaccessible places! 
mechanics buy on sight! Sells $1.50; exclusive territory. 
TOOLCO, 1583 Water St., Boston. 


SALES ACCOUNTS WANTED 











Established Corporation 


located in the Hardware District of New York is in the 
market for additional hardware lines for the Hardware 
Trade. At present is selling seasonable merchandise. Have 
fair warehouse space for handling stock. Address Box 
7369-A, Care of Hardware Age, Otis Building, Chicago, III. 


New 
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CLASSIFIED OPPORTUNITIES 





SALES ACCOUNTS WANTED 


SALES REPRESENTATIVES WANTED 





I am expanding my territory to cover the architects in the state of 
Florida and want accounts covering various items used in the construction 
business. Have been working architects’ offices since 1916. Carry stock 
and anes organization and am properly financed to take on any account 
which may care to take on. W. E. FROST, P. O. Box 3216, West 
Palm bane Florida. 


SALES REPRESENTATIVES WANTED 








MANUFACTURER OF BASIS PLUMBING SUPPLY LINE wants 
representative who can sell wholesalers in Ohio, Indiana and Kentucky. 
Only those not afraid of hard work and having successful selling record 
should apply. State age, education, experience and give references. Ad- 
dress Box I-792, care of HArpwareE AGE, New York City. 





ROPE SALESMEN WANTED—100 per cent pure Manila rope, 16c 
lb. basis. Fast selling side line, five per cent commission. UNITED 
FIBRE COMPANY, 82 South Street, New York City. 





EXCEPTIONAL OPPORTUNITY for Salesmen calling on Housefur 
nishing Trade to introduee NEW STAINLESS ENAMELWARE Kitchen 
Utensils. Several territories still open. Commission basis. Give qualifica- 
tions and references first letter. THE STRONG MANUFACTURING 
COMPANY, SEBRING, OHIO. 





THE MANUFACTURER of a new, but proven, fast selling hardware 
specialty desires established manufacturers agents calling on retail hard- 
ware, department, and housefurnishing stores. This is high grade mer- 
chandise with a ready dealer and consumer acceptance. Various terri- 
tories open. Address Box I-762, care of Harpware Ace, New York City. 





WANTED, SALESMAN ON COMMISSION, to handle a line of hard- 
ware, sold extensively at this season of the year to hardware and lumber 
dealers and screen makers. Have territory in Northern New Jersey and 





Eastern New York State. Liberal proposition. Address Box I-791, care 
of HArpwareE AcE, New York City. 

LUSTROUS Aluminum Stove Pipe beautifies a gas stove, and lasts a 
life-time. Every stove dealer a prospect. Territories open. McCarthy 
Mfg. Co., Pear Ave., Cleveland, Ohio. 








TELL YOUR NEEDS TO THE WHOLE 
WORLD OF HARDWARE 


Secure a Position, Locate a Salesman or Representative, Hire 
an Employee, Choose a Partner, Sell a Business, Rent a Store, 
or Profit to the Fullest by your share of Business Opportunities 


Make your wants known in the 


CLASSIFIED ADVERTISING SECTION 


HARDWARE AGE 


of 











isn't it? 





SALES REPRESENTATIVES WANTED 


In a recent issue of this paper under the classification 
of “Sales Representatives Wanted’ were twelve dif- 
ferent advertisements for salesmen calling on the re- 
tail hardware trade. 


It looks as if hardware concerns knew where to “*go" 
for hardware salesmen, doesn't it? 


And by this same reasoning it looks as if these con- 
cerns reckon that men know where to ‘go 
these opportunities. 


It's a good paper that serves the trade ‘both ways, 
Try it and see. 


HARDWARE AGE, 239 West 39th St, New York 
‘Classified Opportunities Section” 


to find 


Add ress-—_ 
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THE ADVERTISERS INDEX is published as a convenience and not as a part of the advertising contract. very care will be taken to index correctly. 
No allowance will be made for errors or failure to insert. 
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MOE’S PEERLESS FEEDERS 


Our Peerless Feeder will successfully care for both baby 
chicks and growing stock. Adjustable for any kind of 
mash or grain, saves time, and prevents waste. 


A perfect feeder for large or small flocks. Two sizes 
10 Qt. and 18 Qt., with 30 feeder openings. 


One of many popular items in Moe’s Line. Write for 
Catalog and Prices. 


OEFT & COMPANY 


2305 Davis St. North Chicago, Il. 














Screw: 


Rivets 
Roofing Nails 
Scratch Brush Wire 















THE BRIDGEPORT SCREW CO. 
Bridgeport, Conn., U. S. A. 


Representatives: 
Milton Pray Co., San Francisco, Los Angeles, Seattle 
George E. Quigley, Detroit 
G. M. Baird & Co., Memphis, Tenn. 

















DOMES of SILENCE 


Cost dealer $9 per gross sets, sell for $14.40. 


Ten Cents for a set of 4 Domes of Silence often 
save many dollars in replacement of fine furni- 
ture. They slide—in any direction—at a mere 
touch. 


Our beautiful little package 
helps the sales. 


If Your Jobber Cannot Supply ; 
You—Write Us Direct 


We also make all grades of Sliding Casters, Pin 
Slides, Felt Slides, Radio = Feet, Insulated Slides, 
etc. 


DOMES of SILENCE, INC. 


21 Pearl Street New York City 














Many dealers are 
selling the heavier 
sizes of Superior 
Hexagonal Netting 
for fencing and 


other purposes. 


The product lends 
itself favorably for 
this use because of 
its uniformly even 
mesh and perfectly 
straight selvage. 





G. F. Wright Steel 
& Wire Co. 


Worcester, Mass. 


BRAND 


SUPERIOR 
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Consider = CITY for these 


® e 

in d US t TIQ | | ows industrial growth in 
Kansas City yet leaves more than 

two hundred lines of manufacture un- 


Op portu nitie S _ tepresented... lines which would find a 


profitable market here. 








A thorough investigation revealed some 

212 commodities now purchased in large 
volume from other markets, 
unavailable from any local 
manufacturing source. 










Kansas City invites you to con- 
sider carefully this market of 
21 million people and this city 
of outstanding production and 
transportation advantages. For 
that purpose, a book has been 
prepared covering the city’s 
industrial needs—a fact book. 


Bus A? : 











ANSAS CITYMM, pponTuNITies 


; A Mar, 







These Industries 
—in Kansas City 




















a thher Wetals and Metal lirplanes and 
EPA” Products: lecessories 











In addition, special surveys of 
the market and manufacturing 
possibilities for any specific 
commodities are available. 








cI Ais NCA Tk 
Vachinery and OTICAL SF IES 
Hlectrical Apparatus: APS, BOTTLE 

4 FOR Comans AROSHEX PADIT ANS LDU t 






Farm Equipment: 


This may be your most 
logical expansion center. 
This may be your most 
profitable marketing area. 


Let us give you the facts, 
without obligation. 


INDUSTRIAL COMMITTEE OF THE ‘CHAMBER OF COMMERCE 


KANSAS C ITY aaaiadaiilins 


MISSOURI and. 


and I ‘bei the og to my letterbead as as- 
surance of my interest, without obligation, of 


Economical transportation is course. 
important. You can reach 15 Niseie 

million people at lower freight —— 
cost from Kansas City than biti 


from any other metropolis. 
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Modern as the most daring tower that reaches 
to the stars—that is SKYLINE, newest design 
in TUDOR PLATE. Modern women are eager 
for the spirit of today, charmingly expressed 
in fine Silverware. TUDOR PLATE which per- 


mits the dealer to offer them full dozens for 














the money they expect will buy them only 


1, dozens, is an ONEIDA COMMUNITY creation. 


























COMMUNITY artists designed SKYLINE. COM- 
MUNITY craftsmen executed it. COMMUNITY 
guarantees it for a quarter century, and 
COMMUNITY launches it with an advertising 


and merchandising program that assures sales. 








Made and guaranteed by 


COMMUNITY PLATE 





